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Y  DIP  n  FT  Nextlink's  Tronsrue  says  the  firm's  $840  million  investment  in  wire- 
A  Dll]  uLI  less  licenses  will  lead  to  new  voice  and  data  services.  Page  33. 
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CEO  Jeff  Papows  says 
long-awaited  Notes/ 
Domino  5.0  will  be  ready 
next  month. 

PHOTO:  SHAWN  HENRY 


BY  NATALIE  ROBB  AND  ERIC  ZINES 


_ |  irms  of  all  sizes  are  warming  to  the  idea  of 

implementing  virtual  private  networks  (VPN) 
to  augment  their  wide-area  services. Those  that 
go  with  a  VPN  service  report  all  is  well,  for  the 
most  part;  in  fact,  VPN  users  tend  to  be  more 

- 1  content  than  users  of  other  WAN  services.  Users 

who  roll  their  own  VPNs  are  generally  not  quite 
as  happy  as  those  who  go  with  a  service  provider, 
but  they  report  positive  results  overall. 

While  it’s  still  early  in  the  VPN  game,  the  results 

_  of  the  first  TeleChoice  VPN  Market  Report, 

sponsored  by  Network  World,  paint  a  promising  picture 
of  the  future  for  the  technology.  Nearly  20%  of  the  501 
readers  surveyed  said  they  have  some  type  of  VPN  in 
place,  and  another  35%  said  they  plan  to  implement  one 
by  the  spring  of  next  year. 

See  VPNs,  page  57 


AT&T's  new  promise: 
One  line  will  do  it  all 


BY  DENISE  PAPPALARDO 

WASHINGTON,  DC.  — 
AT&T  this  week  will  finally  be 
able  to  say  it  has  a  managed 
service  for  merging  voice  and 
data  traffic  on  the  same  access 
lines. 

The  carrier  plans  to  use 
ComNet/DC  ’99  here  to  un¬ 
veil  its  Integrated  Network 
Connect  (INC)  offering, 
AT&T’s  answer  to  Sprint’s 
much-publicized  Integrated 
On-demand  Network  (ION) 
and  MCI  WorldCom’s  On-Net 
integrated  access  services. 
News  of  the  AT&T  service  was 
first  reported  last  Thursday  on 


Cisco  to  let  Catalyst 
6000  backbone  switches 
out  of  the  bag. 

BY  JIM  DUFFY 

WASHINGTON,  D  C.  —  In  a 
move  designed  to  enable 
users  to  build  higher  capacity 
gigabit  backbones,  and  add 
voice  to  their  switched  LANs, 
Cisco  this  week  will  launch  a 
new  switch  family:  the 
Catalyst  6000. 

The  Catalyst  6000s  will  be 
able  to  handle  large  network 
See  Catalyst,  page  92 


Network  World’s  Fusion  Web 
site  (www.nwfusion.com). 

According  to  sources, 
AT&T’s  ATM-based  access  ser¬ 
vice  initially  will  support 
voice  and  private-line  data  traf¬ 
fic.  While  customers  can  com¬ 
bine  such  traffic  on  access 
lines  today,  they  don’t  get  the 
benefits  of  AT&T  managing 
the  equipment  used  to  blend 
the  traffic,  or  the  consolidated 
billing  that  INC  promises. 

By  year-end,  INC  should 
enable  customers  to  bundle 
Internet  and  frame  relay  traffic 
onto  the  same  access  lines, 
sources  say. 


Big  dose  of  ATM 
on  tap  for  Cabletron 
SmartSwitch  line. 

BY  JIM  DUFFY 

WASHINGTON,  DC.  — 
Cabletron  this  week  will 
unveil  a  slew  of  ATM  switch¬ 
ing  products  that  will  help 
users  build  higher  perfor¬ 
mance  networks  for  multi- 
media  applications. 

At  ComNet/DC  ’99,  Cable¬ 
tron  will  introduce  four  prod¬ 
ucts:  three  modules  for  con- 
See  Cabletron,  page  92 


AT&T  CEO  C.  Michael  Armstrong 
will  speak  this  week  at  ComNet, 
where  AT&T  will  unveil  INC. 

Mor§.  ComNet  inside 

*  FORE  pitches  policy  manage¬ 
ment  for  its  switches.  Page  8. 

•  Performance  management 
tools  to  shine.  Page  12. 

*  Start-up  to  show  off  full-motion 
video  for  networks.  Page  16. 

•  VPN  product  fest  on  tap. 

Page  19. 

Head  to  Fusion  this  week  f|Nf]  Ij 
for  up-to-the-minute  jjfik 
ComNet  coverage.  [Tzar/] 

www.  —  .  .com 
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Level  3  crows 
about  IP  voice, 
fire-sale  prices 

BY  TIM  GREENE 

OMAHA,  NEB.  —  If  you 
think  you  just  cut  a  good  deal 
on  your  long-distance  service, 
think  again. 

Level  3  Communications  is 
promising  long-distance  voice 
services  starting  later  this  year 
that  are  20%  less  expensive 
than  those  of  its  competitors 
See  Level  3,  page  91 


See  AT&T,  page  91 

Cisco,  Cabletron  lead 
ComNet  switch  charge 


As  with  every  new  piece  of  enterprise  technology, 
someone  has  to  try  it  first. 


Microsoft 

Where  do  you  want  to  go  today?’ 


The  good  news  is,  it  won’t  be  you. 


Introducing  Microsoft®  SQL  Server™  7.0,  tested  and  proven  in  companies  like  Pennzoil  and 
HarperCollins.*  With  an  impending  merger  on  its  hands,  Pennzoil  faced  a  rapid  increase  in  its  user 
base  for  SAP™  R/37  In  order  to  handle  this  mission-critical  load,  Pennzoil  turned  to  SQL  Server  7.0. 
Then  there’s  HarperCollins.  The  publishing  leader  uses  the  SQL  Server  7.0  data  warehousing  platform 
to  process  hundreds  of  gigabytes  of  data  in  order  to  make  smarter  and  faster  business  decisions. 
To  see  who  else  is  deploying  Microsoft  SQL  Server  7.0  in  their  enterprise  go  to 
www.microsoft.com/sql/ 


WWrtO 


©  1998  Microsoft  Corporation.  All  rights  reserved.  Microsoft  and  Where  do  you  want  to  go  today?  are  registered  trademarks  of  Microsoft  Corporation  in  the  United  States  and/or  other  countries.  Other  product  and 
company  names  mentioned  herein  may  be  the  trademarks  of  their  respective  owners.  *  Initially  deployed  on  beta  code. 


Route  or  Switch  by  Port 


Multi-protocol  Routing:  IP. 
IPX,  RIP,  OSPF,  Appletalk, 
BGP4 and  VRRP 


Layer  2/3/4  Switching 


4  Levels  of  QoS 


Multicast  Support:  IGMP 
DVMRP,  PIM 


Layer  3/4  Filtering  for  Security 


Inter-Switch  Trunk  Groups 


Multi-Homed  Servers 


Hot  Standby  Redundancy 


DHCP  Assist 


70  km  Gigabit  Ethernet 
Connectivity  for  MANs 


IronSpan  Meshed  Connectivity 


Now  you  can  get  Foundry's  award-winning, 
customer-proven  Layer  2/3/4  technology 
in  a  high  density  Fast  and  Gigabit  Ethernet 
chassis.  And  at  a  price  you  can  afford, 

Biglron’”delivers  up  to  100,000,000  pps  of 
Layer  2  switching  and  multi-protocol  routing 
in  a  single  device.  With  up  to  64  Gigabit 
Ethernet  nd  184  Fast  Ethernet  ports, 
Biglron's  non-blocking  architecture  can 
handle  your  toughest  requirements.  Plus,  it's 
packed  with  the  industry's  most  complete 
suite  of  features. 


Best  of  all,  Biglron  won't  blow  your  budget. 
You  get  all  this  and  more  for  less  than  a 
tenth  the  price  of  traditional  routers.  What 
are  you  waiting  for?  It's  time  to  call  Foundry. 

Call  1.888.TURB0LAN,  email 
info@foundrynet.com  or  log  into  our  web 
site  at  www.foundrynet.com  for  the  sales 
representative  nearest  you. 


Comprehensive  Network 
Management:  SN IV 
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THIS  WEEK 
ONLINE 

Redesign:  Fusion  recently  took  up 
residence  in  the  Technology  Up¬ 
date  section,  so  jump  to  page  52 
and  check  out  our  Fusion  Spotlight. 
We've  got  help  desk  questions  and 
answers,  reader  responses,  forum 
outtakes  and  a  whole  lot  more. 

ComNet  coverage:  Our  team  is 
headed  to  Washington,  D.C.  to 
bring  you  up-to-the-minute  reports 
from  the  ComNet/DC  '99  show. 

Take  advantage  of  our  coverage  of 
all  the  announcements,  the  Frame 
Relay  Showdown,  each  day's 
keynote  addresses  and  other 
show  news.  DocFinder:  1237 

Water  Cooler: 

News  Director 
Bob  Brown 
asks,  'Where 
have  all  the 
enterprise  net¬ 
work  equipment 
start-ups  gone?'  He  pounds  the 
pavement  to  ask  industry  luminar¬ 
ies  if  venture  capital  dollars  have 
dried  up  or  if  the  ideas  just  aren't 
there.  DocFinder:  1222 

Xerox  PARC:  Peek  inside  Xerox's 
research  labs  to  see  what  the 
future  holds  for  you  (page  42).  Then 
go  online  for  more  with  PARC's 
Director  John  Seely  Brown.  He'll 
offer  insights  on  what's  wrong  with 
networking  today  and  where  com¬ 
puting  is  headed.  DocFinder:  1234 

Switch  Metric: 

Network  World 
and  The  Tolly 
Group  are  team¬ 
ing  on  a  new 
switch  testing 
series.  The 
Switch  Metric  will  help  you  deter¬ 
mine  which  high-performance 
device  is  right  for  you.  Read  Editor 
in  Chief  John  Gallant's  editorial 
on  page  54,  then  take  a  trip  online 
for  a  list  of  participating  vendors. 
DocFinder:  1235 


How  to  get  onto 
Network  World  Fusion 

Click  on  Register  on  the  home  page 
and  follow  the  instructions. 
Subscribers,  keep  your  NWF  number 
—  highlighted  on  the  front  cover's 
mailing  label  —  handy  during 
registration.  Nonsubscribers 
must  fill  out  an  online 
registration  form. 
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Bill  Huber  of  Metro  Information 
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ating  the  positive  in  performance 
reviews.  Page  69. 
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A  contented  crop  of  early  customers  makes 
the  case  for  VPNs  in  the  first  TeleChoice 
VPN  Market  Report.  Page  1. 
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3Com  to  go  e-commerce  crazy 

3Com  expects  to  generate  about  80%  of 
its  revenue  this  year  through  online  sales, 
according  to  3Com  President  and  Chief 
Operating  Officer  Bruce  Claflin.  Currently, 
3Com  generates  about  30%  of  its  revenue 
via  e-commerce,  Claflin  told  a  group  of  Wall 
Street  analysts  last  week.  Claflin  said  the 
company,  which  expects  to  post  revenue  of 
$6.5  billion  this  year,  can  achieve  its  online 
revenue  goal  thanks  in  large  part  to  a  nearly 
completed  SAP  project  that  will  tie  together 
the  company’s  computer  systems. 

AT&T  selling  off  'Net  access  biz? 

AT&T  may  be  wheeling  and  dealing 
again.  The  company,  which  has  been  in¬ 
volved  in  a  number  of  big  acquisitions  and 
alliances  over  the  past  year  or  so,  may  be 
ready  to  sell  its  Internet-access  business  to 
cable  net  provider  @Home,  according  to 
published  reports.  Under  the  deal,  @Home 
would  pay  $1  billion  in  stock  for  AT&T’s 
WorldNet  Internet  service.  @Home  would 
receive  WorldNet’s  one  million-plus  busi¬ 
ness  customers  and  about  1.3  million  resi¬ 
dential  customers.  AT&T  would  continue  to 
operate  the  network  underlying  the  World- 
Net  service.  Neither  @Home  nor  AT&T 
would  comment  on  the  reports.  The  deal  is 
reportedly  contingent  on  AT&T’s  pending 
acquisition  of  Tele-Communications,  Inc., 
expected  to  close  next  month. 

Qwest  goes 
local  after  all 

Qwest  President 
Joe  Nacchio  may 
enjoy  taking  pot¬ 
shots  at  AT&T,  but 
he  is  following  in 
his  old  employer’s 
footsteps  in  at  least 
one  respect:  local 
access.  Qwest  last 
week  changed  its 
mind  about  enter¬ 
ing  the  competitive 
local  exchange  carrier  (CLEC)  market  for 
local  access  lines  by  taking  a  $15  million 
equity  stake  in  Covad  Communications. 
Ironically,  AT&T  earlier  this  month  took  a 
$25  million  stake  in  Covad,  a  Santa  Clara, 
Calif.-based  CLEC  specializing  in  digital  sub¬ 
scriber  line  networks.  Qwest  says  its  Covad 
deal  will  give  it  a  local-access  offering  in  22 
markets  by  year-end. 

The  rich  get  richer 

Citing  extremely  strong  growth  in  Wintel 
PC  shipments,  Microsoft  last  week  an¬ 
nounced  record  revenue  and  income  levels  in 
the  second  quarter  of  fiscal  1999.  For  the 
quarter  ended  Dec.  31,1 998,  Microsoft  report¬ 
ed  earnings  of  $1.98  billion,  up  74%  from  a 
year  ago.  Revenue  totaled  $4.94  billion,  a  38% 


increase  over  the  $3.59  billion  posted  during 
the  second  quarter  last  year.  Sales  of  software 
licenses  to  PC  manufacturers  soared  48%  to 
$1.8  billion,  driven  by  a  more  than  25% 
increase  in  worldwide  PC  sales. 


Going  up 

Microsoft  stock  prices  after  its  earnings 
announcement  last  Tuesday: 


^Third-quarter  1998  earnings  announced. 


NDS  Party 

Novell  held  a  Novell  Directory  Services 
(NDS)  pep  rally  last  week  in  Snowbird,  Utah, 
and  over  200  industry  partners  showed  up. 
While  talk  centered  on  future  business 
opportunities  for  partners  willing  to  invest  in 
NDS,  IBM  and  Lucent  used  the  venue  to 
announce  their  own  NDS-related  product 
plans.  IBM  said  it  would  soon  release  Net¬ 
work  Services  for  OS/390,  which  will  let 
companies  manage  end-user  access  to 
OS/390  mainframes  via  NDS.  IBM  already 
offers  a  similar  product  for  its  AlX  systems. 
Lucent  extended  its  4-month-old  NDS  rela¬ 
tionship  with  Novell  by  announcing  it  would 
integrate  its  QIP  Enterprise  5.0  IP  manage¬ 
ment  software  with  the  directory. 

Intel  gets  the  picture 

Intel  last  week  invested  $30.5  million  in 
videoconferencing  company  PictureTel. 
Under  the  deal,  PictureTel  will  sell  Intel’s 
videoconferencing  products  alongside  its 
own.  The  firms  say  they  will  begin  joint 
development  of  PC-based  videoconferenc¬ 
ing  products  that  will  offer  real-time  multi- 
media  streaming  over  LANs  and  WANs  using 
IP,  ISDN  and  ATM  network  technologies.The 
first  products  developed  by  the  two  compa¬ 
nies  should  appear  next  year. 

Passing  NT  cluster  muster 

Microsoft  last  week  beefed  up  Windows 
NT’s  clustering  capabilities  with  the  intro¬ 
duction  of  TCP/IP  software  that  can  tie  as 
many  as  32  NT  systems  together.  The 
Windows  NT  Load  Balancing  Service  en¬ 
ables  enterprise  and  Internet  applications  to 
run  across  multiple  systems  using  a  single 
TCP/IP  address.  Microsoft  says  this  new 
technology  can  work  with  the  existing 
Microsoft  Cluster  Server  software,  which 
provides  NT  servers  with  two-node  failover 
capability.  Current  NT  4.0  Enterprise 
Edition  users  can  get  the  new  software  free 
from  Microsoft’s  Web  site.  It  will  ship  as  part 
of  the  Windows  2000  Advanced  Server  and 
Windows  2000  Datacenter  products. 


Qwest's  Nacchio  is 
going  after  local 
access  lines. 


Introducing 
Network  World 
Version  5.0 


Dear  Reader, 

You  hold  in  your  hands  the 
newly  revamped  Network 
World.  Generally  speaking, 
we’ve  refined  the  presentation 
and  tweaked  the  content  to 
serve  you  better. 

Designwise,  the  goal  is  to 
make  Network  World  easi¬ 
er  to  read  (we’ve  less¬ 
ened  the  text  densi¬ 
ty),  easier  to  navigate 
(we’ve  streamlined 
where  possible) 
and  easier  on  the 
eye. 

The  content 
changes  are 
intended  to 
save  you  time 
and  help  you 
keep  pace 
with  technol¬ 
ogy  advances. 

Face-to-face  discussions  with 
users  and  technology  gurus, 
and  research  on  the  needs  of 
our  readers,  were  the  driving 
forces  behind  these  con¬ 
tent  changes. 

In  short,  we  have: 

•  Expanded  News 
Briefs,  in  recogni¬ 
tion  of  the  fact 
that  you  need  to 
absorb  a  lot  of  in¬ 
formation  fast. 

•  Added  an  ele¬ 
ment  called  The  Up¬ 
shot,  to  provide  sum¬ 
maries  of  longer 
news  and  feature  sto¬ 
ries,  all  in  the  name  of 
helping  you  decide 
quickly  if  you  need  to  pursue 
an  article  (see  page  57  for  an 
example). 

•  Created  a  type  of  story 
called  The  Scoop,  to  dig  into 
the  news  behind  the  news 
(see  page  12  for  the  first  of 
these,  “Why  Open  Source 
poses  a  threat  to  Microsoft  ”). 

•  Added  a  second  page  to 
our  Technology  Update  sec¬ 
tion,  which  will  carry'  two  new 
items:  a  column  by  Mark  Gibbs 
called  “Gearhead:  Inside  the 
network  machine,”  which  will 
explain  new  technologies  and 


products;  and  Fusion  Spotlight, 
which  will  highlight  valuable 
and  interesting,  information 
posted  on  our  industry-leading 
Network  World  Fusion  Web  site 
(www.nwfusion.  com). 

Also  as  part  of  our  Tech¬ 
nology  Update 
change,  we 
brought 
Ask  Dr.  Intra¬ 
net,  by  Steve  Blass, 
into  Network 
World  from  Intra- 
Net  Magazine,  and 
moved  Ron  Nutter’s 
Helpdesk  column  to 
Fusion  (check  it  out  at 
DocFinder  1241). 

•  Integrated  the  for¬ 
mer  LAN  and  Internet¬ 
work  sections  into  a 
section  called  Infra¬ 
structure,  the  rationale 
being  that  technology  ad¬ 
vances  are  making  it  in¬ 
creasingly  hard  to  discern 
where  the  LAN  ends  and  the 
WAN  begins. 

•  Changed  the 
name  of  the  Intranet 
Applications  section 
to  Enterprise  Appli¬ 
cations.  This  is 
where  we  will  run 
stories  about  the 
software  driving 
the  network  ser¬ 
vices  on  your  hard¬ 
ware  infrastruc¬ 
ture.  Remaining  un¬ 
changed  are  our 
Carriers  &  ISPs  and 
Management  Strat¬ 
egies  sections. 

Finally,  as  part  of  a  concur¬ 
rent  Web  redesign,  we  have 
committed  to  posting  even 
more  original  content  on 
Network  World  Fusion,  for 
those  of  you  who  need  daily 
fixes  of  network  news. 

We  hope  the  changes  make 
for  a  more  pleasant  and  conve¬ 
nient  experience  for  you,  our 
readers. 

Let  me  know  what  you 
think. 

—  John  Dix,  editor 
jdix@nww.com 
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support  my  users  when 
they’re  two  floors  —  or 
two  states  —  away? 


See  how  easy  it  is  to  deliver  the  support 
you  want,  where  you  want  it  with 
Compaq  Carbon  Copy,  the  proven 
remote  control  software.  Buy  50  host 
licenses  within  the  free*  30-day  trial 


The  Ideal 
hemale  Computing 
ana  Suapert  Software 


'  T-t  Fi*  t,„, 

Ct****Q 


period,  and  we’ll  give  you  five  full  licenses  free*  —  that’s  a  $600 
value.  This  powerful  remote  control  software  offers  instant 
support  with  unparalleled  capabilities,  NT  security,  and  stable, 
reliable,  multiple  connection  options.  Plus  support  for  Microsoft® 

Internet  Locator  Server.  Find  out  how  Compaq  Carbon  Copy  can 
make  your  support  staff  more  productive  and  your  mobile  professionals  more  satisfied. 
Visit  our  website  today  to  download  the  evaluation  and  begin  your  30-day  trial  period. 


5  full  licenses  free* 

—  a  $600  value  —  when 
you  buy  50  host  licenses. 


Free*  Download  for 
30- Day  Evaluation 


Compaq  Carbon  Copy  32  V5.0 

•Increase  user  satisfaction  and 
reduce  repeat  calls  with  integrated 
voice  support 

•  Protect  access  to  data  with  NT  security, 
encryption,  and  firewall  support 

•  Monitor  multiple  devices  and 
compare  setup  configurations  to 
ensure  consistency 

•Save  time  and  effort  with  automated 
file  transfer  and  data  synchronization 

•Connect  to  anyone  via  modem,  WAN, 
LAN,  internet/intranet,  ISDN 


|PCCompiiting| 


Rated  5  out 
of  5  stars 
May  1 998 


Visit  www.compaq.com/promos/cc/nwwor  call  1800-344-4825 

Please  refer  to  this  code:  JPP 


COMPAQ.  Better  answers! 


*For  30-day  evaluation,  ask  for  promotional  volume  license  kit,  Compaq  part  #339452-00,  which  includes  licensing  for  50  Host  and  5  Full  users.  The  5  Full  user  licenses  are  a  $600  value  in  U.S.  funds.  Offer  valid  from  1 1/30/98  to  4/30/99 
in  the  United  States  only.  Not  valid  where  prohibited  by  law.  Individual  licenses  may  not  be  resold.  Cannot  be  combined  with  any  other  special  offers.  Offer  docs  not  include  applicable  state  and  local  sales  tax  or  shipping  to  recipient  s  destina 
tion.  ©1999  Compaq  Computer  Corporation.  All  rights  reserved.  Carbon  Copy,  Compaq,  and  the  Compaq  logo  are  registered  trademarks  of  Compaq  Computer  Corporation.  Other  products  mentioned  herein  may  be  trademarks  or  registered 
trademarks  of  their  respective  companies.  Compaq  is  not  liable  for  editorial,  pictorial,  or  typographical  errors  in  this  advertisement.  PC  Computing  is  a  registered  trademark  of  Ziff-Davis,  Inc.  Microsoft  and  Windows  NT  are  registered  trade¬ 
marks  of  Microsoft  Corporation. 
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Cisco  routers  to  get  VPN  hooks,  add-ons 

Enterprise  VPN  plan  lays  out  how  to  implement  enterprise-based  virtual  private  networks. 


BY  TIM  GREENE 

SAN JOSE  —  Lots  of  vendors 
are  pitching  specialized  boxes 
for  virtual  private  networks 
(VPN). 

Cisco  has  a  different  idea; 
simply  turn  your  current  hard¬ 
ware  into  VPN  boxes.  The  net¬ 
work  hardware  colossus  claims 
its  upcoming  add-ons  will 
result  in  better  integrated, 
more  manageable  VPNs. 

One  part  of  Cisco’s  plan 
involves  changes  to  IOS  12.0, 
the  latest  version  of  Cisco’s 
operating  system.  IOS  12.0  will 
be  able  to  VPN-enable  firewalls 
and  support  IP  Security 
encryption. 


Cisco  will  also  develop 
processor  modules  to  accelerate 
encryption  on  its  routers,  which 
will  result  in  snappier  VPNs. 

But  the  company  is  not 
entirely  against  new  boxes.  In 
addition  to  its  upgrades,  Cisco 
will  sell  stand-alone,  special- 
function  boxes,  such  as  intru¬ 
sion  detectors,  to  enhance  VPN 
performance. 


MORE  ON  VPNS 

A  bevy  of  VPN 
products  will  be 
revealed  at 
ComIMet/DC  ' 99 . 
See  story,  page  19. 


These  pieces  are  all  part  of 
Cisco’s  enterprise  VPN  strategy 
announced  last  week.  The 
products  will  roll  out  over  the 
next  two  years. 

The  Cisco  plan  could  reduce 
the  need  for  new  gear  and 
make  it  easier  to  run  a  VPN, 
according  to  Berkeley  Keck,  IT 
director  for  United  Network 
for  Organ  Sharing,  a  Richmond, 
Va.-based  agency  that  matches 
available  transplant  organs 
with  patients  who  need  them. 

United  Network  already  has 
a  limited  VPN  between  its 
office  in  Virginia  and  UCLA  in 
Los  Angeles,  but  it  is  looking  to 
build  one  that  could  eventually 
handle  some  6,000  users,  Keck 


says.  Much  of  building  that 
VPN  can  be  handled  by 
upgrading  current  Cisco  gear. 
“We  are  already  using  a  num¬ 
ber  of  their  [7200]  routers  for 
other  things,”  Keck  says. 

Key  features  of  Cisco’s  strat¬ 
egy  include; 

•  IOS  support  for  Data 
Encryption  Standard  3,  essen¬ 
tially  DES-3  enabling  Cisco’s 
existing  line  of  routers.  In  addi¬ 
tion,  daughtercards  for  7200 
and  7500  routers  will  be  dedi¬ 
cated  to  speeding  up  that 
encryption.  Daughtercards  that 
fit  on  existing  processor  cards 
are  being  developed  for  the 
1700,  2600  and  3600  routers. 
That  hardware  will  be  available 


FORE  presents  policy  software  for  its  net  hardware 


BY  JEFF  CARUSO 

WARRENDALE,  PA.  —  In  an 
effort  to  help  users  more  easily 
control  access  to  network 
resources,  FORE  Systems  this 
week  will  become  one  of  the 
first  equipment  vendors  to 
ship  policy  software  for  its  net 
hardware. 

At  ComNet/DC  ’99  in 
Washington,  D  C.,  FORE  will 
show  Extensible  Directory 
Service  Agent  software  that 
runs  on  the  company’s  rout¬ 
ing  switches  and  exchanges 
policy  information  with  a  cen¬ 
tral  directory  service. 

The  company  also  will 
release,  as  part  of  its  ForeView 
management  platform,  net¬ 
work  management  software 
that  will  let  users  set  policies 
in  directories. 

Policy-based  networking 
allows  network  managers  in  a 
central  location  to  set  business 
policies  for  an  entire  enterprise 
net.  For  example,  policies 
could  specify  which  users  have 
access  to  particular  resources 
and  which  applications  take 
precedence  over  others.  The 
policies  would  then  be  sent 
out  to  network  devices,  which 
would  enforce  them. 

“I  was  pretty'  impressed  that 
FORE  has  actual  products,  as 
opposed  to  all  the  policyware’ 


I’ve  been  seeing,”  says  Mike 
McConnell,  director  of  enter¬ 
prise  management  and  LAN 
programs  at  Infonetics 
Research  in  San 
Jose.  He  notes 
that  other  net¬ 
work  gear  mak¬ 
ers,  such  as  Cisco, 

Nortel  Networks’ 

Bay  Networks  and 
3Com,  are  promising  policy 
management  products  late  this 
year. 

Because  a  directory  would 
have  all  the  information  about 
the  users  and  equipment  on 
the  network,  vendors  say  it 
makes  sense  for  a  policy  man¬ 
agement  system  to  work  with 


The  policy  of  switching 

FORE's  management  agent  will  work 
with  the  company's  switches  to 
enforce  network  policies.  The  agent: 

•  Runs  on  FORE's  ESX  switches 

•  Works  with  a  variety  of  directories 

•  Uses  directories  to  enable  policy  networks 

•  Is  available  now  „„  „„„„ 

FORE  s  ESX-3810 


a  directory. 

FORE’s  software  works  with 
Novell  Directory  Services 
(NDS),  Netscape’s  directory  ser¬ 
vice,  the  beta  ver¬ 
sion  of  Microsoft’s 
Active  Directory, 
and  any  directory 
that  uses  Version  2 
or  Version  3  of  the 
Lightweight  Dir¬ 
ectory  Access  Protocol. 

Whether  many  companies 
will  adopt  policy-based  net¬ 
working  is  still  up  for  debate. 
Many  network  managers  say 
they  are  really  just  “firefighting,” 
trying  to  keep  the  network 
from  breaking.  Policy  manage¬ 
ment  is  still  seen  as  an  “extra,” 
McConnell  says. 

Others  see  poli¬ 
cies  as  a  way  to  stop 
firefighting. 

“If  you  do  [policy- 
based  management], 
you  don’t  have  to 
fight  the  fires,”  says 
Mark  Amey,  director 
of  technical  services 
at  Health  First,  which 
runs  three  hospitals, 
an  HMO,  and  a  physi¬ 
cians  group  in 
Brevard  County,  Fla. 

Health  First 
already  uses  NDS  for 
security  and  other 
functions,  and  Amey 
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says  he  sees  networking  as 
another  logical  place  to  apply 
directory  technology. 

FORE  will  run  its  agent  on 
Windows  NT  embedded  in  its 
ESX  series  of  routing  switches, 
which  FORE  acquired  from 
Berkeley  Networks  last  year. 
Other  major  vendors,  such  as 
3Com,  have  latched  onto  the 
idea  of  embedding  NT  in 
switches  to  add  functions,  and 
are  planning  to  put  Windows 
NT  on  their  switches,  as  well. 

Network  managers  can  set 
policies  using  a  Java-based  con¬ 
sole  now  shipping  with  FORE’s 
ForeView  network  manage¬ 
ment  software.  Policies  are 
stored  on  a  central  directory 
server  as  objects  that  the  agent 
on  the  switch  can  retrieve. 

The  ESX  switches  also 
can  automatically  tell  ATM 
switches  how  to  handle  traffic 
in  accordance  with  the  poli¬ 
cies,  says  Steve  Vogelsang, 
director  of  technology  at 
FORE.  In  the  future,  FORE  will 
put  policy  information  directly 
into  the  ATM  switches,  he  says. 

Extensible  Directory  Serv¬ 
ice  Agent  ships  free  with  ESX 
switches.  ForeView  ranges  in 
price  from  $3,495  to  $9,995, 
depending  on  the  number  of 
devices  managed.  It  runs  on 
HP-UX,  Sun  Solaris  and  NT. 

FORE:  (888)  404-0 444 


by  mid-year. 

•  Extension  of  the  IOS  fire¬ 
wall  to  the  7200  router.  Cisco 
will  also  offer  the  PIX  20 
Firewall,  a  free-standing  appli¬ 
ance  that  can  support  65,000 
simultaneous  sessions. 

•  Introduction  of  Security 
Manager  1.0  software,  which 
will  perform  policy-based  man¬ 
agement  on  its  PIX  firewalls. 


Cisco  goes  VPN 

Cisco  divides  its  IP  virtual 
private  network  gear  into 
five  categories: 

Platforms;  Versatile  Interface 
Processor  cards  to  accelerate 
DES-3  encryption. 

Security:  IOS  firewall  extended 
to  7200  routers,  DES-3  encryption 
in  IDS,  extensions  for  Public  Key 
Infrastructure. 

Services:  Will  support  IP  quality 
of  service,  IP  over  ATM,  service- 
level  agreement  monitoring. 

Appliances:  NetRanger  2.2 
intrusion  detection,  NetSonar  2.0 
security  scanner. 

Management:  Security  Manager 
1 .0,  Access  Control  List  Manager, 
QoS  Manager  1 .0,  Active  Audit. 


•  Introduction  of  Access 
Control  List  (ACL)  Manager  soft¬ 
ware,  which  is  designed  to  sim¬ 
plify  traffic  filtering  by  type  — 
such  as  DP  and  IPX  —  through¬ 
out  VPNs.  Running  on  a  central¬ 
ized  network  management  sta¬ 
tion,  ACL  Manager  will  be  able 
to  create  and  change  ACL  tem¬ 
plates,  which  can  then  be 
deployed  throughout  the  net. 

Two  Cisco  appliances  de¬ 
signed  to  thwart  intruders  are 
due  out  by  April.  NetRanger  2.2 
detects  attacks  on  VPNs  and 
reconfigures  router  access  con¬ 
trol  lists  on  the  fly  to  keep 
intruders  out.  NetSonar  2.0 
scans  networks  to  find  security 
holes  within  network  elements 
such  as  routers,  firewalls, 
servers  and  switches.  B 


Correction 

■ 

Due  to  an  editorial 
error,  a  graphic  in  our 
Technology  Update  sec¬ 
tion  (NW,  Jan.  18,  page 
31)  incorrectly  labeled 
the  mainframe  channel 
speed.  It  should  have 
read  100M  bytes/sec. 
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You  know  changes  are  coming. 
Shouldn’t  your  PCs  know  it  too? 


WINDOWS  2000 

READY  PCs 


If  you  buy  a  new  PC  now,  it  should  be  ready  to  run 
the  next-generation  desktop  OS,  Microsoft®  Windows* 
2000  Professional.  Well  that’s  the  whole  idea  behind 
WINDOWS  2000  READY  PCs.  They’ve  got  the  RAM. 
They’ve  got  the  power.  And  they’ve  got  Windows  NT* 
Workstation  4.0  (including  Y2K  updates)— which 
means  you’ve  got  performance,  reliability,  and  low 
support  costs  now,  plus  the  easiest  possible  upgrade 
path  when  the  time  comes.  So  with  one  decision, 
you’re  cleverly  preparing  your  desktops  for  the  future. 

For  information  on  hardware  partners  and  products, 
please  visit  our  Web  site. 

READY  WITH  WINDOWS  NT*  WORKSTATION  4.0 
READY  WITH  300  MHz  OR  MORE 
READY  WITH  64  MB  OF  RAM  OR  MORE 


www.microsoft.com/VVI  N  D  0  WS 2 000/REA  DY/ 


Microsoft 


Where  do  you  want  to  go  today?1 


Microsoft  Windows  NT  Workstation  4.0  is  now  available  with  Service  Pack  4,  which  includes  Y2K  and  Euro  updates.  For  Year  2000  information  regarding 
Microsoft  products  see  www.microsoft.com/year2000/. 

©1999  Microsoft  Corporation.  All  rights  reserved.  Microsoft.  Windows,  the  Windows  logo.  Windows  NT  and  Where  do  you  want  to  go  today?  are  either  registered  trademarks  or 
trademarks  of  Microsoft  Corporation  in  the  United  States  and/or  other  countries. 
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Lucent's  users  feeling  left  out  in  the  cold 


Enterprise  net  customers  demand  better  suppon  as  vendor  tilts  toward  providing  more  carrier  gear. 


BY  DAVID  ROHDE 

Lucent’s  acquisition  binge 
of  telco  and  ISP  products,  cul¬ 
minating  in  its  recent  take¬ 
over  of  carrier-equipment 
powerhouse  Ascend,  has 
some  enterprise  network 
users  complaining. 

Network  World  has  con¬ 
firmed  that,  in  mid-November, 
five  Lucent  corporate  cus¬ 
tomers  met  with  top  execu¬ 
tives  to  present  a  series  of 
complaints  about  the  com¬ 
pany’s  contracting,  provision¬ 
ing  and  customer  support  for 
enterprises. 

The  complaints  allege  that 
Lucent  has  failed  to  adequately 
staff  its  main  Technical  Sup¬ 
port  Center  in  Denver  and 
does  not  even  use  some  of 
its  own  call  center  technolo¬ 
gies  to  route  complex  ques¬ 
tions  to  the  most  qualified 
technicians. 

Users  also  complain  that 
Lucent  is  trying  to  corral  cus¬ 
tomers  into  contracts  for  ex¬ 
pensive  professional  services 
even  when  they  haven’t  asked 
for  them. 

Senior  Lucent  officials  ack¬ 
nowledge  many  of  the  prob¬ 
lems  and  say  they  are  working 
aggressively  to  fix  them.  As 
part  of  the  process,  former 
Data  Networking  Systems 
President  Bill  O’Shea  — 
until  recently  Lucent’s  point 
man  on  acquisitions  and  cor¬ 
porate  strategy  —  has  been 


This  week's  question: 


WorldCom  heat  out 


BT  in  a  bidding  war 
for  MCI.  What  other 
company,  with  a 
hid  of  $28  billion, 
also  lost  out? 


reassigned  to  serve  full¬ 
time  as  head  of  Lucent’s 
Business  Communications 
Systems  (BCS),  its  main  enter- 
prise-network  unit. 

Lucent  users  are  encouraged 
by  the  firm’s  efforts  but  say  the 
jury  is  still  out.  Lucent’s  focus 
has  been  “diffused”  by  its 
carrier-related  acqui¬ 
sitions,  says  Patric 
Brayden,  president 
of  the  International 
Definity  Users  Group 
(IDUG),  which  set 
up  the  meeting  be¬ 
tween  Lucent  and  its 
customers. 

Speaking  about 
users,  Brayden  says, 

“We  have  to  fight  for 
our  share  of  atten¬ 
tion  and  research 
dollars.” 

Answering  the  calls 

None  of  the  user-group 
members  contacted  by  Net¬ 
work  World  said  that  they  are 
dropping  their  Lucent  Definity 
PBXs  and  related  installations 
because  of  problems.  Several  of 
the  members  went  out  of  their 
way  to  praise  the  equipment’s 
stability  and  usefulness. 

But  the  complaints  come  at 
a  sensitive  time. 

Lucent  has  committed  to 
building  a  full  line  of  carrier 
products  while  only  making 
spot  acquisitions  in  the 
enterprise  data  field.  And 
Lucent  must  keep  its  PBX 
user  base  happy,  because 
company  officials  claim  they 
can  sell  their  Gigabit 
Ethernet  and  other  high-end 
data  gear  to  their  voice- 
equipment  base  despite  the 
lack  of  a  mature  data  sales 
channel. 

Before  the  user  complaints 
rolled  in,  the  number  of  calls 
answered  in  the  Denver  sup¬ 
port  center  within  20  seconds 
—  a  basic  measure  of  call  cen¬ 
ter  efficiency  —  had  dropped 
as  low  as  49%.  The  average  is 
now  up  to  82%,  and  a  new 
center  is  being  opened  in 
Jacksonville,  Fla. 

Lucent  officials  attribute 
their  problems  to  growing 
pains.  Corporate  sales  have 
been  increasing,  though  most¬ 
ly  in  sales  of  PBXs,  call  center 
and  voice  messaging  systems 


rather  than  the  data  gear 
Lucent  has  been  trumpeting. 
Call  volumes  into  the  Denver 
center  have  grown  25%  to 
30%  over  the  past 
year,  according  to  Steve 
Triplett,  vice  president  of 
Lucent’s  Technical  Services 
Organization. 

“When  you’re 
bringing  on  a  lot  of 
new  people,  you 
have  some  skills 
issues,”  he  concedes. 

“It’s  just  like  any 
other  help  desk. 
They  need  to  ramp 
up  in  staffing  and 
skills,”  says  Renee 
Seay,  senior  manager 
of  IT  customer  ser¬ 
vices  at  Advanced 
Micro  Devices  and 
one  of  the  Lucent 
customers  who  met 
with  company  officials. 

But  what  has  especially  ran¬ 
kled  some  customers  is  that 
almost  a  year  ago,  Lucent 
introduced  advanced  software 
called  CentreVu  Advocate  to 
route  calls  to  the  best-quali¬ 
fied  agent. 

And  only  now  is  it  in  the 
process  of  installing  it  in  its 
own  Denver  center. 

Without  the  company’s  lat¬ 


est  call  center  routing  in  place 
to  deal  with  complex  issues, 
Lucent  customers  have  expe¬ 
rienced  “some  delays  in  get¬ 
ting  a  human  being  who  can 
do  something  about  customer 
problems,”  says  Lucent  cus¬ 
tomer  Laura  Banks,  senior 
communications  analyst  at 
TeleService  Resources  in 
Austin, Texas. 

Contract  shock 

That’s  partly  why  some 
users  have  become  annoyed 
when  Lucent  pushes  call- 
center  configuration  and  in¬ 
stallation  services  under  its 


NetCare  brand  of  professional 
services. 

The  IDUG’s  Brayden,  who 
is  network  services  manager 
at  Group  Health  Cooperative 
in  Seattle,  was  presented 
a  contract  by  Lucent,  which 
covered  the  installation  of 
advanced  call  load-balancing 
software  for  $45,000.  But 
the  contract  included  an 
additional  $22,000  fee  for 
each  of  Group  Health’s  two 
call  centers,  doubling  the 
total. 

“And  it  happened  without 
anyone  from  NetCare  calling 
to  say,  ‘What  kind  of  staff 
do  you  have?  Do  you  use 
complex  routing?’  That  was 
a  bit  alarming  to  me,” 
Brayden  says. 

He  was  able  to  knock  off 
the  charges  but  says  other 
users  don’t  think  they  can. 
“They  assume  it’s  not  nego¬ 
tiable  and  then  they  find  out 
it’s  optional.” 

Complex  applications  do 
require  more  customization, 
says  Karen  Hamar  Bittman, 
general  manager  of  Lucent’s 
professional  services  channel 
management. 

“It’s  up  to  the  sales  force 
to  communicate  why  those 
components  are  necessary,” 


Bittman  says.  In  Group 
Health’s  case,  “unfortunately 
that  conversation  did  not 
happen.” 

Lucent  customers  have 
also  complained  that  differ¬ 
ent  system  components  are 
arriving  at  different  locations 
or  addressed  to  different 
people.  “If  all  of  the  products 
came  to  the  same  person,  it 
was  cause  for  jubilation,” 
Brayden  says. 

But  he  praises  one  Lucent 
executive  who’s  dug  into  this 
problem:  “He’s  had  execu¬ 
tives  tour  the  country  and 
participate  in  grunt-level  ex- 


O'Shea  is  in  charge 
of  improving  com¬ 
pany/customer 
relations. 


■  "We  have  to  fight  for  our 
share  of  attention  anti 
research  dollars." 

Patric  Brayden,  president,  International  Definity  Users 
Group 


ercises  in  provisioning  and 
installation.” 

The  man  who  is  now  largely 
responsible  for  the  improve¬ 
ments  is  O’Shea. 

O’Shea  could  not  be 
reached  for  comment.  B 
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Vendor  trio  bolsters 
performance  mgmt  wares 


Concord,  NetScout  and  OptiSystems  offer  software 
to  help  users  monitor  net  traffic. 


BY  JEFF  CARUSO 

Tools  that  will  assist  net 
managers  in  fine-tuning  the 
performance  of  their  networks 
will  be  making  a  splash  this 
week  at  ComNet/DC  ’99  in 
Washington,  D.C. 

Software  from 
Concord  Commu¬ 
nications,  Net- 
Scout  Systems 
and  OptiSystems 
Solutions  will  mon¬ 
itor  different  parts  of  a  net¬ 
work  and  the  application  traf¬ 
fic  running  over  it. 

Concord,  of  Marlboro,  Mass. , 
will  introduce  DataSynch,  soft¬ 
ware  that  lets  users  pull  and 
track  information  about  per¬ 
formance  from  non-SNMP 
sources,  such  as  mainframes 
and  proprietary  software 
tools.  DataSynch  provides  a 
way  to  map  data  from  those 
other  sources  into  a  format 
the  software  understands.  In 


running  on  Unix  and 
Windows  platforms,  the  soft¬ 
ware  alerts  managers  when 
network  or  application  perfor¬ 
mance  degrades. 

Manager  Plus  can  measure 
application  response  time 
over  a  network 
and  garner  VLAN 
statistics  through 
Switch  Monitor¬ 
ing,  a  Remote 
Monitoring  ex¬ 
tension  for  man¬ 
aging  switched  networks.  The 
software  can  also  monitor 
ATM  traffic  by  class  of  service. 
NetScout  Manager  Plus 
Version  5.5  is  shipping  now 
for  $8,995. 

OptiSystems  of  Naples,  Fla., 
will  unveil  OptiWatch,  soft¬ 
ware  that  measures  the  perfor¬ 
mance  of  SAP  R/3  databases. 
The  software  is  the  second  of 
four  components  of  Opti¬ 
Systems’  Energizer  Perfor¬ 
mance  Management  Environ- 


Antidotes  for  performance  anxiety 

Performance  management  software  will  be  popping  up  from 
several  vendors  at  this  week's  ComNet/DC  '99  trade  show. 


Vendor 

Product 

Price 

Availability 

Concord 

DataSynch 

$20,000 

Now 

NetScout 

NetScout  Manager 
Plus  5.5 

$8,995 

Now 

OptiSystems 

OptiWatch 

Starts  at  $18,750 

This  month 

turn,  the  data  is  displayed  on  a 
single  management  console. 

To  obtain  DataSynch,  com¬ 
panies  have  to  be  enrolled  in 
Concord’s  developer  program 
—  membership  costs  $20,000. 
DataSynch  runs  on  Unix  and 
Windows  NT. 

NetScout,  of  Westford, 
Mass.,  is  announcing  NetScout 
Manager  Plus  Version  5.5, 
which  has  better  support  for 
WAN  and  switch  monitoring 
than  previous  versions.  For 
example,  the  software  can 
now  monitor  distributed 
application  flows  and  virtual 
LANs.  From  a  central  console 


ment  that  run  alongside  R/3 
implementations . 

Future  components  will 
include  OptiGrowth,  due  out 
next  month,  and  OptiManage, 
expected  in  May. 

OptiGrowth  will  report  on 
how  well  the  SAP  applications 
are  meeting  predefined  service 
levels,  and  OptiManage  will 
provide  a  way  for  network 
managers  to  tune  the  applica¬ 
tions’  performance. 

OptiWatch  starts  at  $18,750 
for  a  100-user  system. 

Concord:  (800)  851-8725; 
NetScout:  (617)  241-8000; 
OptiSystems:  (800)  447-3336 


WHY  OPEN  SOURCE  POSES 
A  THREAT  TO  MICROSOFT 


It's  ironic  that  one  of  the  fastest  growing  threats  to 

Microsoft's  financial  strength  is  free.  But  then  again,  that's 
the  whole  point  behind  the  Linux  operating  system  and 
other  open  source  software. 

"Open  source  code"  is  the  fancy  turn  of  phrase  for  software 
and  its  underlying  code  base  that  is  available  free  to  anyone  to 
read,  redistribute  and  modify.  Anyone  can  download  open 
source  code  from  the  World  Wide  Web.  If  a  developer  finds  a 
bug  and  wants  to  devise  a  fix,  or  wants  to  introduce  new  fea¬ 
tures  into  the  public  domain,  he  does  so  by  participating  in  on¬ 
line  forums  and  news  groups. 

Open  source  software  theoretically  evolves  more  quickly 
than  its  commercial  counterparts  because  more  engineers  are 
working  on  the  code  than  any  vendor  could  afford  to  employ. 

A  handful  of  hard-core  Silicon  Valley  software  engineers 
hatched  the  term  "open  source"  last  February  after  Netscape 
made  a  high-profile  announcement  to  publicly  release  the 
source  code  for  its  browser. 

The  browser  code  was  not  the  first  software  to  be  opened 
up  to  programmers  without  a  hefty  licensing  fee.  Unix  source 
code  has  been  on  the  freeware  circuit  for  decades.  And  the 
long-standing  Apache  Web  server— -  also  a  freely  distributed 
program  with  corresponding  source  code  —  hosts  more 
Internet  sites  than  competing  commercial  programs. 

The  Open  Source  Initiative  was  formed  last  year  to  make 
sure  that  all  wares  that  carry  the  open  source  label  comply 
with  the  underlying  definition.  What  has  pushed  the  group  into 
the  limelight  of  late  is  the  growing  interest  in  Linux  as  a  formi¬ 
dable  replacement  for  NT  on  workstations  and  servers. 

Open  source  code  threatens  the  way  Microsoft  sells  its 
operating  systems  and  how  it  maintains  control  over  the 
Windows  developer  community. 

Microsoft  has  admitted  as  much.  In  the  now  infamous 
"Halloween  Papers"  —  an  internal  Microsoft  memo  made 
public  last  October  —  a  company  employee  wrote  that  open 
source  software  in  general,  and  Linux  more  specifically, 

"poses  a  direct,  short-term  revenue  and  platform  threat" 
According  to  Summit  Strategies'  analyst  Dwight  Davis, 
open  source  code  is  going  to  make  a  difference  to  Microsoft 
on  three  fronts.  It  will  make  a  dent  in  NT  sales  in  the  low  end 
of  the  server  market,  in  server  operating  system  sales  to 
ISPs,  and  in  the  server  appliance  market.  The  open  source 
model  "challenges  Microsoft's  death  grip  on  the  developer 
community,"  says  Tom  Ferris,  a  systems  consultant  with  an 
international  financial  institution  in  Washington,  D.C. 

Microsoft  fears  that  the  free  exchange  of  ideas  among  open 
source  participants  can't  be  replicated  under  Microsoft's  cur¬ 
rent  software  licensing  model.  The  company  has  always  kept  a 
tight  rein  on  which  software  components  it  exposes  to  develop¬ 
ers  and  under  what  terms  they  can  be  used.  Microsoft  rarely 
permits  its  licensees  to  change  the  Windows  source  code. 

It's  still  unclear  what  moves  Microsoft  will  make  to  stave  off 
the  open  source  challenge.  There  are  rumors  that  Microsoft 
may  devise  a  hybrid  open  source  model  under  which  some 
Windows  source  code  would  be  publicly  exposed. 

"That's  what  would  be  ironic,  Microsoft  having  to  give  up 
some  control  [over  Windows]  in  order  to  keep  control  over  its 
traditional  market,"  Davis  says. 

—  Christine  Burns 
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Lotusphere  News 


Lotus  faithful  hail  new  Notes,  Domino  releases 


BY  PAUL 
MCNAMARA 

ORLANDO  —  Not  even  one 
more  delay  of  a  major  upgrade 
that’s  already  a  year  late  could 
dampen  the  enthusiasm  of 
Lotus  Notes  and  Domino  cus¬ 
tomers  last  week  at  Lotus¬ 
phere  ’99. 

At  Lotus’  annual  customer 
conference  here,  8,500  IT  pro¬ 
fessionals  and  business  part¬ 
ners  learned  that  the  Notes  5.0 
client  and  Domino  5.0  server 
upgrades  will  not  ship  until 
next  month.  The  software  is 
now  scheduled  to  ship  five 
quarters  later  than  the  original 
target  Lotus  set  at  Lotusphere 
two  years  ago. 

“Everybody  wants  it  yester¬ 
day,”  said  Bemd  Walter,  director 
of  computing  services  at  Seton 
HaU  University.“My  sense  is  that 


Lotus  did  a  good  job  on  the 
time  scale  based  on  the  types  of 
features  they  have  put  in  this 
release.” 

Lotus  officials  last  week 
highlighted  the  many  anticipat¬ 
ed  Notes  5.0  and  Domino  5.0 
features  (see  graphic).The  com¬ 
pany  also  announced: 

•  An  agreement  with  Amer¬ 
ica  Online  under  which  the 
companies  will  give  users  of 
Notes  5.0’s  Headlines  page  and 
Lotus’  new  Sametime  collabora¬ 
tion  software  integrated  access 
to  AOL’s  news  content  and  base 
of  35  million  Instant  Messenger 
users. 

•  Domino  server  support  for 
Linux  later  this  year  (see  story, 
page  15). 

•  The  sale  of  five  million 
Notes  seat  licenses  in  the 
fourth  quarter  of  1998  and  14 
million  for  the  year,  record 


totals  that  bring  the  number  of 
Notes  seats  shipped  to  date  to 
34  million. 

•  An  effort  with  parent  com¬ 
pany  IBM  to  spearhead  a  com¬ 
mercial  research  consortium 
of  knowledge  management 
experts  from  academia  and 
the  corporate  world  called 
the  Institute  for  Knowledge 
Management. 

While  it  was  no  shock  to 
Lotus  watchers,  CEO  Jeff 
Papows  nevertheless  gingerly 
presented  his  keynote  audi¬ 
ence  with  the  news  that  there 
would  be  no  5.0  gold  available 
at  Lotusphere. 

“We  need  two  or  three  more 
weeks  of  polishing,”  he  said. 
“You  will  have  the  product,  I 
promise  you,  in  February.” 

Papows’  acknowledgment  of 
another  slip  and  new  delivery 
pledge  elicited  a  half-minute  of 


Reporter's  Notebook 

LOTUSPHERE  ’99,  ORLANDO 


Where  was  Lou? 

Both  before  and  during  the  conference,  Lotus 
executives  made  a  point  of  telling  everyone 
that  IBM  CEO  Lou  Gerstner  considered  the 
Notes/Domino  5.0  launch  to  be  every  bit  as 
important  to  IBM  and  Lotus  as  the  debut  of 
Windows  95  was  to  Microsoft. 

Gerstner  was  reported  to  have  ordered  Lotus 
to  spare  no  expense  promoting  the  products,  and 
Lotus  responded  with  a  launch  campaign  it  says 
will  cost  more  than  $100  million. 

But  where  was  Gerstner  when  the  curtain 
was  lifted?  As  you  may  recall,  that  Gates  fellow 
played  a  rather  prominent  personal  role  in 
pushing  Windows  95  off  the  hype  charts. 
But  IBM's  top  dog  didn't  even  put  in  an  ap¬ 
pearance  at  last  week's  Lotusphere  debut  of 
5.0,  opting  instead  for  a  perfunctory  video 
greeting. 


Notes  in  space 

The  5.0  launch  did  have 
other  booster  rockets 
to  draw  upon,  howev¬ 
er,  as  Apollo  13  astro¬ 
naut  Jim  Lovell  and 
mission  control  com¬ 
mander  Gene  Krantz 
(played  by  Ed  Harris  in  the 
movie)  enthralled  conference 
attendees  with  their  tales  of  one  of  history's 
best-known  problem-solving  efforts.  Saving 


that  Apollo  crew  "would  have  been  a  lot  eas¬ 
ier  if  we  had  had  Lotus  Notes  back  then," 
Krantz  offered. 

Super-duper 

What  Krantz  and  Lovell  really 
could  have  used  back  then  was 
Superman.  Almost  30  years  later, 

Lotus  is  turning  to  the  Man  of  Steel  to 
help  sell  its  latest  upgrade  of  Notes  and 
Domino. 

A  new  advertising  campaign  dubbed 
"Super.Human. Software"  will  rely  on  Clark 
Kent's  alter  ego  for  some  of  its  marketing 
oomph.  Everything  at  Lotusphere  was  "super¬ 
human"  this  and  "superhuman"  that.  Perhaps 
it'll  grow  on  people  in  time,  but  it  ain't  exactly 
"Intel  Inside." 

Need  a  lift? 

When  the  Microsoft  Exchange  team  held  its 
conference  in  Boston  last  fall,  Cambridge, 
Mass.-based  Lotus  welcomed  its  arch  rival's 
customers  in  grand  style  by  providing  free  bus 
service  from  the  airport. 

So  you  might  have  thought  that  Lotus  would 
do  the  same  for  its  own  customers  as  they 
arrived  in  Orlando.  You  might  have  thought 
that,  but  you  had  better  have  had  cab  fare 
handy,  too. 


—  Paul  McNamara 


raucous  clapping,  an  outburst 
Papows  said  “wasn’t  the 
expected  reaction.”  However, 
one  attendee  later  noted  that 
Papows  shouldn’t  have  been 
too  surprised,  given  that  he  had 
personally  urged  an  earlier 
assemblage  of  several  hundred 
Lotus  business  partners  to  back 
his  bad  news  with  their 
applause  at  the  keynote. 

After  the  conference  kickoff, 
comments  from  customers  and 
industry  analysts  were  almost 
universally  favorable,  as  talk  of 
delays  took  a  back  seat  to 
excitement  over  the  feature 
and  scalability  gains  promised 
in  the  upgrades. 

“It’s  a  leap  forward  in  terms 
of  what  is  available  today,”  said 
Seton  Hall’s  Walter.  “The  ability 
to  have  10,000  users  on  a  box, 
whereas  now  we’ve  got  2,500 
—  that’s  a  really  big  plus.” 

Despite  a  smattering  of  train¬ 
ing  concerns,  customers  were 
impressed  with  the  new  Notes 
client.  The  software  features  a 
radically  different  browserlike 
navigation  system  and  a 
Headlines  page  that  presents 
important  e-mail,  tasks,  appoint¬ 
ments  and  news  at  a  glance. 

“[Release]  5  is  a  dramatic 
change  from  the  previous  user 
interface  and  capabilities,”  said 
Jeff  Hopper,  senior  IT  consul¬ 
tant  for  Shell  Services  Inter¬ 
national  in  Houston. 

Another  customer  is  eagerly 
awaiting  the  native  support  for 
content  types  and  Internet 
protocols  in  the  5.0  release  — 


for  example,  HTML,  Multi-pur¬ 
pose  Internet  Mail  Extensions 
and  Lightweight  Directory 
Access  Protocol  —  that  will 
allow  developers  to  write  an 
application  once  and  have  it 
accessed  by  either  a  Notes 
client  or  Web  browser.  “It  will 
reduce  the  time  we  need  to 
develop  these  types  of  appli¬ 
cations,”  says  Ernie  Chiavaroli, 
development  manager  at 
PricewaterhouseCoopers  in 
Sydney,  Australia. 

Kent  Allen,  Domino  adminis¬ 
trator  at  MCI  WorldCom  in 
Colorado  Springs,  says  he  is 
anxious  to  get  his  hands  on  the 
new  administration  tools  in 
Domino  that  will  simplify  rou¬ 
tine,  time-consuming  tasks 
through  an  interface  redesign 
and  drag-and-drop  capabilities. 

Mark  Levitt,  an  analyst  at 
International  Data  Corp.  in 
Framingham,  Mass.,  says  he  was 
not  bowled  over  by  the  release. 

“Version  5.0  promises  to  be  a 
big  step  in  the  area  of  usability, 
but  it’s  yet  to  be  seen  whether 
it  will  deliver  on  those  promis¬ 
es,”  Levitt  says,  citing  the  new 
calendar  printing  capabilities 
and  native  Internet  standards 
support  in  5.0  as  examples. 

Version  5.0  is  priced  as  fol¬ 
lows:  Notes  for  Messaging,  $55; 
Notes  for  Collaboration,  $69; 
Domino  Client  Access  License, 
$40;  Domino  Mail  Server,  $695; 
Domino  Application  Server, 
$1,795;  Domino  Enterprise 
Server,  $4,995;  and  Domino 
Designer,  $495.  S 


Highlights  of  the  latest  from  Lotus 

What's  new  in  Notes  5.0  client 

•  Browserlike  navigation  bar,  bookmarks  and  window  tabs. 

•  Customizable  Headlines  page,  which  gives  at-a-glance  access  to  critical  e 
mail,  tasks,  appointments  and  news,  including  content  from  A0L. 

•  Messaging  enhancements  such  as  personalized  mail  headers,  type-down 
addressing,  automatic  spell-checking,  and  support  for  HTML  content  and 
S/MIME. 

•  Native  Internet  standards  support  that  allows  the  Notes  client  to  be  used 
with  any  server  and  maintain  full  fidelity  of  message  content. 


What's  new  in  the  Domino  5.0  server 

•  A  purported  six-fold  increase  in  the  number  of  users  a  single  server  can 
support. 

•  A  new  administrator's  user  interface  that  gives  a  hierarchical  view  of  multiple 
domains  and  allows  drag-and-drop  management  of  otherwise  time-consuming 
tasks  such  as  moving  users. 

•  An  integrated  public-key  infrastructure  with  support  for  X.509  certificates, 
and  assorted  security  standards. 

•  Improved  domain  search  capabilities  provided  through  technology  developed 
by  IBM. 
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Lotusphere  News 


Lotus  publicly 
embraces  Linux 


BY  PAUL  MCNAMARA 

ORLANDO  —  Despite  long-standing 
professions  of  indifference,  it  turns  out 
that  Lotus  loves  Linux  after  all. 

CEO  Jeff  Papows  drew  vigorous 
applause  during  his  Lotusphere  ’99 
keynote  last  week  when  he  told  confer¬ 
ence  attendees  that  Domino  Server  will 
be  made  available  on  open  source  Linux 
sometime  this  year.  The  company 
offered  no  other  details  about  the 
planned  release,  such  as  which  com¬ 
mercial  brand  or  brands  of  Linux  will  be 
supported  or  a  more  precise  ship  date. 

As  recently  as  last  fall,  Papows  and 
other  Lotus  executives  downplayed 
their  interest  in  Linux,  arguing  that 


Papows:  We  were  wrong  about  Linux. 

Domino  was  already  on  enough  plat¬ 
forms  and  did  not  need  to  support 
another  variation  of  Unix.  Papows 
attributed  the  change  of  heart  to  a 
groundswell  of  “market  input”  and  told 
reporters  to  “take  this  as  our  ability  to 
admit  that  we  were  wrong.” 

“ft  got  to  the  point  where  I  couldn't 
leave  my  house  this  year  before  some¬ 
body  would  accost  me  in  my  driveway 
and  ask  whether  Lotus  would  provide 
support  for  Linux,”  Papows  says. 

A  few  conference  attendees  suggest¬ 
ed  the  move  was  more  of  a  public  rela¬ 
tions  concession  to  all  the  recent  Linux 
hype  and  perhaps  a  bow  to  parent  com¬ 
pany  IBM,  which  has  also  announced  its 
support  for  Linux. 

However,  the  prevailing  view  among 
those  interviewed  was  that  Domino  on 
Linux  makes  sense,  and  that  Lotus  was 
acting  wisely  in  recognizing  a  growing 
market  appetite  for  another  alternative 
to  Windows  NT. 

“Our  NT  servers  just  aren’t  perform¬ 
ing  very  well,  and  we  like  the  idea  of  an 
alternative,”  says  Burke  LaShell,  a  Lotus 
Notes  technical  consultant  for  a  mutual 
fund  company  that  has  50  Domino 
Servers  and  10,000  users."  Right  now,  we 


have  to  reboot  our  servers  every  week 
as  part  of  scheduled  maintenance,  and 
you  shouldn’t  have  to  reboot  a  server 
every  week.” 

LaShell  sees  the  potential  for  greatly 
enhanced  reliability  in  running  Domino 
on  Linux.  He  also  hopes  to  take  advan¬ 
tage  of  the  open  source  code  that  is  the 


Linux  trademark  to  compile  an  operat¬ 
ing  system  kernel  tailored  specifically  to 
his  company’s  needs. 

“In  NT  you’ve  got  everything  but  the 
kitchen  sink  thrown  in,  while  with 
Linux  we  could  compile  it  down  to  just 
what  we  need,”  LaShell  says. 

According  to  Chuck  Hutsell,  vice 


president  of  technical  services  at 
Infoadvantage  in  Brentwood,  Term.,  the 
Linux  commitment  “is  just  another  sig¬ 
nal  of  Lotus  saying  they  are  truly  a  mul¬ 
tiplatform  company.” 

Domino  also  supports  Llewlett-Pack 
ard’s  HP-UX,  Sun’s  Solaris  and  IBM's  AIX, 
OS/2  Warp  Server  4,  AS/400  and  S/390. 3 
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Start-up  VBrick  Systems  promises  TV-quality  video 

. . . . . . . . 

New  family  of  network  devices  to  be  used  for  videoconferencing,  distance  learning  and  remote  monitoring. 


BY  ROBIN  SCHREIER 
HOHMAN 

WALLINGFORD,  CONN  —  Start-up 
VBrick  Systems,  Inc.  this  week  at 
ComNet/DC  ’99  will  show  off  a  new 
line  of  network  devices  that  stream 
full-motion  digital  video  from  point  to 
point  across  a  WAN  or  LAN.  The  appli¬ 
ances  start  at  less  than  $3,000  per  unit. 

VBricks,  as  the  devices  are  called, 
compress  audio  and  video  on  one  end, 
run  it  through  a  network  and  then 
decompress  the  stream  for  viewing  on 
the  other  end.  The  units  support  full 
broadcast-quality  video,  which  requires 
a  consistent  throughput  of  about  4M 
bit/sec,  but  can  also  produce  VHS- 
quality  video  at  a  throughput  as  low  as 
1M  bit/sec. 

The  company  is  hoping  to  sell 
VBricks  for  videoconferencing,  dis¬ 


tance  learning  and  remote  monitoring. 

The  devices  support  Ethernet  and 
25M  bit/sec  ATM  local  connections 
and  OC-3  (153M  bit/sec)  ATM  or 
T-l/E-1  speed  WAN  links.  While  VBricks 
will  reportedly  perform  well  over 
switched  Ethernet,  some  bandwidth¬ 
intensive  applications  will  run  better 
over  ATM.  That’s  because  latency,  jitter 
and  other  quality-of-service  issues  are 
better  controlled  by  ATM,  says  Rich 
Mavrogeanes,  VBricks’  founder,  presi¬ 
dent  and  CEO. 

VBricks  will  also  work  with  digital 
subscriber  line  (DSL).  At  ComNet,  a 
very  high-speed  DSL  link  will  be 
established  between  the  VBrick  booth 
and  DSL  vendor  ViaGate’s  booth  to 
run  video. 

“Not  everybody  has  ATM  every¬ 
where;  xDSL  allows  video  to  be  run 
over  standard  telephone  wire  to 


remote  locations,”  Mavrogeanes  says. 

Users  need  two  VBricks  for  video 
conferencing  over  a  network  or  WAN. 


VBrick  Systems'  new  video  network  appli¬ 
ance  transmits  full-motion  video  and  data 
across  a  LAN  or  WAN. 


One  VBrick  attaches  to  a  video  source, 
such  as  a  camcorder,  and  a  network  on 
one  end,  while  hooking  up  to  a  video 
output  device,  typically  a  TV  or  a  mon¬ 
itor,  and  a  separate  network  on  the 
other  end.  At  the  source,  VBrick  cap¬ 


tures  the  video  stream  and  compresses 
it  to  conserve  bandwidth.  At  the  other 
end,  VBrick  decompresses  the  video 
and  sends  it  off  at  30  frame/sec. 

Video  must  be  viewable  at  a  steady 
30  frame/sec  to  be  considered  full- 
motion.  At  that  rate,  the  human  eye 
doesn’t  detect  the  frame  changes  and 
perceives  the  picture  to  be  fluid 
motion.  Anything  less  than  30  frame/ 
sec  may  seem  jerky,  and  the  audio  and 
video  can  be  out  of  sync. 

Three  VBrick  models  are  available: 
The  VBrick  1000,  which  is  an  encoder 
for  video  capture;  the  VBrick  2000, 
which  is  a  decoder  for  display;  and  the 
VBrick  3000,  which  is  a  full-duplex 
encoder/decoder. 

The  products  are  shipping  now,  and 
range  in  price  from  $2,995  to  $5,500, 
depending  on  model  and  options. 

VBrick:  (203)  265-0044 
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Entrust  fights  RSA  with  free  PKI  tool  kit 

Competing  products  bit  the  market,  yet  companies  pledge  to  solve  interoperability  problems. 


BY  ELLEN  MESSMER 

SAN  JOSE  —  War  has  broken  out 
once  again  between  public-key  infra¬ 
structure  (PKI)  vendors  that  sell  digital 
certificates  and  systems  that  issue  them. 

This  time,  it's  RSA  Data  Security 
and  Entrust  Technologies  that  are 
doing  battle. 

RSA  stepped  directly  into  Entrust  s 
turf  with  a  client/server  tool  kit, 
called  Keon.  The  product  will  allow 
corporations  to  build  digital  certifi¬ 
cates  into  their  applications  and  pro¬ 
vide  single  sign-on  security  controls 
for  desktop  users. 

RSA  generally  has  stayed  out  of 
Entrust’s  way,  instead  focusing  on  pro¬ 
viding  core  PKI  technology,  such  as 
encryption  algorithms,  on  which  other 
companies  base  products.  PKI  uses 
encrypted  keys  and  digital  certificates 
to  protect  data  and  ensure  that  net¬ 


work  users  are  who  they  say 
they  are. 

Keon  is  expected  to  ship 
by  mid-year  for  about  $80 
per  user. 

Entrust  fights  back  —  free 

Entrust,  which  has  long 
targeted  the  corporate  mar¬ 
ket  with  PKI  tool  kits,  has 
responded  to  the  RSA 
incursion.  Instead  of  charg¬ 
ing  thousands  of  dollars  for 
its  kits,  Entrust  will  give 
them  away  in  an  attempt  to  limit  any 
encroachment  by  RSA.  Entrust  wants 
the  entire  industry  to  use  its  kit  so 
it  can  sell  products,  such  as  digital 
certificates,  that  work  on  top  of 
Entrust  technology. 

Shipping  last  week,  the  Open 
Entrust/PKI  tool  kit  “is  a  zero-cost  tool 
for  Windows,  NT,  Macintosh,  Unix,  C, 


C++,  Visual  Basic  and  Java,” 
said  Entrust  CEO  John 
Ryan.  Entrust  and  RSA 
made  their  announcements 
last  week  at  the  RSA’99 
conference. 

Interoperability  needed 

The  PKI  universe  of  users 
is  still  small,  partly  because 
of  interoperability  problems 
—  it’s  usually  not  possible  to 
validate  a  user’s  certificate 
from  one  PKI  vendor  against 
a  certificate  authority  server  from 
another,  for  instance.  But  Entrust  and 
RSA  took  pains  to  say  their  latest  prod¬ 
ucts  remedy  this  conundrum. 

“The  concept  of  proprietary  is  now 
gone,”  declared  Ryan,  sweeping  his  arm 
toward  his  press  corps  audience.  He 
said  the  Open  Entrust/PKI  tool  kit  and 
Entrust’s  certificate  management 


servers  are  now  based  on  the  latest 
PKIX  standards  from  the  IETF. 

Entrust  says  it  has  finally  gotten  gear 
that  checks  “certificate  revocation 
lists”  aligned  with  similar  gear  from 
IBM  and  Baltimore  Technologies.  This 
allows  the  information  to  be  shared 
among  vendors. 

The  declarations  from  vendors  that 
they  will  support  PKI  interoperability, 
even  as  they  compete  fiercely,  come 
none  too  soon.  Corporations  eager  to 
implement  PKI  systems  for  electronic 
commerce  say  they  are  fed  up  with  the 
current  situation. 

“Were  taking  legacy  systems  and 
opening  them  up  to  the  ’Net,  and 
passwords  and  link  encryptors  no 
longer  work.  We  need  a  PKI  in 
which  implementation  and  inter¬ 
operability  are  consistent,”  said  Steve 
Katz,  Citigroup’s  vice  president  and 
chief  information  officer,  during  his 
keynote  speech  at  RSA'99. 

Intel  also  jumped  into  the  encryp¬ 
tion  game  by  pledging  to  help  build  by 
mid- 1999  a  version  of  RSA’s  BSAFE 
software  developers’  kit  for  Intel  hard¬ 
ware.  Intel  plans  to  put  encryption  into 
CPUs,  motherboards  and  chipsets.  S 


Ryan:  Entrust  tools 
proprietary  no  more. 
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Briefs 


I  pivot,  a  maker  of  load¬ 
balancing  devices,  last  week 
announced  it  has  closed  a  sec¬ 
ond  round  of  venture  funding 
worth  $10.5  million.  Participants 
include  Crosspoint  Venture 
Partners,  Enterprise  Partners, 
Doll  Capital  Management, 
VantagePoint  Ventures  and 
Athena  Technology  Ventures. 
The  Poway,  Calif.,  firm  received 
$4.2  million  in  its  first  round  of 
funding  in  May  1997  from 
Enterprise  Partners  and  Doll 
Capital  Management. 

Gadzoox  Networks  has 

expanded  the  capabilities  of  its 
Windows-based  Ventana  man¬ 
agement  software  to  help  com- 


Gadzoox's  new  management 
software  keeps  a  sharp  eye 
on  the  company's  Fibre 
Channel  gear. 

panies  ensure  that  their  storage- 
area  networks  stay  up  and  run¬ 
ning.  Version  2.0  builds  on  the 
first  release  of  the  software, 
which  monitors  fans,  power 
supplies  and  port  status  on 
Gadzoox's  Fibre  Channel  hubs 
and  switches. 

Ventana  2.0  uses  intelligent 
agents  to  let  net  managers  re¬ 
direct  traffic  from  a  failed  port  to 
a  live  one.  The  package  can  also 
be  used  to  analyze  bandwidth 
utilization  and  reroute  traffic  if  a 
network  bottleneck  crops  up. 

Ventana  2.0  costs  $550, 
though  it  comes  free  with 
Gadzoox's  Bitstrip  Fibre  Channel, 
Gibralter  hubs  and  the  Denali 
Fibre  Channel  switch. 

Gadzoox:  (888)  423-3222 


Infrastructure 

m  TCP/IP,  LAN /WAN  Switches ,  Routers ,  Hubs, 

Access  Devices,  Clients,  Servers,  Operating  Systems,  VPNs 

VPN  vendors  to  put  on  a  big  show 

Gear  to  build  larger,  more  manageable  virtual  private  networks  on  tap  at  ComNet/DC  ’99. 

BY  TIM  GREENE 


VPNs  in  the  spotlight 

Makers  of  virtual  private  network  gear  will  converge  at  ComNet/DC  '99 


VPNet's  VSU-1100 


Altiga 

Demonstrating  its  CSO  VPN  concentrator  terminating  5,000  simultaneous  sessions. 

Assured  Digital 

Showing  off  its  ADI-2500  box. 

Indus  River 

Debuting  RiverWorks  software  for  establishing  security  policies  for  groups 
of  users. 

Network  Alchemy 

Launching  its  CryptoCluster  VPN  server,  which  supports  up  to  20,000  simultaneous 
sessions;  up  to  255  of  the  servers  can  be  clustered. 

VPNet 

Introducing  its  VSU-1 1 00  box,  which  supports  up  to  5,000  simultaneous  sessions. 

Altiga's 
CSO  VPN 


WASHINGTON,  D.C.  —  Big  numbers 
will  be  the  big  deal  among  virtual  pri¬ 
vate  network  (VPN)  vendors  this  week 
at  ComNet/DC  ’99,  and  the  number  to 
beat  is  20,000. 

That  is  the  tally  of  individual  secure 
Internet  sessions  that  can  be  terminated 
on  a  single  VPN  server  made  by  Santa 
Cruz,  Calif.,  start-up  Network  Alchemy, 
Inc.,  which  is  making  its  debut  at  the 
show.  Not  only  that,  Network  Alchemy 
claims  that  up  to  255  of  its  VPN  Server 
5000  boxes  can  be  grouped  to  load- 
share  even  more  connections. 

Other  vendors’  VPN  wares  top  out  at 
5,000  simultaneous  connections  on  a 
single  box. 

VPNs  are  designed  to  let  companies 
use  the  Internet  or  other  public  IP  net¬ 
works  as  an  inexpensive  backbone  over 
which  far-flung  users  can  access  corpo¬ 
rate  resources.  VPNs  use 
encryption  and  authentica¬ 
tion  technology  to  ensure 
that  only  authorized  users 
can  access  the  corporate  net 
and  that  those  users  can  only 
access  specified  resources. 

The  hardware  vendors  are  right  to  be 
focusing  on  VPNs  that  can  support  more 
users,  according  to  Joe  Turner,  network 
coordinator  for  Fitchburg  State  College  in 
Fitchburg,  Mass.  The  college  is  testing  a 
VPN  that  could  eventually  support  5,000 
or  more  users,  he  says.  So  far,  the  VPN 
appears  to  be  the  best  way  to  let  campus 
residents,  commuters,  alumni  and  dis¬ 
tance-learning  students  in  Bermuda  tie  in 
to  campus  network  resources. 

In  addition, Turner  says  it  will  be  key  for 
VPN  providers  to  deliver  tools  that  let  net¬ 
work  administrators  set  access  rights  for 
groups  of  users. 

New  boxes,  better  software 

Network  Alchemy  set  out  to  make  a 
VPN  system  that  could  scale  to  large  num¬ 
bers,  according  to  Ken  Chow,  the  com¬ 
pany’s  vice  president  of  marketing.  The 
company  will  introduce  the  Crypto- 
Cluster  VPN  server  system,  which 
includes  the  CryptoStation  client,  Crypto- 
Console  management  tool  and  the  VPN 
Server  5000  hardware. 

To  use  the  system,  clients  must  run 
the  CryptoStation  on  Windows  95, 98  or 
NT  platforms.  The  operating  system  for 


the  VPN  Server  5000s  is  DaveOS,  named 
after  the  company’s  chief  technology 
officer,  Dave  Kashtan. 

The  servers  perform  Data  Encryption 
Standard  3  (DES-3)  encryp¬ 
tion  at  100M  bit/sec  on  a  dual 
400-MHz  Intel  Pentium  II 
hardware  platform.The  boxes 
will  be  available  this  spring 
and  will  cost  about  $50,000, 
including  clients  and  a  Java-based  man¬ 
agement  platform  called  Crypt oConsole. 
The  company  plans  a  smaller  server  for 
smaller  companies  later  this  year. 


The  1998  server  operating  system 
numbers  are  in  —  and  that  means  it’s 
time  for  Microsoft  and  Novell  to  start 
spinning  them. 

According  to  a  preliminary  report 
from  International  Data  Corp.  in 
Framingham,  Mass.,  Windows  NT  took 
top  honors  in  1998.  Product  shipments 
increased  from  1997  by  27.2%,  to  1.56 
million  copies.  NetWare  came  in  second 
with  1.05  million  copies  of  NetWare 
3.X,  4.X  and  5.0  sold.  Unix  shipments 
totaled  758,000  copies. 

To  arrive  at  its  numbers,  IDC  takes 
publicly  available  revenue  numbers  for 


In  addition  to  Network  Alchemy’s 
coming  out,  ComNet  will  see  VPN  spe¬ 
cialists  Altiga  Networks,  Assured  Digital, 
Indus  River  and  VPNet  announce  new 
capabilities  that  allow  for  larger  VPNs  as 
well  as  better  management  of  them. 

The  new  products  represent  the  third 
generation  of  VPN  gear,  according  to 
Greg  Howard,  an  analyst  at  market 
research  firm  Infonetics  Research  in  San 
Jose. The  first  wave  ofVPN  products  was 
mainly  software  for  Internet  tunneling, 
while  the  second  wave  consisted  largely 
See  VPNs,  page  22 


each  company  and  runs  them  through  a 
set  of  modeling  tools.  Analysts  then 
compare  results  with  the  number  of 
server  licenses  each  company  claims 
to  have  sold.  IDC  states  a  5%  margin 
of  error. 

Independent  software  vendors  and 
hardware  manufacturers  take  notice  of 
shipment  numbers  and  use  such  infor¬ 
mation  when  devising  their  research 
and  development  spending  plans. 

“This  ranking  gives  our  customers  the 
assurance  that  the  applications  they 
need  will  run  on  NT  and  most  hardware 
is  going  to  be  optimized  for  it,"  says  Ed 
Muth,  group  product  manager  for  enter 
See  Market  share,  page  22 


Spinning  the  server  software  numbers 

Microsoft,  Novell  tout  their  1998  NOS  market  shares. 

BY  CHRISTINE  BURNS 
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Software  building 
blocks  for  Web 
Sel  l -Service  apps 


Dynamic  apps  that  work  for  people  start  here. 
WebSphere" Application  Server  combines  a  Java “ 
servlet  runtime  environment  with  connectors  to 
databases  and  object  request  brokers.  So  you  can  bake 
business  functions  right  into  your  site.  WebSphere  Studio 
helps  you  create  servlets  in  record  time. 


Teamwork,  cyber-style.  Lotus® Domino" Application 
Server  lets  you  build  collaborative  workflow 
applications  for  rapidly  changing  business 
processes.  Domino  supports  secure,  highly  interactive  Web 
Self-Service  solutions. 

Info  to  the  people!  DB2  Universal  Database  poa  ers 
some  of  the  Feb's  busiest  sites  because  it  can  sup¬ 
port  a  world  of  users  with  world-class  performance. 

Fully  Java-enabled,  it  runs  natively  on  all  leading  platforms. 


Sea?nless  service.  MQSeries®  helps  you  integrate 
new  and  existing  applications  into  your  Web 
Self-Service  solution.  Now  fidly  Java-enabled, 

MQSeries  is  the  worlds  leading  business  integration  product 
and  works  across  over  35  platforms. 


r 


See  it  run  before  you  buy 


FREE  WEB  SELF-SERVICE  STARTER  PACK. 


From  product  demos  to  trial  code,  everything 
you  need  to  start  building  dynamic  self-service  Web  apps 
today  is  free  right  now  at: 
www.software.ibm.com/webselfserv. 


L 


J 


You’ve  got  aWeb  site.  So  why  are  they  still  standing  in  line?  New  generation 

IBM  Web  software  can  get  your  site  beyond  publishing,  improving  customers’  satisfaction  by  giving  them  tools  to  serve 
themselves  to  information  and  services  on  their  schedule,  while  increasing  profits  by  freeing  your  staff  from  routine  tasks. 


IBM,  DB2  and  MQSeries  are  registered  trademarks  and  WebSphere.  DB2  Universal  Database,  the  e-business  logo  and  Solutions  for  a  small  pit  net  are  trademarks  of  International  Business  Machines  Corporation  in  the  United  Stales  and/or  other  countries.  Lotus  and  Domino  are  trademarks  of  Lotus  Development 


e-business 


}  With  an  IBM  Web  Self-Service  solution,  they'd  all  be  at  the  front  of  the  line  for  ticket 
|  purchases,  reservations,  seat  changes,  flight  availability  o  frequent  flyer  questions. 


rporation  in  the  U.S.  and/or  other  countries.  Java  and  all  Java-based  trademarks  and  logos  are  trademarks  ot  Sun  Microsystems,  Inc.  in  the  United  States  and/or  other  countries.  Other  company,  product  and  service  names  may  be  the  trademarks  or  service  marks  ol  others.  ©  1999  IBM  Corp.  All  rights  reserved. 


Our  Java-based,  Web  Self-Service  solutions  let  you  start  with  the  basics,  adding  functionality  as 
you  go.  The  result:  highly  interactive  apps  that  link  to  core  data  and  business  functions  —  and  move 


you  to  the  front  of  the  line.  For  a  more  detailed  look,  visit  us  at  www.software.ibni.com/webselfserv. 


Solutions  for  a  small  planet™ 


Infrastructure 


vC.COM  rolls  out  branch  office  switch 


BY  JIM  DUFFY 

SANTA  CLARA,  CALIF.  — 
FVC.COM,  formerly  known 
as  First  Virtual  Corp.,  last 
week  unveiled  a  branch 
office  switch  that  lets  users 
tie  PCs,  video  coder/decoders 
and  PBXes  into  corporate  net¬ 
works  via  assorted  WAN 
connections. 

The  company’s  Access 
NGI  switch,  like  other 
devices  from  network  pio¬ 
neer  Ralph  Ungermann’s 
firm,  is  designed  to  provide 


network  access  to  multi- 
media  applications. 

The  product  uses  switched 
virtual  circuits,  which  enable 
dynamic  routing  of  voice, 
video  and  data  without  the 
manual  configuration  neces¬ 
sary  with  permanent  virtual 
circuits. 

The  switch  also  supports 
IP  routing. 

Access  NGI  is  available  in 
two  models.The  VSW-1XXX  is 
a  fixed  configuration  device 
optimized  for  a  particular 
application,  such  as  voice, 


video  or  data. 

The  VSW-2XXX  is  a  modu¬ 
lar  system  that  lets  users  mix 
and  match  voice,  video  and 
data  modules. 

Each  unit  supports  a  vari¬ 
ety  of  LAN,  WAN,  video  and 
voice  network  interfaces. 
For  LANs,  each  switch 
includes  one  lOBase-T  port. 
Two-port  100-Base-T  and  six- 
port  lOBase-T  modules  are 
optional. 

The  switches  also  support 
dual-port  155M  bit/sec  ATM 
and  six-port  25M  bit/sec  ATM 


interfaces. 

For  WAN  connections,  the 
Access  NGI  switches  support 
dual-port  T-l/E-1  V.35,  single¬ 
port  DS-3  and  dual-port  OC-3 
modules. 

Video  interfaces  include  a 
V.35/RS.366  module  that  sup¬ 
ports  X.21  in-band  dialing  for 
connecting  the  switches  to 
H.320  videoconferencing 
equipment. 

The  switches  also  support 
a  six-port  lOBase-T  module 
for  video  networking  to 
IP/Ethernet-attached  client 


stations.  Also  available  is  a 
two-port  100Base-T  module 
for  high-capacity  trunking  of 
IP  video  traffic. 

For  voice,  Access  NGI  can 
be  outfitted  with  modules 
that  provide  direct  attach¬ 
ment  of  digital  and  analog 
PBXs  and  a  64K  bit/sec  trunk 
to  central  office  switches  for 
Centrex  applications. 

Pricing  for  Access  NGI 
ranges  between  $7,200  and 
$15,000,  depending  upon 
configuration. 

All  products  except  for 
the  voice  modules  are  avail¬ 
able  now.  The  voice  modules 
will  be  available  later  this 
quarter. 

FVC.COM:  (408)  567-7200 


Windows  NT  stays  on  top 

Windows  NT  shipments  topped  those  of  NetWare  for  the  second  consecutive  year,  according  to  IDC, 
but  Linux  grabbed  the  biggest  percentage  increase. 


Total:  3.448  million  units  shipped 


Total:  3.35  million  units  shipped 
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Market  share, 

continued  from  page  19 

prise  marketing  at  Microsoft. 

He  attributes  NT’s  growth 
in  1998  to  NT  4.0  becoming 
more  stable  with  the  release 
of  Service  Pack  4,  which 
Microsoft  released  last  fall. 

Additionally,  overall  NT  sales 
were  boosted  by  Microsoft’s 
release  of  clustering  and  multi¬ 
user  versions  of  NT. 

Muth  claims  that  being  the 
market  leader  in  the  net¬ 
work  operating  system  (NOS) 
shipment  category  for  two 
years  running  gives  Microsoft 
a  stronger  footing  in  cus¬ 
tomer  sites. 

“Market  momentum  breeds 
more  sales  because  IT  folks 
tend  to  lean  toward  the 
mainstream  for  basic  things 
like  operating  systems,”  he  says. 

“Microsoft  does  its  best  to 
have  you  believe  that  NT 
Server  sales  grew  at  the 
expense  of  everything  else, 


and  that  simply  isn’t  true,” 
says  Dan  Kusnetzky,  program 
manager  for  Unix  and  client/ 
server  operating  system  envi¬ 
ronments  at  IDC. 

He  notes  that  NetWare 
sales  were  up  by  more  than 
13%  and  commercial  Linux 
sales  grew  by  212%  between 
1997  and  1998. 

Novell’s  Rich  Running, 
director  of  NetWare  product 
marketing,  says  the  1998 
growth  in  NetWare  sales  is 
even  more  significant  when 
compared  with  1997  num¬ 
bers,  which  fell  6.6%  from  the 
year  before. 

“In  reality,  we’ve  ramped 
up  sales  by  close  to  22%  in 
two  years,”  says  Running,  who 
adds  that  the  1998  num¬ 
bers  only  included  one  quar¬ 
ter  of  NetWare  5.0  sales. 

This  new  NOS,  he  says,  is 
one  of  the  company’s  fastest 
selling  products. 

Kusnetzky  says  users  need 
to  compare  revenue  and 


shipment  numbers  to  get  an 
even  better  picture  of  the 
NOS  scene.  This  analysis 
reveals  how  many  client 
machines  are  connected  to 
each  server. 

IDC  estimates  that  the 
average  number  of  clients 
connected  to  NT,  Net¬ 
Ware  and  Unix  servers  are 
25  to  30,  30  to  35  and  50  to 
60,  respectively. 

“Microsoft  doesn’t  tell  you 
that  it  takes  two  NT  servers 
on  average  to  do  the  work 
of  one  Unix  box,”  Kusnetzky 
says. 

Overall,  server  license  ship¬ 
ments  increased  by  25%  in 
1998  compared  to  1997ship- 
ment  numbers. 

Last  year,  shipments  of 
Windows  NT,  NetWare,  Unix, 
Linux,  OS/2  Server  and  other 
NOSes  totaled  4.35  million 
copies,  compared  with  3.48 
million  in  1997. 

Revenue  rang  in  at  $5.0 
billion,  up  from  $4.3  billion.  Q 


VPNs, 
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of  hardware  products  designed 
to  speed  up  VPNs. 

Here’s  a  rundown  of  VPN 
products  that  will  be  high¬ 
lighted  at  the  show: 

•  Altiga  will  boast  that  its  C50 
VPN  concentrator  can  termi¬ 
nate  5,000  separate  sessions 
and  will  attempt  to  prove  it 
with  a  demonstration  at  Corn- 
Net’s  VPN  Proving  Ground,  an 
area  of  the  show  where  ven¬ 
dors  are  offering  their  wares  for 
hands-on  testing.  The  C50  sup¬ 
ports  the  IP  Security  (IPSec) 
protocol  as  well  as  DES-3 
encryption  at  100M  bit/sec  .The 
C50  costs  $50,000. 

•  VPNet  will  introduce  its 
VSU-1100,  a  server  that  termi¬ 
nates  up  to  5, 000 VPN  sessions. 
It  supports  IPSec  and  DES-3 
encryption  at  90M  bit/sec.  The 
five-slot  chassis  holds  two 
Ethernet  cards,  two  packet  pro¬ 
cessing  cards  and  another  card 
that  contains  a  configuration 
database,  as  well  as  hardware 
to  speed  up  public-key  ex- 
changes.The  box  costs  $  18,000 
and  is  available  now. 

The  company  also  will  intro¬ 
duce  a  management  tool,  called 
Dyna-Policy,  that  allows  net¬ 
work  administrators  to  change 
client  VPN  configurations  auto¬ 
matically  when  end  users  log 
on.The  tool  keeps  track  of  VPN 
use  by  client  so  network  man¬ 
agers  can  bill  back  to  depart¬ 
ments.  It  also  enables  real-time 
viewing  of  VPN  use.  Dyna- 
Policy  is  part  ofVPNware  Sys¬ 
tem  2.5,  the  latest  version  of  the 
company’s  management  soft¬ 
ware,  which  is  shipping  with 
current  orders.  It  is  also  avail¬ 
able  as  an  upgrade  to  VPNet 


gear  running  earlier  versions. 

•  Indus  River  is  announcing 
RiverWorks  2.0,  an  upgrade  of 
its  management  software  that 
lets  users  define  and  enforce 
VPN  access  policies.  Policies 
can  be  set  per  user  group  to 
simplify  installing  and  support¬ 
ing  remote  clients,  the  compa¬ 
ny  says.  Indus  River  is  giving  the 
software  to  new  buyers  of  its 
hardware.  Version  2.0  is  a  free 
upgrade  for  users  who  have  ser¬ 
vice  contracts. 

•  Assured  Digital  is  introduc¬ 
ing  a  VPN  box  called  the  ADI- 
2500. The  product  features  aT-1 
interface  to  connect  to  the 
Internet  and  two  10M  bit/sec 
Ethernet  ports  to  connect  to 
server  farms  and  other  LAN 
resources.  The  box  can  handle 
up  to  100  IPSec  encrypted  dial¬ 
up  sessions,  32  connections  to 
other  ADI-2500  or  ADI-1500 
boxes  at  other  locations  or  a 
combination  of  the  two.  It  will 
be  available  this  spring  and 
priced  at  $3,000. 

Network  Alchemy:  (831) 
460-3800;  Altiga:  (508)  541- 
7300;  VPNet:  (408)  445-6600; 
Indus  River:  (978)  266-8100; 
Assured  Digital:  (978)  486-0555 


More 
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•  VPN  tutorials. 

*  Daily  breaking  news  from 
Com  Net. 
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See  how  one  modular 
solution  lets  you  manage 
every  job  in  your  enterprise. 
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Management 

Only  Provision's  job  management 
solution  works  across  platforms  and 
between  departments  to  automate, 
analyze,  schedule  and  monitor  the 
processing  of  thousands  of  jobs. 

And  these  unique  tools  do  it  all 
from  a  single  console.  For  example, 
PLATINUM  AutoSys  alerts  you  to 
potential  processing  interruptions, 
allocates  resources  as  a  job  flows 
through  processing  and  lets  you 
see  job  progress  graphically. 

In  essence,  maximizing  automation 
and  minimizing  intervention.  To 
deliver  more  mission-critical 
processing  on  track  and  on  time. 

So  you  can  get  the  job  done  and 
perform  at  the  highest  possible 
level  —  all  the  time. 

Call  1-800-890-7528  x10203  or  visit 

www.platinum.com/jmsearch 


Free  Product  info  enter  NWInfoXpress  #79  online  @  www.networkworld.com/infoxpress 
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HP.  Better  color,  no  matter  what  you’re  printing. 

Introducing  a  new  line  of  HP  Color  LaserJet  printers.  Now  you  can  print  color 
that  will  really  get  people’s  attention.  That’s  because  our  new  fast  and  affordable 


HP  Color  LaserJet  printers  start  at  $2,499. 


Whp%  HEWLETT 

mi'/iM  PACKARD 

[  Expanding  Possibilities 


Color  LaserJet  printers  offer  our  exclusive  ImageREt  Color  Layering  technology.  Rather  than  placing  blue  dots  next 
to  yellow  dots  to  create  the  illusion  of  green,  our  process  literally  mixes  the  colors  to  create  real  green.  Or  orange. 
Or  millions  of  other  colors.  All  at  impressive  printing  speeds,  up  to  6  ppm.  Visit  www.hp.com/go/officecolor. 
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General  DataComm  gets  a  new  look 

Chairman  and  CEO  Charles  Johnson  talks  about  the  switch  maker’s  effort  to  get  back  in  the  black. 


After  two  years  of  losing 
money,  General  DataComm 
(GDC)  last  month  reorga¬ 
nized  in  an  effort  to  get 
itself  back  in  the  black.  The 
company  slashed  its  work 
force  by  14%,  announced 
plans  to  close  three  research 
and  development  groups, 
and  split  its  equipment  busi¬ 
ness  into  two  profit-and-loss 
units:  Broadband  Switching 
and  Network  Access. 

In  addition,  GDC  will 
focus  on  getting  products 
out  the  door  faster  —  two 
carrier-class  products  and  a 
pair  of  access  products  will 
debut  this  year.  The  compa¬ 
ny  is  also  looking  to  expand 
its  Vital  network  services 
business. 

GDC  Chairman  and  CEO 
Charles  Johnson  spoke  with 
Network  World  Senior 
Editor  Tun  Greene  about 
the  recent  moves  and  the 
company’s  direction  for  the 
future. 

Can  you  explain  what  each 
hardware  division  will  sell? 

The  Access  division  will 
include  DSUs  —  intelligent 
and  vanilla  —  network  termi¬ 
nation  units  and  our  Metro- 
plex  intelligent  channel  bank 
product. The  Broadband  group 
has  ATM  edge  switches,  ATM 
core  switches  and  intelligent 
time-division  multiplexers 
(TDM).  The  intelligent  TDMs 


can  be  used  to  provision  frame 
relay  or  provide  replacements 
for  digital  access  crossscon- 
nect  systems  and  intelligent 
links  between  PBXs. 

[Editor’s  note:  As  GDC 
tweaks  how  it  will  sell  its 
products,  Johnson  says  the 
company’s  product  focus  will 
remain  on  ATM  edge  switch¬ 
ing.  This  week,  GDC  intro¬ 
duces  AT  1000E,  an  ATM  net¬ 
work  termination  unit  that  sits 
at  the  demarcation  between 
the  customer  network  and  car¬ 
rier  network.  ] 

Why  the  new  divisions? 

This  allows  our  people  to 
focus  on  accounts  and  use 
their  expertise.  If  we  manufac¬ 
ture  airplanes  and  cars,  there 
are  different  distribution  chan¬ 
nels,  different  competitors  and 
different  selling  techniques. 
One  is  a  short  sales  cycle  with 
lots  of  small  sales,  and  one  is  a 
long  sales  cycle  with  a  larger 
number.  Having  a  salesman  do 
both,  it’s  hard  to  figure  out 
where  the  hell  to  go.  Do  I 
knock  on  a  lot  of  doors  and 
sell  access  products,  or  do  I 
call  on  a  few  large  corpora¬ 
tions  and  sell  networking 
products? 

Explain  how  the  new  organi¬ 
zation  will  affect  you. 

In  reorganizing,  instead  of 
everybody  coming  together  at 
the  top,  we  have  different 
profit  centers.  That  frees  me 
up  to  get  on  the  road,  talk  to 
people,  talk  to  customers  and 
get  involved  in  deals.  I  came 
up  through  sales,  but  I’m  basi¬ 
cally  an  engineer.  I’ve  been  out 
of  the  flow  for  almost  a 
decade,  so  it’s  time  to  get 
involved. 


What's  the  thinking  behind 
selling  your  advanced  research 
center  in  England? 

The  focus  there  is  on  core 
switches  that  sit  in  the  middle 
of  the  network.  But  our  prod¬ 
ucts  are  mainly  at  the  edge  of 
the  network  at  the  customer 
premise.  We  figure  a  partner¬ 
ship  in  this  core  switching 
area  will  be  meaningful. 

A  partner  could  be  a  compa¬ 
ny  like  Ericsson,  Lucent,  NEC, 
Fujitsu  or  Nokia.  We’re  looking 
to  complement  them  with  our 
edge  switch.  I  can’t  afford  to  do 


SAN  JOSE  —  Network  client 
machines  are  getting  less 
expensive  as  well  as  thinner. 

Wyse  Technology  last  week 
chopped  the  price  of  its 
Windows-based  terminals  by 
up  to  25%. 

The  devices  are  designed  to 
work  with  servers  running 
Microsoft  NT  4.0  Server, 
Terminal  Server  Edition. 

The  cuts  affect  two  models 
from  the  Winterm  3000  line, 
which  was  released  last  June. 

One  model  consists  of  a 
CPU  box,  system  software, 
keyboard  and  mouse,  all  of 
which  the  customer  uses  in 


both.  You  focus  on 
where  it  means  the 
most.  There’s  more 
money  spent  at  the 
edge  than  there  is  at 
the  core  anyway. 

What  percentage 
of  GDC's  revenue 
comes  from  edge 
switches? 

Our  present  edge 
switch  revenue 
comes  to  about 
25%.  In  terms  of 
research  and  devel¬ 
opment,  over  50%  is 
going  into  edge 
technology.  Mean¬ 
while,  our  Access 
business,  the  way 
we’ve  restructured,  starts  out 
as  a  profitable  business,  which 
it  has  been  for  several  years. 
We  set  up  a  separate  group  to 
focus  on  getting  our  ATM  busi¬ 
ness  up  to  a  break-even  point. 

Our  hardware  business  has 
been  flat.  The  TDM  business  is 
dropping  off,  and  the  ATM 
business  is  growing. 

We’re  at  the  point  now 
where  the  ATM  growth  will 
more  than  offset  the  TDM 
drop.  So  that  will  show  up  as 
growth,  which  it  hasn’t  for  the 
past  two  years. 


conjunction  with  an  existing 
monitor.  Wyse,  which  sells  its 
product  to  value-added  re¬ 
sellers,  says  the  estimated 
street  price  will  drop  from 
$750  to  $650. 

The  second  model’s  system 
hardware  and  software  are 
built  right  into  a  color  moni¬ 
tor.  Its  street  price  will  drop 
from  $1,215  to  $925. 

Double-digit  growth 

Wyse  declined  to  get  specif¬ 
ic  about  Winterm  sales  to  date, 
but  the  company  says  it  has 
seen  double-digit  growth  in 
this  business  for  the  past  two 
quarters.  The  company  says 
soaring  demand  for  Windows 


Do  you  detect  any  shift  in  cor¬ 
porate  customers  buying  carrier 
services  rather  than  private  net¬ 
work  gear? 

We  feel  a  lot  of  the  cus¬ 
tomers  are  going  to  go  to  the 
service  providers  and  the  alter¬ 
native  carriers.  All  of  this  com¬ 
petition  between  the  indepen¬ 
dent  local  exchange  carriers 
and  competitive  local  ex¬ 
change  carriers  (CLEC)  is  going 
to  result  in  all  of  these  carriers 
providing  private  networking 
capability  as  a  service.  In  the 
old  days,  we  used  to  do  that  for 
people. 

We’ve  been  doing  what  the 
CLECs  planned  to  do  for  over 
two  decades.  Now  that  they’re 
doing  it,  we’re  in  a  better  posi¬ 
tion  to  support  the  carriers 
than  we  are  to  compete  with 
them. 

Your  Vital  services  group 
doesn't  appear  to  be  exploding, 
but  under  GDC's  reorganization 
plan,  you're  pinning  a  lot  of 
hopes  on  it  How  come? 

It’s  a  business  that  provides 
WAN  and  LAN  services.  Last 
year,  we  did  just  under  $40 
million  in  that  group. This  year 
we  ll  do  just  under  $50  mil¬ 
lion,  so  we’ll  have  25%  growth- 
plus  in  Vital.  3 


thin  clients  makes  the  price 
cuts  possible. 

But  other  factors  that  have 
influenced  the  price  reduc¬ 
tions  probably  include  the 
continued  drop  in  PC  prices 
and  Microsoft’s  public  posi¬ 
tion  that  the  appropriate  price 
for  Windows  terminals  is  in 
the  $500  range. 

Yet  many  companies  adopt¬ 
ing  this  thin-client  approach  to 
computing  appear  to  be  will¬ 
ing  to  pay  extra  for  terminals 
with  additional  memory,  larger 
monitors,  management  soft¬ 
ware  or  companion  access 
software  from  Microsoft  part¬ 
ners  such  as  Citrix  Systems. 
Wyse:  (800)  438-9973 


PROFILE:  GENERAL 
DATACOMM 


Headquarters:  Middlebury,  Conn. 

Founded:  1 969 


Losses  (in  millions) 
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Primary  products:  ATM  switches,  access  multiplexers,  modems 
Key  personnel:  Charles  Johnson,  chairman  and  CEO;  Ross  Belson,  chief 
operating  officer 

Competitors:  Alcatel,  FORE  Systems,  Newbridge  Networks 


Wyse  slashes  thin-client  prices 

Windows-based  terminals  to  sell  for  as  little  as  $650  apiece. 

BY  JOHN  COX 
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IBM  fills  out  Ethernet  switch  family 


BY  MARC  SONGINI 

Ethernet  has  always  been  somewhat 
the  bane  of  IBM’s  existence,  but  Big 
Blue  is  finally  coming  around. 

The  company  last  week  rolled  out 
two  low-cost  Ethernet  switches  de¬ 
signed  to  help  high-end  users  link 
workgroups  to  high-speed  Gigabit 
Ethernet  or  ATM  backbones. 

IBM  claims  the  devices  will  be  as 
much  as  50%  less  expensive  than  simi¬ 
lar  products  offered  by  established 
Ethernet  vendors  such  as  Cisco,  Nortel 
Networks  and  Extreme  Networks. 

The  announcement  fulfills  part  of 
IBM’s  goal  of  providing  a  group  of  com¬ 
petitive  Ethernet  products  —  some¬ 
thing  it  lacked  for  years  ( NW,  June  15, 
1998,  page  1). 

In  the  past  six  months,  the  company 
has  added  low-cost  Ethernet  hubs  and 
workgroup  switches  to  its  fledgling 
Ethernet  family. 

IBM  introduced  the  latest  members 


last  week  —  the  8371  Multilayer  Ether¬ 
net  Switch  and  the  8274  Nways  LAN 
Routes  witch  Model  GRS. 

The  two-slot  8371  is  a  Layer  3  switch 
designed  to  link  Ethernet  desktops, 


hubs  and  switches 
to  ATM  or  Fast  Ethernet  backbone  net¬ 
works  and  servers. 

The  box  can  function  as  a  stand¬ 
alone  unit,  or  customers  can  buy  an 
8371  module  that  fits  in  IBM’s  8265 


Nways  ATM  Switch. 

The  box  can  be  outfitted  with  a  two- 
port  155M  bit/sec  ATM  uplink  and 
eight-port  10/ 100Base-TX  or  eight-port 
100Base-FX  Ethernet  boards. 


The  nine-slot  8274  GRS  was  built  for 
IBM  by  Xylan.  Designed  as  a  campus 
backbone  switch,  the  8274  is  designed 
to  move  data  between  high-speed 
desktops,  high-speed  servers  and  an 
ATM  backbone.  Optional  modules  can 


support  Fast  Ethernet  or  Gigabit  Ether¬ 
net  uplinks,  as  well. 

The  device  supports  up  to  eight 
modules  of  2G/4G  bit/sec  Gigabit 
Ethernet  ports,  32  10/100M  bit/sec 
Ethernet  ports  or  32  token-ring  ports. 
A  dual-port  155M  bit/sec  ATM  module 
provides  ATM  uplink  support. 

According  to  Nick  Balafas,  product 
marketing  manager  for  Layer  3 
Ethernet  switches  at  IBM,  this  version 
of  the  8274  improves  the  backplane 
performance  of  the  current  8274  from 
1G  bit/sec  to  22G  bit/sec.  The  box’s 
routing  capacity  has  been  increased 
from  230,000  packet/sec  to  1 .2  million 
to  12  million  packet/sec. 

At  least  one  user  applauded  the  new 
IBM  products. 

Curtis  Blais,  network  specialist  at 
Telus  Communications,  a  large  compa¬ 
ny  in  Edmonton,  Canada  that  uses 
Ethernet  and  token  ring,  says  he’s 
happy  to  see  IBM  finally  get  serious 
about  Ethernet.  “IBM  is  no  longer  only 
a  token-ring  vendor,”  Blais  says. 

The  8274  GRS  will  cost  about  $299 
per  port,  depending  on  configuration.  It 
will  be  available  inApril.The  8371  starts 
at  $9,995  and  will  be  available  Feb.  28. 

IBM:  (800)  426-4968 


IBM's  switching  foray 


IBM  is  offering  two  new  Ethernet  switches. 

8274  Nways  LAN  RouteSwitch  GRS  includes:  8371  Multilayer  Ethernet  Switch  includes: 

•  Multi-Protocol  over  ATM  client  function  and  load 


•  Gigabit  Ethernet,  Fast 
Ethernet,  token-ring  and 
ATM  traffic  support. 

•  Nine  slots;  22G  bit/sec 
backplane. 


balancing. 
•  Two  slots 


HP  Color  LaserJet  4500  Series  printers 

Featuring  ImageREt  Color  Layering 


HP  Color  LaserJet  8500  Series  printers 

Featuring  ImageREt  Color  Layering 


•  Designed  For  workgroups  of  up  to  20  people 

•  4  ppm  color,  16  ppm  black 

•  Supports  a  wide  range  oF  media  including 
envelopes,  labels,  transparencies 
and  soFt-gloss  paper 

•  8  1/2” x  14  "  color  auto-duplex  option 

•  High  volume  paper  handling-up  to 
900  sheet  input  capacity 


Starts  at  $2,499 


PCWEEK 

nwrr; 

31  COMDEX 


•  Designed  For  departments  oF  up  to  50  people 

’  6  ppm  color,  24  ppm  black 

•  Full  range  oF  in-house  color  printing 
features-up  to  11” x  17" Full-bleed  For  Flyers, 
newsletters,  brochures  on  a  wide  range  oF  media 

‘  ll”x  17"  color  auto-duplex  option 

•  Very  high  volume  paper  handling-up  to  3,100 
sheet  input  capacity 

Starts  at  $5,999 


HP.  Better  color,  no  matter  what  you’re  printing. 

For  more  information  about  our  Color  LaserJet  printers,  visit  www.hp.com/go/officecolor. 


WhM  HEWLETT 
PACKARD 

|  Expanding  Possibilities 


*4998  Hewlett-Packard  Company.  Estimated  U.S.  Retail  Pnce. 
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Build  your  network  tough  as  granite  and  smooth  as  marble 
with  our  scalable  ATM  switches,  multiservice  ATM  access  solutions 
and  bandwidth-optimizing  traffic  management. 

Interact  with  the  rugged  truth  at  www.net.com/RockSolidATM/16a 


N.£.  I.  6^00  Pasco  Pad/t  Parkway.  Fremont.  CA  t’.S.A, 

Web  site:  wWw.n ct.eom  email:  infosourcc net. Com 

Network  Equipment  Technologies.  Inc.  All  rights  feaened. 
The  N.F..J.  logo  is  a  registered  trademark  and  N.K.T.  is  a  trademark 
Network  Equipment  Technologies,  liu. 


Network  Equipment 
Technologies 

We’ll  Take  You  There 


Free  Product  info  enter  WVInfoXpress  p70  online  fc'  www.networkworld.com/infoxpress 


NetworkWorkl 

THE  NEWSWEEKLY  OF  ENTtHPRIlE  NETWORK  COMPUTIKQ 


Subscription  Application! 


YES 


I  want  to  receive/continue  to  receive 
my  FREE  subscription  to  Network  World. 


No,  thank  you.  □ 


Signature  (required)  Date 

TO  QUALIFY:  You  must  supply  your  company  name  and  address.  If  military,  please  specifiy  branch/base.  If 
government,  please  specify  division. 


Title 


Company 


Division/Mail  Stop/Military  Branch  or  Base 


City 

If  there  is  a  parent  company,  please  provide  name:  _ 


Zip 


□  My  home  address  is  also  my  business  address. 

Optional  delivery  address:  Enter  your  home  address  below  if  your  company  will  not  accept  delivery  at  your  business  address: 


City 


Zip 


Business  phone  (_ 


FAX  ( 


Internet  E-mail  address _ 

Would  you  like  to  receive  our  weekly  e-mail  news  update  “inFusion"  ?  □  Yes  □  No 

Would  you  like  to  receive  periodic  information  via  e-mail  on  3rd  party  networking  products/services?  □  Yes  □  No 

Publisher  reserves  the  right  to  serve  only  those  individuals  who  meet  publication  qualifications. 

ALL  questions  must  be  answered.  Incomplete  forms  will  not  be  processed.  Free  subscriptions  available  to  qualified 
US  applicants.  Foreign  and  Canadian  rates  available  upon  request. 


BI99 


What  is  the  principal  business  activity  at  your  location? 

(check  ONE  only) 


01.  □  Manufacturing  (other) 

02.  □  Finance/Banking 
03.  □  Insurance/Real  Estate/Legal 
04.  □  Health  Care  Services 
05.  □  Hospitality/Entertainment/ 
Recreation 

06.  □  Media/TV/Cable  /Radio/Print 
07.  □  Retail/Wholesale  Trade/ 
Business  Services 
08.  □  Transportation 
09.  □  Utilities 


10.  □  Education 

1 1.  □  Process  Industries 

(Mining/Construction/Petroleum 

Refining/Agriculture/Forestry) 

12.  □  Government  (Federal/State/Local) 

13.  □  Military 

14.  □  Aerospace 

15.  □  Consulting  (Independent)* 

16.  □  Carriers/Interconnects 

17.  □  Internet  Service  Provider  (ISP) 


18.  □  Manufacturing  (Computer/ 

Communications/OEM) 

19.  □  Resellers  of  Computer/Network 

Products  (VARs.  VADs) 

20.  □  Systems/Network  Integrators* 

21.  □  Distributors  (Computer/ 

Communications)* 

22.  □  Other  (please  specify) 

*  Please  complete  form  based  on  largest 
client. 


What  is  your  job  function? 

(check  ONE  only) 


NETWORK  IS  MANAGEMENT: 

1.  □  Network  Management 

2.  □  LAN  Management 

3.  □  Datacom/Telecom  Management 


4.  □  IS/IT/MIS/CIO/Systems  Management 

5.  □  Internet/Intranet/Electronic 

Commerce  Mgmt.,  Webmaster 

6.  □  Engineering  Management 


7.  □  Corporate  Management  (CEO, 

Pres.,  VP,  Dir.,  Mgr.,  Financial 
Management) 

8.  □  Consultant  (Independent) 

9.  □  Other  _ 


What  is  the  estimated  value  of  Network  equipment  and  services  that  you  specify, 

f?  (Please  print  th 


recommend  or  approve  the  purchase  of?(l 

product  category.  Please  complete  ALL  categories  A-N.) 


number  code  on  the  line  next  to  each 


1.  $100  Million  or  more 

2.  $S0  Million  to  $99.9  Million 

3.  $25  Million  to  $49.9  Million 

4.  $10  to  $24.9  Million 

5.  $1  to  $9.9  Million 

6.  $100,000  to  $999,999 


$50,000  to  $99,999 
Under  $50,000 
None  of  the  above 


_  Large  Systems 
(Mainframes/Minis) 

.  Desktops 

(Micros/Laptops/Workstations) 
_  Servers 
.LANs 

.  WAN  Equipment 
.  Carrier  Services 


_  Internetworking 
.  Internet 
_  Intranet 
_  Extranet 
.  Remote  Access 
_  Peripherals 
_  Software 
.  Service/Support 


□ 

What  is  the  total  number  of  sites  for  which  you  have  purchase  influence? 

(check  ONE  only) 

1.  □  100+  2.  □  50  -  99  3.  □  20  -  49  4.  □  10 -19  5.  □  2  -  9  6.  □  1  7.  □  None 

5. 

What  is  the  total  number  of  Servers/Clients/LANs  installed/planned  at  your  location/ 
in  your  entire  organization?  (check  one  box  in  each  column) 

SERVERS 

Entire  Org. 

8 

50,000+  □ 

10,000  to  49,999  □ 

1,000  to  9,999  □ 

100  to  999  □ 

50  to  99  □ 

10  to  49  □ 

I  to  9 

none  □ 


At  Location 
C 

□  I. 

□  2. 

□  3. 

□  4. 

□  5. 

□  «. 

□  7. 

□  8. 


CLIENTS 


50,000+ 

10,000  to  49,999 
1,000  to  9,999 
100  to  999 
50  to  99 
10  to  49 
I  to  9 
none 


Entire  Org. 
0 

□ 

□ 

□ 

□ 

□ 

□ 

□ 

□ 


At  Location 
E 

□ 

□ 

□ 

□ 

□ 

□ 

□ 

□ 


LANS 

Entire  Org. 
F 

50,000+  □ 

10,000  to  49,999  □ 


1,000  to  9,999 
100  to  999 
SO  to  99 
10  to  49 
I  to  9 
none 


□ 

□ 

□ 

□ 

□ 

□ 


What  is  your  scope  and  involvement  in  purchasing  decisions  for  network  products  and 
services  for  your  enterprise? 


A.  Scope  (check  one  only) 

1 .  □  Corporate/Enterprise 

2.  □  Department 

3.  □  None 


B.  Involvement  (check  All  that  apply) 

1 .  □  Create  Network  Strategy 

2.  □  Recommend/Specify 

3.  □  Approve 


4.  □  Evaluate 

5. D  Determine  the  Need 

6. D  None 


□ 

What  is  the  estimated  number  of  employees  at  your  location/in  entire  organization? 

icheck  ONE  in  each  section) 

A. 

At  your  location: 

B.  Entire  organization: 

1. 

□  Over  20.000 

5.  □  1,000  -  2,499 

1.  □  Over  20,000 

5.  □  1,000  -  2,499 

2. 

□  10,000  -19,999 

6.  □  500  -  999 

2.  □  10,000  -  19,999 

4.  □  500  -  999 

3. 

□  S,000  -  9,999 

7.  □  250  -  499 

3.  □  5.000  -  9,999 

7.  □  499  or  less 

4. 

□  2,500  -  4,999 

8.  0  249  or  less 

4.  □  2,500  -  4,999 

Please  indicate  the  products/services  that  you  are  currently  involved  in  purchasing  or  plan 
to  purchase:  (checkALL  that  apply) 

A.  Currently  involved  in  purchasing  B.  Plan  to  purchase 


INTERNET/INTRANET _ 

a  e 

□  0I.D  Internet  Services/Web  Hosting 

□  02.D  Firewalls/Security/Encryption 

□  03.D  Web  Servers/Software 

□  04.  □  Web  Servers/Hardware 

□  05.  □  TCP/IP  Software 

□  06.  □  Management/Monitoring  Software 


□  II. 

LOCAL-AREA  NETWORKS/  INTERNETWORKING 

A  B  A 

□  18.  □  Local-Area  Networks  □  28. 

□  19.  □  Network  Operating  System  □  29. 

Software 

□  20.  □  Servers  □  30. 

□  21.  □  Print  Servers  □  31. 

□  22.  □  Routers 

□  23.  □  ATM  Switches  □  32. 

□  24.  □  Token-Ring  Switches  □  33. 

□  25.  □  Ethernet  Switches  □  34. 

□  26.  □  Fast  Ethernet  □  35. 

□  27.  □  Gigabit  Ethernet  □  36. 

COMPUTERS/PERIPHERALS _ 


□  07.  □  Voice/Video  Over  IP 

□  08.  □  VPN  Equipment/Services 

□  09.  □  Legacy  Integration  Tools 

(Web  to  Host) 

□  I0.D  Web  Development  Tools  (JAVA 
ActiveX,  etc) 

□  Push  Technology 


□  I2.D  Web  Browsers 

□  I3.D  Intranet  Applications/Groupware 

□  I4.D  Search/Retrieval  Produce 

(web  crawler) 

□  I5.D  Electronic  Commerce  Tools 

□  I6.D  Web  Authoring  Tools 

□  I7.D  Other _ 


□  Layer  3  Switches 

□  Network  Storage  Devices 
(NASs,  SANs) 

□  LAN  Storage/Backup 

□  Optical  Storage/Backup/ 
Jukeboxes 

□  Disk  Storage/Backup 

□  Tape  Storage/Backup 

□  RAID  Storage/Backup 

□  Network  Test/Diagnostic  Tools 

□  Cables,  Connectors,  Baiuns 


□  37.  □  UPS 

□  38.  □  Network  Interface  Cards  (NICs) 

□  39.  □  Hubs 

□  40.  □  Intelligent  Hubs 

□  41.  □  Stackable  Hubs 

□  42.  □  Bridge/Router 

□  43.  □  SNMP  Network  Management 

□  44.  □  Gateways 

□  45.  □  Concentrators/Repeaters 

□  46.  □  Other  (please  specify) 


□  47.  □  Thin  Clients/Network  □  50. 

Computers  (NCs)  □  51. 

□  48.  □  Laptops/Notebooks/Sub-Notebooks  □  52. 

□  49.  □  Micros/PCs  □  53. 

REMOTE/WIRELESS  COMPUTING _ 

A  B  A 

□  58.  □  Remote  Access  Products  □  61. 

□  59.  □  Remote  Access  Services  □  62. 

□  60.  □  PDAs 

SOFTWARE/APPLICATIONS _ 


□  Minis 

□  Mainframes 

□  Workstations 

□  Pnnters/Network  Printers 


□  54.  □  CD-ROM/DVD 

□  55.  □  Fax/Modem  Boards 

□  56.  □  Memory/Chips/Boards/Cards 

□  57.  □  Other _ 


□  PCMCIA  Devices 

□  Wireless  Data 
Equipment/Services 


□  63.  □  Cellular  Equipment  &  Services 

□  64.  □  Other  (please  specify) 


□  65.  □  Network  Management 

□  66.  □  Systems  Management 

□  67.  □  Security 

□  68.  □  Communications  Software 

□  69.  □  Terminal  Emulation 

□  70.  □  Operating  Systems 

□  71.  □  Applications  Development  Tools 

□  72.  □  Database  Management/  RDBMS 

□  73.  □  Groupware 

□  74.  □  Workflow 


□  75. 

□  76. 

□  77. 

□  78. 

□  79. 

□  80. 
□  81. 
□  82. 
□  83. 

WIDE-AREA  NETWORK  EQUIPMENT  &  SERVICES 


□  92.  □  56  Kbps  Modems 

□  93.  □  Under  56  Kbps  Modems 

□  94.  □  Cable  Modems 

□  95. □  Asynchronous  Transfer 

Mode  (ATM) 

□  96.  □  Frame  Relay  Equipment/ 

Services 

□  97.  □  ISDN  Equipment  &  Services 

□  98.  □  FT-I/T-I/T-J  Multiplexers/Services 


□  EDI 

□  E-mail 

□  Desktop  Videoconferencing 

□  Imaging 

□  Suites/Server  Suites 
(Back  Office,  etc) 

□  Middleware 

□  Document  Management 

□  Site  Metering  Tools 

□  Computer  Telephony 
Integration  (CTI) 


□  84.  □  Data  Warehousing 

□  85.  □  Anti  Virus  Software 

□  86.  □  Multimedia 

□  87.  □  Vr.  2000  Conversion 

Software  (Y2K) 

□  88.  □  Helpdesk 

□  89.  □  WeD  Based  Management  Tools 

□  90.  □  Directory  Services 

□  91.  □  Other  (please  specify) 


□  99.  □  xDSL  Services/Products 

□  I00.n  Diagnostic/Test  Equipment 

□  ioi.d  Dsu/csu 

□  102.0  PBXs 

□  103.  □  Videoconferencing 

□  104.  □  Leased  Lines 

□  105.  □  Switched  Data 

□  106.  □  Virtual  Private  Networks  (VPN) 

□  107.  □  FRADs 


□  108.  □  Managed  LAN/Router  Services 

□  109. □  Other _ 

□  1 10.  □  Outsourcing/Systems 

Integration  Services 

□  1 1 1. □  Education/Training  Services 

□  112.  □  None  of  the  above  (l-lll) 


Please  indicate  the  platforms  that  are  currently  installed/planned:  (checkALL  mat  apply) 

A.  Currently  installed  B.  Planned  for  purchase 


NETWORK  PROTOCOLS. 

□  01.  □  TCP/IP 

□  02.  □  IPv6 

□  03.  □  SNA 

LAN  ENVIRONMENT _ 


□  04.  □  Novell  IPX/SPX 

□  OS.  □  APPC/APPN/LU  6.2 

□  06.  □  NETBIOS 


□  07.  □  NFS 

□  08.  □  SNMP 

□  09.  □  Other.. 


□ 

□ 

□ 

□ 

NETWORK  OPERATING  SYSTEM  . 


10.  □  Gigabit  Ethernet 

11.  □  Switched  Ethernet  □ 

12.  □  Fast  Ethernet  (100  Megabit 

Ethernet)  □ 

13.  □  Ethernet 


14.  □  ATM 

15.  □  Token  Ring/Token  Ring 

Switching 

16.  □  IP  Switching 

17.  □  Layer  3  Switching 


□  18.  □  FDDI 

□  19.  □  100Base-T 

□  20.  □  lOBase-T 

□  21.  □  Fibre  Channel 

□  22.  □  Other  _ 


□  23.  □  Windows  NT 

□  24.  □  Windows  NT/Advanced  Server 

□  25.  □  Novell  IntranetWare 

□  26.  □  Novell  (NetWare  5.X) 

COMPUTER  OPERATING  SYSTEM _ 


□  33.  □  NT  Server 

□  34.  □  NT  Workstation 

□  35.  □  Unix/Xenix/AlX/SCO 

□  36.  □  Solaris 

□  37.  □  Windows 


□  27.  □  Novell  (NetWare  4.X) 

□  28.  □  Novell  (NetWare  2JC  3.X) 

□  29.  □  Microsoft  (LAN  Manager) 

□  30.  □  Banyan  (VINES) 


□  31.  □  IBM  (Server) 

□  32.  □  Other  (please  specify) 


□  38.  □  Windows  95 

□  39.  □  Windows  98,  ,9x 

□  40.  □  DOS 

□  41.  □  OS/2,  OS/2  Warp 

□  42.  □  IBM  MVS/VM/VSE 


□  43.  □  Digital  VMS 

□  44.  □  Macintosh 

□  45.  □  Other  _ 


□  46.  □  None  of  the  above  (1-45) 


Which  of  the  following  Servers/Clients  do  you  have  installed/planned  at  your  location? 

(check  ALL  that  apply  in  each  column) 


A.  Servers 

B.  Clients 

A. 

Servers 

B.  Clients 

Power  PC 

□ 

01. 

□ 

486,  386,  286 

□ 

07. 

□ 

Power  Mac 

□ 

02. 

□ 

Sun  Sparc 

□ 

08. 

□ 

Mac  Other 

□ 

03. 

□ 

Rise 

□ 

09. 

□ 

Multiprocessor  Servers 

□ 

04. 

□ 

Alpha 

u 

10. 

□ 

Pentium  II  (Pll) 

□ 

05. 

□ 

Other 

□ 

II. 

□ 

Pentium/Pentium  Pro 

□ 

06. 

□ 

Which  of  the  following  hardware  platforms  are  installed/planned  in  your  company? 

(check  ALL  lhal  apply) 


A  -  Mainframes 
(Large  Scale) 

1.  □  IBM 

2.  □  Amdahl 

3.  □  Cray 


□  Hitachi 

□  Unisys 

□  Other 


B  -  Minis  (Midrange) 

1.  □  IBM  RS/6000 

2.  □  IBM  AS/400 

3.  □  Digital 

4.  □  Tandem 

5.  □  Unisys 

6.  □  AT&T  CIS 

7.  □  H-P 

8.  □  Data  General 

9.  □  Other _ 


C  -  Workstations 

1.  □  Sun  Microsystems 

2.  □  Silicon  Graphics 

3.  □  Digital 
□  H-P 

IBM 


□ 


6.  □  Other_ 


What  is  the  estimated  gross  revenue  of  your  entire  company/institution? 

(check  ONE  only) 


01.  □  $20  billion  or  more 
02.  □  $10  billion  to  $19.9  billion 
03.  □  $1  billion  to  $9.9  billion 
04.  □  $500  million  to  $999.9  million 


05.  □  $100  million  to  $499.9  million 
06.  □  $50  million  to  $99.9  million 
07.  □  $10  million  to  $49.9  million 
08.  □  $5  million  to  $9.9  million 


09.  □  $4.9  million  or  less 
10.  □  None  of  the  above 


For  which  areas  outside  of  North  America  do  you  have  purchase  influence? 

(check  ALL  that  apply) 


I.  □  Europe  2.  □  Asia  3.  □  South  America  4.  □  Australia  5.  □  Middle  East  6.  □  None 


FORM:  9801 


P, 


lease  indicate  the  names  and  job  functions  of  other 
individuals  at  your  location  to  whom  you  would  like  us  to 
send  a  copy  of  NetWOrkWolId 


NAME. 


NAME. 


NAME. 


NAME 


NAME 


JOB  FUNCTION 


JOB  FUNCTION 


JOB  FUNCTION 


JOB  FUNCTION 


JOB  FUNCTION 


Be  Sure  You 
Have  Completed 
the  Following: 

S  Answered  ALL  the 
questions 

/  Signed  and  dated 
the  form 

*■/'  Provided  your 
name,  title  and 
company  address 


Thank  You! 


y  1.  FOLD  HERE  &  MAIL  TODAY  y 
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Sprint’s  big  net  gamble 


Problems  plague  SET  project 


handling  of  Java  crlttebed 


Send  for  your  FREE  Network  World  subscription  today! 


or  apply  on-line  at:  http://www.nwfusion.com 


NetworkWorid 
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Were  not  just  the  #1  networking  newsweekly... we’re  a 
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Internetworking  Monitor 
Kevin  Tolly 

Avoiding 

VPN  PARALYSIS 


to  configure  this. 

As  an  antidote  to  possible  symptoms 
of  VPN  paralysis,  this  week  at  ComNet/ 
DC  ’99  in  Washington,  D.C.  The  Tolly 
Group  has  teamed  up  with  show  spon¬ 
sor  International  Data  Group  and  carrier 
Bell  Atlantic  to  offer  the  VPN  Proving 
Ground.  Utilizing  live  links  to  the 


Internet  provided  by  Bell  Atlantic,  close 
to  a  dozen  VPN  vendors  will  be  demon¬ 
strating  actual  product  communications 
from  “city  to  city”  across  the  Internet. 
Tolly  Group  engineers,  having  previously 
tested  all  of  these  products,  will  be  deliv¬ 
ering  presentations  explaining  the  tech¬ 
nological  aspects  of  each  demonstra- 


tion.Join  usTuesday  through  Thursday  in 
Hall  C  at  the  VPN  Proving  Ground. 

Tolly  is  president  of  The  Tolly  Group, 
a  strategic  consulting  and  indepen¬ 
dent  testing  firm  in  Manasquan,  N.J. 
He  can  be  reached  at  (732)  528-3300, 
ktolly@tolly.com  or  www.tolly.com. 


It  would  be  hard  to  find  a  network 
manager  uninterested  in  virtual  pri¬ 
vate  networks,  and  it  would  be  equally 
difficult  to  find  a  common  definition  of 
VPNs  that  net  managers  can  all  agree 
upon.  It  is  not  just  a  semantic  issue. 
Vendors  far  and  wide  have  recognized 
the  power  of  the  term  “VPN,”  and, 
rightly  or  wrongly,  seem  to  christen 
everything  having  to  do 
with  Internet  transport 
as  being  a  VPN  product 
or  service. 

It  is  easy  to  under¬ 
stand  the  marketing 
motivation  behind  this 
activity.  Not  since  the 
magical  words  “frame 
relay”  came  on  the  scene  in  the  early 
1990s  have  WAN  equipment  and 
service  providers  had  a  buzzword 
that  engendered  universally  positive 
responses. 

At  the  rate  we’re  going,  before  long 
there  will  be  few  WAN  products  that 
are  not  tagged  with  the  VPN  moniker. 
Because  of  this,  potential  customers 
may  easily  come  down  with  a  case  of 
what  I  call  “VPN  paralysis.”  Until  they 
can  figure  out  exactly  what  is  going  on 
in  the  market,  they  may  choose  to 
delay  acquisition  and  implementation. 

It  would  be  too  harsh  to  blame  all 
cases  of  VPN  paralysis  on  vendors 
because,  by  nature, VPNs  are  somewhat 
more  confusing  than  dedicated  private 
networking.  As  proof,  one  need  only 
examine  what  should  be  the  most 
straightforward  implementation  of 
VPN  technology,  the  Microsoft  VPN 
client,  to  realize  the  potential  confu¬ 
sion  associated  with  the  technology. 

With  the  Microsoft  package,  after 
dialing  a  real  phone  number  to  con¬ 
nect  to  your  real  ISP,  you  use  the  same 
procedure  to  dial  a  second  connection. 
The  second  number  you  dial,  though, 
isn’t  a  phone  number  at  all  but  an  IP 
address.  And  even  though  the  message 
says  you  are  dialing,  you  aren’t  actually 
dialing  the  second  number  (because  it 
isn’t  a  phone  number).  Finally,  what 
you  are  connecting  to  isn’t  another  ser¬ 
vice  provider  but  a  Microsoft  VPN  tun¬ 
nel  server  —  that  doesn’t  even  have  a 
modem  connected  to  it  —  sitting 
between  the  Internet  and  your  corpo¬ 
rate  network.  Got  it? 

And  just  in  case  the  user  has  failed  to 
notice  the  “double  networking”  that  is 
taking  place,  he  now  has  not  one  but 
two  modem  connection  icons  flashing 
away  on  the  status  bar.  And  this  is  only 
what  the  end  user  sees.  Just  imagine 
what  it  takes  for  the  systems  manager 


New!  APC  Symmetra"  Power  Array"  provides 
7  x  24  protection  for  recentralized  datacenters 


"APC  has  innovative 
technology  which  promises 
reliability,  Symmetra™ 
interacts  smoothly  with  both 
hardware  and  software. " 

Ron  O'Reilly,  Field  Support 
Formerly  Manager/IS, 

Toyota  Motor  Sales,  USA 


You've  survived  downsizing  and 
rightsizing.  You’ve  seen  the  main¬ 
frame  come  and  go  a  few  times. 
Users  who  once  demanded  the 
power  of  distributed  client/server 
are  now  asking  you  to  take  back 
what  you  gave  them  and  make  it 
available  99.999%  of  the  time. 

APC's  Award-winning  Symmetra™ 
Power  Array™  can  help.  Designed 
to  handle  complex  computing 
environments,  the  Symmetra  pro¬ 
tects  7  x  24  datacenters  and  enter¬ 
prise  server  farms  like  no  other 
machine.  With  Symmetra's 
advanced  Power  Array  technology, 
you  cease  to  worry  about  power 
problems  and  you  focus  on  keep¬ 
ing  your  end  users  happy. 

We  protect  more  networks  and 
systems  than  any  other  brand. 

Call  APC  today  for  your  FREE 
Enterprise  Solutions  Kit. 


For  site-wide  protection, 
ask  about  the  new  APC 
Silcon  DP300E  with  solu¬ 
tions  starting  at  10  kVA. 


Reliability  factors 

•  Downtime  risk  is  reduced  through 
N+1  redundancy 

•  4-16  kVA  scalability  allows  modular 
expansion  and  reconfiguration  as  your 
datacenter  grows 

•  APC  is  preferred  8-1  for  reliability  over 
any  other  brand  ( Computerworld 
magazine  study) 


•  Extended  battery  frames  mean  virtual¬ 
ly  unlimited  runtime 

•  Easy  manageability  through 
PowerChute®  plus  software  improves 
your  crisis  response  time 

•  Simple  maintenance  dramatically  low¬ 
ers  cost  of  ownership 


Legendary  Reliability" 


Installing  or  reconfiguring  your  modular  Power  Array  couldn't  be  any  simpler. 


©1999  APC.  All  Trademarks  are  the  property  of  their  owners.  SY1A9EF-US  •  PowerFax:  (800)347-FAXX  •  E-mail:  datacenter@apcc.com  •  132  Fairgrounds  Road,  West  Kingston,  RI  02892  USA 


FREE  Enterprise  Solutions  Kit!  Learn  how  to  keep  up  and  running  today! 

Order  nOW  http://promo.apcc.com  Key  Code  i 8 9 2 z  or  Call:  (888)  289-APCC  xl  1 96 

Free  Product  info  enter  NWInfoXpress  #72  online  @  www.networkworld.com/infoxpress 
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Compaq  starts  to  deliver  on  storage  plan 

ProLiant  High  Availability  Cluster  combines  fault-tolerant  server  and  storage  technology. 


BY  DENI  CONNOR 

HOUSTON  —  Compaq 
today  will  deliver  the  first 
product  based  on  its  ambi¬ 
tious  enterprise  network  stor¬ 
age  plan  revealed  last  month. 

The  product  consists  of 
two  Windows  NT  ProLiant 
servers,  each  with  four 
Pentium  II  Xeon  processors, 
as  well  as  clustering  soft¬ 
ware  and  new  RAID  subsys¬ 
tems.  Compaq  will  offer  the 
server  and  storage  cluster  in 
a  rackmounted  configuration 
and  will  provide  fully  redun¬ 
dant  components  across  the 
system. 

Accessible  storage 

The  offering  adheres 
to  Compaq’s  new  Enter¬ 
prise  Network  Storage 
Architecture,  which  is 
designed  to  make  storage 
more  accessible  from  any¬ 
where  on  a  network  (JSfW, 


Dec.  14,  1998,  page  19.) 

Compaq’s  new  ProLiant 
High  Availability  Cluster, 
HA/F500,  is  designed  to  han¬ 
dle  large  databases,  decision 

Compaq's  ProLiant  High 
Availability  Cluster 

The  server  and  storage  com¬ 
bination  features  redundant 
components  and  comes  in  a  rack¬ 
mounted  enclosure. 


support  systems,  enterprise 
resource  planning  and  other 
key  corporate  applications. 

Compaq’s  integration  of 
storage,  server  and  clustering 
technologies  “gives  cus¬ 
tomers  a  much  stronger 
chance  of  avoiding  system 
downtime,”  says  James 
Gruener,  a  senior  analyst  at 
Aberdeen  Group  in  Boston. 

The  cluster  uses  Com¬ 
paq’s  Secure  Path  soft¬ 
ware  to  pro¬ 
vide  two  phys¬ 
ical,  active 
connections  from  the 
servers  to  Compaq’s  new 
StorageWorks  RAID  Array 
8000  disk  subsystems. 

The  HA/F500  can  be 
configured  in  any 
number  of  ways  to 
provide  increased  lev¬ 
els  of  fault  tolerance. 
Users  can  set  up  the 
system  with  redundant 
storage,  host  bus  adapt¬ 


Fibre  Channel  hubs 


ers,  Fibre  Channel  hubs  and 
links  between  devices  to 
ensure  failover  protection 
in  the  event  a  single  device 
falters. 

In  addition,  the  HA/F500 
has  hot-plug  fans,  power  sup¬ 
plies,  hard  drives  and  net¬ 
work  adapters  that  will 
failover  for  each  other. 

Storage  components 

The  storage  subsystem 
includes  two  active  RAID 
controllers  and  up  to  24  hot- 
replaceable  internal  drives. 
Up  to  72  drives  can  be  sup¬ 
ported  by  adding  two  exter¬ 


nal  disk  drive  enclosures. 

Compaq  ProLiant  server 
clusters  start  at  $50,000.  The 
company  is  charging  $  1 10  for 
documentation  that  explains 
how  to  set  up  a  clustered 
system  using  a  single¬ 
loop  configuration  between 
servers  and  storage  systems. 
It  costs  $4,400  for  docu¬ 
mentation,  plus  Compaq 
clustering  and  Secure  Path 
software  needed  to  set  up 
a  dual-loop  between  servers 
and  storage  devices.  The 
new  RAID  Array  8000  costs 
about  $68,000  for  400G  bytes 
of  storage. 

Separately,  Compaq  says  it 
will  ship  the  StorageWorks 
Enterprise  Storage  Array 
12000,  which  is  designed  for 
data  center  operations.  The 
12000  is  priced  at  $1.5  mil¬ 
lion  for  10  terabytes. 

Compaq:  (800)  282-6672 


New  Eicon  modem 
makes  the  most  of  ISDN 


Hewlett-Packard  scales  up  Its  switch  line 


New  ProCurve  routing  switches  can  handle  workgroup,  backbone  duties. 


BY  DENI  CONNOR 

PALO  ALTO  —  Hewlett- 
Packard  last  week  unveiled 
its  most  powerful  Ethernet 
routing  switches  yet,  provid¬ 
ing  users  with  new  options 
for  aggregating  workgroup 
traffic  and  building  backbone 
networks. 

The  chassis-based  Pro- 
Curve  Routing  Switch  9300 
comes  in  two  models  that 
can  switch  50  million  packet/ 
sec  and  100  million  packet/ 
sec,  respectively. 

Switch  configurations 

The  9304M  is  a  four- 
slot  switch  that  can  be  con¬ 
figured  with  up  to  32  Gigabit 
Ethernet  ports,  up  to  96 
10/100M  bit/sec  autosensing 
ports  or  a  mix  of  the  two 
port  types. 

The  eight-slot  9308M  sup¬ 
ports  up  to  64  Gigabit 
Ethernet  ports  or  up  to  192 
10/100  autosensing  ports. 


Both  switches  route  IP, 
Novell  Internetwork  Packet 
Exchange  and  AppleTalk 
traffic.  HP’s  previous  high- 
end  switch,  the  10-slot 
Switch  8000,  does  not  per¬ 
form  routing. 


HP's  ProCurve  Routing  Switch 
9308M  can  handle  workgroup 
and  backbone  switching  chores. 


“The  routing  switches  are  a 
really  good  move  for  HP  in 
that  they  help  HP  compete 
higher  up  in  the  food 
chain  than  before,”  says  Greg 


Collins,  a  senior  analyst  with 
the  Dell  ’Oro  Group  in 
Portola  Valley,  Calif. 

“For  network  managers, 
they  provide  Layer  3  func¬ 
tionality,  such  as  application 
prioritization,  quality  of  ser¬ 
vice,  filtering  and  automatic- 
switch  failover  capability,” 
he  says. 

Each  ProCurve  switch  can 
be  managed  with  TopTools, 
HP  OpenView  or  a  command¬ 
line  interface. 

Power  supply  backup 

The  switches  contain 
redundant  power  supplies 
and  can  be  configured  to 
back  up  each  other  in  the 
event  of  a  failure. 

The  9304M  costs  $7,999, 
and  the  9308M  costs  $15,999. 
A  24-port  Ethernet  twisted¬ 
pair  module  is  priced  at 
$1,299,  and  an  eight-port 
fiber-optic  Gigabit  Ethernet 
module  costs  $25,999- 

HP:  (800)  752-0900 


Remote  access  device  targets  small-office  users. 


BY  MARC  SONGINI 

MONTREAL  —  Eicon 
Technology  this  week  will 
introduce  a  modem  designed 
to  let  small-office  and  home 
users  share  local  network 
resources  as  well  as  WAN 
access. 

The  Diva  LAN  ISDN  Modem 
features  a  four-port  lOBase-T 
Ethernet  hub  that  can  be 
linked  to  additional  hubs  to 
support  up  to  50  end  users. 
The  product’s  hub  technology 
enables  users  to  share  fax 
machines,  printers  and  other 
local  resources. 

The  new  Eicon  device  also 
supports  a  shared  ISDN  link 
that  provides  access  to  the 
Internet  or  corporate  network 
at  speeds  up  to  512M  bit/sec 
by  using  data  compression. 
The  product  boasts  tariff  man¬ 
agement  features  and  only 
uses  the  second  ISDN  B  chan¬ 
nel  when  needed.  In  addition, 
the  modem  supports  on/ 
dynamic  ISDN,  which  lets  an 
ISDN  line  handle  up  to  three 
calls  simultaneously. 

The  Diva  Modem  comes 
with  Point-to-Point  Tunneling 
Protocol  support  for  use  in  vir¬ 


tual  private  network  configu¬ 
rations  with  Windows  95,  98, 
and  NT  desktops. 

Eicon,  which  offers  a  broad 
line  of  client  and  server  re¬ 
mote  access  products,  has 
designed  its  new  modem  so 
that  it’s  easy  for  even  nontech¬ 
nical  people  to  install  and  set 
up.  It  features  color-coded 
cables  and  graphical  user  inter¬ 
face  wizards  that  help  users 
through  the  setup  process.The 
product  also  comes  with  Web- 
based  configuration  and  man¬ 
agement  software. 

“This  is  the  Swiss  army 
knife  for  ISDN,”  says  John 
Behrman,  an  analyst  withTetra 
Engineering,  who  has  been 
using  Eicon’s  new  product  for 
the  past  few  weeks  to  support 
his  two  servers  and  several 
desktops.  In  particular,  he  likes 
the  product’s  ability  to  keep 
more  than  one  line  open 
simultaneously  so  that  he  can 
send  faxes  while  talking  to  a 
customer. 

Eicon’s  offering  competes 
with  comparable  products 
from  Ascend,  Cisco  and  3Com. 

The  new  modem  costs 
$495  and  is  available  now. 

Eicon:  (972)  417-5500 
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If  there’s  the  tiniest  little  hole  in  your  net,  they’ll  find  it 
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McAfee  Total  Virus  Defense  / 


PGP  Total  Network  Security 


Sniffer  Total  Network  Visibility 


Magic  Total  Service  Desk 


Bugs  from  the  Internet  to  your  PCs. 


The  Internet  is  to  the  computer  virus  what  the  airplane  is  to  the  biological  virus;  a  way  td  travel  the 


WORLD  AND  INFECT  EVERYONE.  SO  MCAFEE  TOTAL  VIRUS  DEFENSE  (TVD)  FENDS  OFF  VIRUS  ATTACKS  ANYWHERE  ON  YOUR  NETWORK,  USING  A 

3 F  THE  WORLD.  Up-to-the-Minute  Extermination. 


multi-layered  defense  against  the  scumbags  and  MALICIOUS  CODE  CRACKERS  OF 


With  well 


OVER  400  NEW  VIRUSES  FOUND  EVERY  MONTH,  YOU’RE  EITHER  UP-TO-DATE  WITH  YOUR  VIRUS  PROTECTION  OR  YOU’RE  TOAST.  MCAFEE  TVD  KEEPS 

PEOPLE  ACROSS  YOUR  COMPANY  UP-TO-DATE  WITH  A  MINIMUM  OF  HASSLE.  WE  UPDATE  YOU  AUTOMATICALLY  OVER  THE  INTERNET,  SO  YOU  ALWAYS 


HAVE  THE  LATEST  AND  GREATEST.  JUST  LIKE  60  MILLION  OTHER  COMPUTERS  WORLDWIDE 


Best-of-Breed  Meets  Integration,  du 


R  LEADING  ANTI¬ 


VIRUS  TECHNOLOGY  IS  INTEGRATED  WITH  COMMON  UPDATING,  ALERTING  AND  REPORTING,  AND  IS  ALL  BACKED  BY  AN  EMERGENCY  RESPONSE  TEAM 


OFFENSE,  TOO 


THAT  KILLS  NEW  VIRUSES  WITH  “FOLLOW  THE  SUN”  COVERAGE  FROM  1  1  SITES  ON  6  CONTINENTS.  IT’S  NOT  JUST  THE  BEST  DEFENSE;  IT’S  THE  BEST 

CALL  boo-332-9966,  DEPT.  624B,  FOR  OUR  WHITE  PAPER  ON  MULTI-LAYERED 

DEFENSE  OR  VISIT  WWW.NAI.COM.  THEN  GET  THE  BEST  IN  PEST  CONTROL,  WITH  MCAFEE  TOTAL  VIRUS  DEFENSE. 

Who’s  watching  your  network 


Kill  Bugs  Dead  .  i 


©1998  Network  Associates.  Inc 


Free  Product  info  enter  NWInfoXpress  #85  online  @  www.networkworld.com/infoxpress 


What  does  the  first 
transatlantic  telegraph 
cable  and  one  of  the  world’s 
leading  Internet  networks 
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&  WIRELESS. 


CABLE  &  WIRELESS 

USA 


It’s  hardly  surprising  that  Cable  &  Wireless 
is  one  of  the  world’s  premier  Internet 
solutions  providers. 

After  all,  we  were  the  first  company  to 
connect  Europe  and  America  by  telegraph 
cable,  and  to  own  and  operate  a  global 
digital  network. Today,  wherever  the 
Internet  is  growing  fastest  and  strongest  - 
Hong  Kong,  the  Caribbean,  Australia, 
the  United  Kingdom,  the  United  States  - 
Cable  &  Wireless  is  leading  the  way. 


Now  we’re  ready  to  bring  you  expanded 
global  connectivity  and  a  new  world  of 
communication  solutions  through  a  U.S. 
Internet  network  that  is  among  the  fastest 
and  most  reliable  in  the  world. 

All  from  the  company  that’s  been 
networking  your  world  for  125  years. 

Get  connected  with  Cable  &  Wireless - 
the  company  that  expands  your 
business  reach  with  Internet,  voice, 
data  and  messaging  services. 


©  1999  Cable  &  Wireless.  Inc. 


Visit  us  at  www.cw-usa.net 
or  call  1-800-969-9998 


Free  Product  info  enter  NWInfoXpress  #61  online  @  www.networkworld.com/infoxpress 


Uriels 


H.  Brian  Thompson,  who  left 
Qwest  as  board  vice  chairman 
at  the  end  of  last  year,  is  joining 
Telecom 
Eireann  as 
the  Irish 
national  tele¬ 
phone  com¬ 
pany's  chair¬ 
man.  Thomp¬ 
son  was  CEO 
of  second- 
tier  long¬ 
distance  car¬ 
rier  LCI 
International 
before 

Qwest  bought  LCI  in  the  middle 
of  last  year.  Thompson  has 
served  on  Ireland's  Advisory 
Committee  on  Telecommu¬ 
nications. 

With  high-stakes  decisions 
pending  in  Washington,  D.C., 
AT&T  has  plucked  a  new  lobby¬ 
ist  from  Capitol  Hill.  Kevin 
Joseph,  senior  Democratic 
counsel  for  the  Senate  Com¬ 
merce  Committee,  will  join  AT&T 
as  vice  president  for  congres¬ 
sional  and  regulatory  affairs. 
AT&T  has  been  bulking  up  its 
lobbying  staff  as  regulators  pre¬ 
pare  to  vote  on  regional  Bell 
operating  company  mergers, 
AT&T's  merger  with  cable  giant 
Tele-Communications  and  the 
possible  partial  deregulation  of 
regional  Bell  operating  company 
data  services. 

Cable  TV  operator  Comcast 
last  week  sold  its  cellular  tele¬ 
phone  operations  to  SBC 
Communications  for  about 
$1.7  billion.  SBC  has  6.5  million 
cellular  subscribers  in  16  states 
and  the  District  of  Columbia, 
and  Comcast  has  about  850,000 
cellular  customers,  mostly  in 
Pennsylvania,  New  Jersey  and 
Delaware.  The  move  will  help 
SBC  fill  out  its  cellular  cover¬ 
age  area. 


H.  Brian 
Thompson  has 
joined  Telecom 
Eireann. 
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The  Internet ,  Extranets, 


Interexchange  and  Local 


Carriers,  Wireless,  Regulatory  Affairs 


Web  tools  ease  telco  account  contro 


BY  DENISE  PAPPALARDO 

JACKSON,  MISS.  —  MCI  WorldCom 
this  week  is  releasing  Web  tools  de¬ 
signed  to  make  bill  payment  and  traffic 
reporting  easier  for  business  users. 

MCI  WorldCom’s  Interact  Java-based 
tools  will  let  On-Net’s  data,  legacy  MCI 
voice,  and  WorldCom  Intelenet  customers 
simplify  the  way  they  interact  with  their 
carriers.  On-Net  is  the  company’s  inte¬ 
grated  voice  and  data  access  service. 

By  establishing  two  Web  server  farms, 
one  in  Washington,  D.C.  and  the  other  in 
Colorado  Springs,  MCI  WorldCom  is  let¬ 
ting  users  access  account  information 
from  their  desktops.  Users  can  access 
the  Interact  Web  site  using  any  standard 
Web  browser  supporting  Secure  Sockets 
Layer  encryption. 

If  Interact  sounds  familiar,  that’s 
because  MCI  launched  the  program  last 
March,  prior  to  its  acquisition  by 
WorldCom.  But  at  that  time,  all  of  the 
tools  were  not  ready.  Now  the  merged 
company  is  porting  the  tools  to  some  of 
MCI  WorldCom’s  joint  service  offerings. 
For  example,  half  of  the  10  Interact  tools 
are  available  to  users  for  the  first  time. 
Those  new  tools  are  Electronic  Billing 
and  Reporting,  Broadband  Reporting, 
Price  Reporting,  Traffic  Reporting  and 
Traffic  Monitoring. 

Electronic  Billing  and  Reporting  will 
likely  be  the  most  widely  used  Interact 
tool.  The  package  lets  users  easily  view 
invoices,  run  reports  and  pay  their  voice 
and  data  bills  monthly.  After  accessing 
the  Interact  Web  page,  users  can  transfer 
funds  from  their  banks  to  a  preapproved 
MCI  WorldCom  financial  institution  to 
pay  their  bills  (see  graphic).  Users  can 
also  print  bills  and  mail  the  invoices 
with  payment. 

The  Broadband  Reporting  feature  lets 
MCI  WorldCom  ATM,  frame  relay  and 
Switched  Multimegabit  Data  Service 
users  monitor  and  crunch  monthly  or 
daily  reports  on  data  connection  use. 
Broadband  Reporting  is  also  useful  in 
determining  when  a  link  may  be  reach¬ 
ing  capacity. 

The  Price  Reporting  tool  allows 
users  to  receive  rated-call  detail  records 
on  a  daily  or  monthly  basis  so  they  can 
determine  usage  and  costs.  The  infor¬ 
mation  allows  administrators  to  more 
efficiently  manage  voice  services. 

The  Traffic  Reporting  and  Traffic 
Monitoring  tools  are  specifically  de¬ 
signed  for  MCI  WorldCom’s  toll-free 
users. The  tools  let  users  gather  informa¬ 


tion  such  as  peak  calling  times  and  over¬ 
all  network  utilization  for  departmental 
chargebacks. 

First  Union  Bank  wants  to  use  the 
Interact  tools  to  keep  better  track  of  its 
toll-free  call  centers,  says  Gary  Morris, 
senior  vice  president  of  telecommunica¬ 
tions  services  at  the  Charlotte,  N.C., 
bank.  Applications  that  will  make  it  eas¬ 
ier  to  keep  track  of  departmental  usage 


Easy  billing 


BY  DENISE  PAPPALARDO 

BELLEVUE,  WASH.  —  Nextlink  Com¬ 
munications  is  betting  that  $840  mil¬ 
lion  it  has  invested  in  local  multipoint 
distribution  services  (LMDS) 
will  let  the  company  quickly 
offer  customers  a  variety  of 
new  wireless  voice  and  data 
services. 

Earlier  this  month,  Nextlink 
snapped  up  WNP  Communi¬ 
cations  for  $549  million  largely 
because  of  the  40  LMDS  licens¬ 
es  the  firm  held  in  many  large 
metropolitan  areas.  Nextlink 
will  also  be  paying  the  FCC  an 
additional  $153  million  for 
WNP’s  LMDS  licenses. 

Nextlink  then  bought 


will  be  helpful  for  internal  billing,  he 
says. The  bank  is  evaluating  some  of  the 
Interact  tools. 

While  telecommunications  or  data 
services  managers  may  have  been  the 
only  staff  members  to  review  network 
usage  and  bills  in  the  past,  Interact  allows 
others  to  view  any  of  the  Interact  report¬ 
ing  and  monitoring  tools.  Network 
See  MCI  WorldCom,  page  34 


Nextel’s  50%  interest  in  Nextband  for 
$138  million.  Nextband  is  the  second- 
largest  holder  of  LMDS  licenses,  with  42, 
and  Nextlink  already  owns  the  other  half 
of  the  company.  The  moves  give  Nextlink 
about  95%  of  the  LMDS 
licenses  available  in  the  U.S. 

LMDS  is  a  high-band¬ 
width,  fixed  wireless  tech¬ 
nology  that  will  let  cus¬ 
tomers  bypass  local  ex¬ 
change  carriers  (LEC)  and 
tie  directly  into  the  LMDS 
provider. The  bypass  feature 
is  expected  to  reduce  the 
time  and  cost  of  carrier  pro¬ 
visioning.  It  is  one  of  the 
key  reasons  why  Nextlink 
plans  on  using  LMDS,  says 
See  Nextlink,  page  34 


MCI  WorldCom's  Electronic  Billing  and  Reporting  Web  tool  lets  a  user  pay  his 
voice  and  data  bills  online  by  transferring  funds  from  his  bank  to  MCI  WorldCom. 
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button  tO  MC iWORLDCOM. 

get  to  the 
Web  page 
that  will 
allow  him  to 
instantly 
pay  his  bill. 


User  enters  the  name  of 
the  financial  institution 
from  which  the  funds  will 
be  transferred  to  cover  the 
payment. 


User  indicates 
how  much  of  the 
bill  he  will  pay. 

m 


Nextlink  bets  the  farm  on  wireless 


Nationwide  wireless 
services  is  Nextlink 
President  George 
Tronsrue's  goal. 
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Carriers  S  ISPs 


sphere  debuts  stackable  product  for  ATM  'unPBX' 


New  Virtual  Branch  Exchange  system  reduces  single  points  of  failure,  cuts  carrier  tolls. 


Putting  ATM  to  the  voice  test 

Components  of  Sphere's  VBX  system  for  ATM  networks: 

VBX  PhoneHub 1200 

Stackable  box  connecting  12  standard  analog  telephones. 

VBX  PhoneHub  2400 

Stackable  box  connecting  24  standard  analog  telephones. 

VBX  COHub  2410 

Stackable  T-1  interface  to  ATM  25M  bit/sec  or  155M  bit/sec  network 
connections. 

VBX  PhoneNIC  210  Series 

ATM  25M  bit/sec  or  1 55M  bit/sec  network  interface  cards  for  voice  and 
data  devices. 


BY  DAVID  ROHDE 

LAKE  BLUFF,  ILL.  —  A  maker 
of  an  ATM-based  alternative 
PBX  system  has  upgraded  its 
product  to  include  distributed 
components  for  greater  scala¬ 
bility  and  less  risk  of  a  single 
point  of  failure. 

The  Virtual  Branch  Exchange 
(VBX)  system  from  Sphere 
Communications  is  a  series  of 
distributed  hardware  compo¬ 
nents  designed  for  use  in 
local  or  metropolitan-area 
ATM  networks,  especially  in 
government,  university  and 
school  systems. 

The  VBX  cuts  out  local  and 
long-distance  carrier  tolls  — 
though  only  among  enterprise 
net  locations  —  and  eliminates 
the  need  to  preprovision  ATM 
permanent  virtual  circuits  in  a 
private  network  or  carrier  ATM 
service. 

The  VBX  is  the  next  version 
of  the  vendor’s  original  Spheri- 
call  alternative  PBX,  which  pro¬ 
vided  a  single  ATM  call-control 
server.  In  the  VBX  line,  the 
system  components  are  dis¬ 
tributed  among  call-control 
servers,  the  stackable  Phone¬ 
Hub  that  brings  groups  of  12  or 


24  phones  onto  an  ATM  cam¬ 
pus  LAN  and  a  rack-mounted 
T-1  interface  unit  for  ATM  WAN 
connections.TheT-1  interface  is 
known  as  the  COHub  because 
it  emulates  the  function  of  a 
telephony  central  office. 

Sphere  is  betting  on  the 
growth  of  ATM  in  user  environ¬ 
ments,  particularly  in  the  public 
sector  where  network  adminis¬ 
trators  often  have  access  to  pri¬ 
vate  fiber.  “We’re  going  where 
the  ATM  and  the  fiber  is,”  says 
Kurt  Jacobs,  product  manager 
for  Sphere  Communications. 

Under  the  VBX  system,  the 


call-control  server  carves  out 
the  equivalent  of  private  ATM 
switched  virtual  circuits  for 
each  telephone  call  over  the 
local  or  wide  area,  Jacobs  says. 

To  some  extent,  Sphere’s 
VBX  competes  with  other  so- 
called  unPBXs,  which  usually 
run  over  a  switched  Ethernet 
infrastructure.  But  to  a  greater 
extent,  Jacobs  says  Sphere  is 
competing  with  large  PBX  ven¬ 
dors,  such  as  Lucent,  that  have 
added  optional  ATM  switching 
modules  to  their  otherwise  pro¬ 
prietary  voice  switches. 

“The  traditional  PBX  manu¬ 


facturers  are  really  doing  ATM 
circuit  emulation,”  Jacobs  says. 
“We’re  truly  using  the  ATM 
switch  as  the  switch  fabric.” 

As  a  result,  Sphere  officials 
say  they  don’t  need  to  bother 
with  voice  compression  to 
squeeze  down  the  amount  of 
reserved  bandwidth.  Call  quali¬ 
ty  that  is  at  least  equivalent  to 
that  of  the  public  telephone 
network,  according  to  Jacobs. 

Also  in  contrast  to  other 
unPBXs,  by  taking  the  tele¬ 
phone  interfaces  out  of  a  single 
server  and  making  them  stack- 
able  hubs,  Sphere  claims  it  can 
provide  greater  scalability. 


MCI  WorldCom, 

continued  from  page  33 

administrators  can  set  up 
seven  levels  of  access  for  any 
staff  member. 

For  instance,  a  call  center 
manager’s  access  could  be  set 
up  so  that  he  could  view  the 
total  cost  of  his  department’s 
toll-free  service  charges,  but  he 
would  not  have  the  ability  to 
transfer  funds  to  pay  the  bill. 

Interact  tools  that  are  slated 
for  availability  in  the  second 
and  third  quarters  include: 

•  Service  Inquiry,  which 
will  let  users  send  trouble  tick¬ 
ets  over  the  Internet. 

•  Event  Monitor,  which  will 


Currently,  the  VBX  system 
maxes  out  at  1,500  users,  com¬ 
pared  with  the  96  maximum 
that  has  long  been  typical  of 
alternative  PBXs. 

Prices  for  the  VBX  system 
average  about  $500  per  station, 
according  to  Sphere  officials. 
The  system  requires  the  instal¬ 
lation  of  a  25M  bit/sec  or  155M 
bit/sec  ATM  LAN. 

The  first  VBX  components, 
the  PhoneHub  VBX  1200  and 
2400,  are  available  now. 
Additional  VBX  components 
will  ship  throughout  the 
first  quarter. 

Sphere:  (847)  247-8200 


let  network  managers  set  up 
customized  network  alarms. 

•  Service  Ordering/Online 
Order  Entry,  which  will  let 
users  order  new  services 
through  the  Interact  Web  site. 

•  Outbound  Network  Man¬ 
ager,  which  will  let  users 
manage  individual  outbound 
and  calling  card  accounts. 

•Toll  Free  Network  Manager, 
which  will  let  users  direct  toll- 
free  calls  to  particular  destina¬ 
tions  and  set  up  alternate  rout¬ 
ing  plans  for  when  congestion 
occurs. 

Interact  is  available  to  cus¬ 
tomers  at  no  additional  charge. 

MCI  WorldCom:  (800)  727- 
5555 


U.K.s  Vodafone  gets  AirTouch  for  $56  billion 


BY  ELIZABETH 
HEICHLER  AND 
JANA  SANCHEZ 

LONDON  —  After  some  fits  and 
starts,  Vodafone  Group  and 
AirTouch  Communications  last 
week  announced  they  will 
merge  and  form  the  world’s 
largest  wireless  telecommunica¬ 
tions  company,  which  will  have 
a  combined  market  value  of 
about  $110  billion. 

The  transaction  ends  a  bid¬ 
ding  war  between  telecom 
heavyweight  Bell  Atlantic  and 
the  U.K.’s  Vodafone  for  San 
Francisco-based  AirTouch.  Bell 
Atlantic  had  offered  $45  billion 
in  stock  for  the  company  (NW, 
Jan.  1 1 ,  page  25). 

Bell  Atlantic  wanted  to 
build  a  nationwide  mobile 
phone  network  that  could 
offer  services  to  compete 


with  AT&T  and  Sprint. 

Analysts  predict  that  after  the 
deal  closes,  users  may  see  less 
expensive  long-distance  calls 
due  to  the  overall  size  and  effi¬ 
ciency  of  the  network.  Stan¬ 
dardized  paging,  voice  mail  and 
other  features  corporate  users 
need  when  traveling  will  also 
be  offered. 

For  Vodafone,  which  has 
been  working  to  expand  its  in¬ 
ternational  presence,  the  deal  is 
good  news,  says  Nicky  Scott,  a 
consultant  at  Ovum  in  London. 
An  internationally  recognized 
operator  will  have  a  better 
chance  when  bidding  for  new 
mobile  licenses.“And,  of  course, 
it  creates  an  automatic  global 
roaming  agreement  between 
Vodafone  and  AirTouch.” 

The  merged  company,  to  be 
known  as  Vodafone  AirTouch 
PI.C,  will  serve  over  23  million 


cellular  and  digital  personal 
communications  services  cus¬ 
tomers  in  23  countries  on  four 
continents,  thus  becoming  the 
world’s  largest  wireless  firm. 
The  merger  is  expected  to  close 
in  the  second  half  of  this  year. 

Vodafone  CEO  Chris  Gent 
will  be  CEO  of  the  new  com¬ 
pany,  and  AirTouch  Chairman 
and  CEO  Sam  Ginn  will 
become  nonexecutive  chair¬ 
man.  Corporate  headquarters 
will  be  in  Newbury,  England, 
and  the  headquarters  for  U.S. 
and  Asia-Pacific  operations  will 
be  in  San  Francisco. 

AirTouch  can  be  reached  at 
(4 1 5)  658-2000  and  Vodafone  at 
44-1295-815-0000. 

Heichler  and  Sanchez  are 
correspondents  with  IDG  News 
Service’s  Boston  and  London 
bureaus,  respectively. 


Nextlink, 

continued  from  page  33 

George  Tronsrue,  president 
and  chief  operating  officer 
at  Nextlink,  based  here. 
Nextlink  is  also  depending 
on  LMDS  to  speed  the 
deployment  of  services  to 
new  customers  because  the 
service  provider  won’t  have 
to  strike  deals  with  in¬ 
cumbent  LECs  or  com¬ 
petitive  LECs  throughout 
the  country. 

Today,  Nextlink  is  primarily 
offering  voice  services  to 
small  business  users  in  geo¬ 
graphic  pockets  around  the 
U.S. 

The  company  is  also  offer¬ 
ing  customers  Internet  ser¬ 
vices  through  a  private  deal 
with  PSINet. 


Nextlink  plans  to  add 
frame  relay  and  ATM  services 
to  the  mix  by  next  year. 

It  also  plans  to  offer 
users  competitive  voice  and 
data  rates  nationwide,  Tron¬ 
srue  says.  3 


More 


LMDS  primers. 

Nextlink  financial  and 
stock  news. 


UacFmdf>> 


www.  ■  .com 

nwfusion 


34  Network  World  January  25,  1  999  www.nwfusion.com 


The  Ultimate  in 


INTERNETWEEK 

\>  BEST  OF  TOE  // 

"ML 

Winner 
of  top 
industry 
awards ! 


Introducing  the  SmartSwitch  Router  2000 

Precise  control  of  applications  from  the  desktop  to  the  WAN 


Designed  for  the  power  workgroup  and  the  branch  office,  the  SSR  2000  is  the  only  switch  router  to 
offer  wire-speed  switching  and  routing,  gigabit  uplinks  and  full-function  WAN  interfaces.  By 
switching  Layer  4  application  flows,  the  SSR  2000  lets  you  prioritize  traffic  down  to  the  application 
level — extending  Quality  of  Service  from  the  desktop  to  the  WAN. 


For  information  on  new  specially  priced  SSR  2000  packages,  or  for  a  FREE  white  paper  on  the 
benefits  of  Layer  3/4  switching,  call  toll  free  1-877-818-0925.  Or  visit  us  on  the  web  at 
www.cabletron.com/smartswitch-router. 


The  Smart  Networking  Choice.  Guaranteed.'" 


caBLeTRon 

_ SYsrems 


Think  Beyond. 


The  proverbial  box.  To  survive  you 
must  think  outside  it.  But  how? 
So  many  systems.  So  many 
companies.  But  will  they  be  there 
down  the  road  with  the  solutions 
you  need?  At  U  S  WEST,  we’re 
thinking  beyond.  By 
providing  integrated 
solutions  in  voice, 
data,  internet, 
wireless,  video  and  network 
services.  For  well-known  companies 
in  industries  like  finance,  health¬ 
care,  government,  education, 
retail  and  wholesale.  We  helped 
these  companies  think  beyond 
today  and  into  tomorrow.  Outside 
the  box.  And  into  the  future.  Call 
us  and  we’ll  do  the  same  for  you. 

We’re  not  just  the  phone 
company  anymore. 
1-877-USW-5784  (toll-free) 
www.uswest.com/beyond 


life’s  better  here  @ 


Free  Product  info  enter  NWInfoXpress  #81  online  @  www.networkworld.com/infoxpress 
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Carriers  &  ISPs 


Fys  on  the  carriers  .  David  Rohde 


Wake-up  call  for  Cable  &  Wireless 


H  t  may  be  time  for  Cable  &  Wireless 
H  to  reassess  its  priorities,  in  more 


international  telephony  provider  is  huff¬ 
ing  and  puffing  to  keep  up  with  its  large 
new  corporate  Internet  business, 
acquired  from  MCI  as  a  condition  of  its 


merger  with  WorldCom.  But  even  after 
swallowing  internetMCI  —  which  tilts 
Cable  &  Wireless’  revenue  base  more 
heavily  toward  the  U.S.  than  ever  before 


—  the  company  has  pursued  a  legal  pol¬ 
icy  typical  of  foreign  monopolies  bent 
on  soaking  U.S.  customers  for  interna¬ 
tional  traffic. 

The  policy  involves  a  1997  Federal 
Communications  Commission  ruling 
that  aims  to  lower  the  cost  of  interna¬ 
tional  dial-up  connections.The  FCC  rule 
states  that  starting  this  month,  U.S.  long¬ 
distance  carriers  must  negotiate  lower 
settlement  rates  with  foreign  carriers. 

A  settlement  rate  with  a  foreign  carri¬ 
er  is  basically  the  same  as  an  access  rate 
with  a  U.S.  local  carrier,  only  much  high¬ 
er.  Whereas  long-distance  carriers  pay 
two  cents  per  minute  or  a  little  more  to 
local  carriers  on  either  side  of  a  domes¬ 
tic  dial-up  connection,  settlement  rates 
regularly  run  30,  40  and  50  cents  or 
more  overseas. 

The  FCC  ordered  U.S.  carriers  to 
negotiate  a  rate  no  higher  than  15  cents 
with  foreign  carriers  in  industrialized 
countries,  19  cents  in  developing  coun¬ 
tries  and  23  cents  in  poorer  countries. 

That’s  not  fair,  cried  Cable  &  Wireless, 
along  with  a  bunch  of  Asian  carriers. 
International  rates  are  none  of  the  FCC’s 
business,  they  said.  And  with  Cable  & 
Wireless  leading  the  way,  the  carriers 
sued  the  FCC  in  the  U.S.  Court  of 
Appeals  in  Washington. 

At  the  time,  Cable  &  Wireless’  corpo¬ 
rate  interest  was  understandable,  even  if 
the  impact  was  questionable.  The  com¬ 
pany  is  basically  an  international  con¬ 
glomerate,  with  full  or  partial  holdings 
in  near-monopolies  in  many  countries. 

But  Cable  &  Wireless  also  has  run  a 
successful  boutique  business  for  tradi¬ 
tional  U.S.  corporate  voice  and  data  ser¬ 
vices.  Now  with  the  internetMCI 
takeover,  the  U.S.  stakes  for  Cable  & 
Wireless  are  much  greater.  From  that 
standpoint,  you’d  think  the  company 
would  be  on  the  same  side  of  the  fence 
as  AT&T,  MCI  WorldCom,  Sprint  and  just 
about  every  other  U.S.  carrier  when  it 
comes  to  the  cost  of  dialing  out  of 
North  America.  And  that  side  of  the 
fence,  in  this  case,  is  the  FCC’s  side. 

Cable  &  Wireless’  lawsuit  was  espe¬ 
cially  ironic  because  much  of  the  impe¬ 
tus  for  international  voice-over-IP  is  the 
desire  to  escape  high  international  rates. 
It  would  be  odd  for  Cable  &  Wireless  to 
offer  voice  over  its  IP  network  interna¬ 
tionally  when  such  a  move  would  rob  its 
overseas  possessions  of  revenue  from 
international  calls. 

Well,  it  may  not  come  to  that,  because 
on  Jan.  12  the  appeals  court  ruled 
against  Cable  &  Wireless,  stating  the 
FCC  has  the  perfect  right  to  instruct  its 
regulated  carriers  how  to  negotiate  for 
international  arrangements.  Perhaps 
now  that  Cable  &  Wireless  is  duty- 
bound  to  concentrate  on  IP  in  the  U.S., 
that’ll  happen  naturally  in  the  future, 
without  a  court  having  to  intervene. 

Rohde  is  a  senior  editor  with 
Network  World.  He  can  be  reached  at 
drohde@nww.com. 


ways  than  one. 

As  we  recently  reported,  the  old-line 


Nothing  beats  the  IntraPbrt™  family  for  scalability,  client  support,  and  security. 

And  BEAL  high-speed  remote  access. 


Designed  for  small  to  medium¬ 
sized  companies  or  branch 
offices  that  need  up  to  64 
simultaneous  remote  access 
sessions  and/or  up 
to  16  site-to-site  connections. 


For  medium-sized  businesses  or 
large  branch  offices  that  need  up 
to  200  simultaneous  remote 
access  sessions  and/or  up  to 
32  site-to-site  connections. 


Designed  for  large  central  sites 
that  need  scalability  up  to 
40,000  simultaneous  remote 
access  sessions  and/or  up  to 
512  site-to-site  connections. 


M 


VPN  that  fits  your  network 
today  and  tomorrow. 


The  IntraPort™  VPN  access  server  family 
delivers  more  features  and  flexibility  than  any 
VPN  product  available — bar  none.  With  the 
industry's  broadest  client  and  protocol 
support,  IntraPort  integrates  VPN  into  your 
existing  network  and  allows  remote  users  to 
continue  to  work  securely  on  the  platforms 
they're  comfortable  with.  That  means  your 
remote  and  site-to-site  users  will  be 
productive  immediately. 

Best  of  all,  IntraPort  VPN  solutions  fulfill  the 
high-speed  promise  of  DSL  and  cable-modem 
access.  The  IntraPort  family  is  built 
specifically  to  take  full  advantage  of  these 
high-bandwidth  technologies  and  ensure  your 
network  runs  at  the  fastest  speeds  possible. 

So  whether  you  need  VPN  access  for  ten  or 
10,000  users,  the  IntraPort  family  is  the 
solution.  Give  us  a  call.  Or  check  out  our 
specs  at:  www.compatible.com/vpn_now/ 
and  sign  up  for  our  VPN  application  success 
handbook,  and  get  real  about  VPN  now! 


All  Intraport  family  products  feature: 

■  Site-to-Site  Protocols:  IP-in-IP,  IPX-in-IP, 
AppleTalk-in-IP,  Bridging  in  IP 

■  Client  Access  Protocols:  IP-in-IP  for  all  clients; 
IPX-in-IP  for  Windows  clients 

■  Clients  included  at  no  charge:  Windows  95, 
Windows  98,  Windows  NT  (4.0  and  later), 
PowerMac  (System  8.0  and  later), 

Intel-based  Linux,  Sun  Solaris 

■  Security:  IPSEC/IKE,  co-processor-based 
DES/3DES  encryption. 


1.888.356.0283  |  www.compatible.com/vpn_now/ 
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Maintaining  our  position  as  the  leading 
developer  of  Token-Ring  technology, 

Olicom  is  proud  to  announce  the  release  of 
yet  another  unique  expansion  module  for 
our  immensely  popular  CrossFire'"  8600 
Token-Ring  Switch. 


With  its  next-generation  switching  technology, 
exceptionally  high  performance,  and  the  most 
complete  set  of  native  Token-Ring  features 
and  operating  modes,  the  CrossFire  8600 
set  new  standards  -  and  slashed  the 
port-price  -  for  Token-Ring  switches. 


I  he  new  CrossFire  8660  Translational  Switch 
module  represents  a  similar  advance.  Provi¬ 
ding  ultra-fast  connectivity 
between  Token-Ring 
and  Ethernet  LANs 
at  an  extremely 
competitive  price,  the 


CrossFire  8660  significantly  reduces 
the  cost  and  complexity  of  network 
integration  compared  to  traditional  router 
solutions. 

Supporting  16/4  Mbps  Token-Ring  and 
10/100  Mbps  Ethernet,  the  CrossFire 
8660  includes  translational  bridging  for 
all  key  network  protocol  (SNA,  IP,  IPX, 
NetBios),  plus  native  Token-Ring  features 
such  as  source  routing  and  VLAN  tagging. 

An  important  element  in  our  unique 
ClearStepsm  strategy,  the  CrossFire  8660 
represents  a  powerful  addition  to  the 
CrossFire  8600  series.  Together  with  our 
CrossFire  8320  ATM  uplink  and  unique 
8650  HSTR  module,  the  CrossFire  8600 
remains  an  unbeatable  investment,  enabling 
you  to  reduce  LAN  congestion,  upgrade  to 
100  Mbps  HSTR  and  reliably  access  ATM  - 


and  now  Fast  Ethernet  -  with  one  easy- 
to-use,  stackable  unit. 

Free  evaluation  units  of  CrossFire 
8660  are  now  available.  To  make 
this  offer  even  more  irresistable, 
we’re  offering  a  free  name-brand  cell 
phone,  so  you  can  call  us  if  you  have 
any  problems.  Visit  our  web  site  or  ring 
1-800-841-9292  today  for  full  details. 


Olicom  is  the  only  networking 
company  in  the  world  currently 
offering  a  detailed  high-speed 
networking  migration  roadmap. 
Our  ClearStepim  strategy 
allows  you  to  safely  and  cost- 
effectively  build  high-speed,  mission-critical 
networks  capable  of  handling  the  needs  of 
tomorrow,  today.  For  more  information, 
please  visit  www.olicom.com. 


olicom  <£> 
ClearStep" 


The  Token-Ring 
Migration  Strategy 


olicom 


Olicom  offices:  Denmark  (+45)  45  27  00  00,  USA  (+1)  972  907  4600,  Australia  (+61)  2  9955  1755,  Benelux  (+31)  73  6  49  15  46,  France  (+33)  1  4191  1717,  Germany:  (+49)  6105  2892-0, 
Iberica  (+34)  91  372  9814,  Japan  (+81)  3  5753  0221,  Poland  (+48)  58  346  12  75,  Sweden  (+46)  8  594  704  94,  United  Kingdom  (+44)1494  556600.  www.olicom.com 
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The  future  belongs  to  objects. 

Jasmine™  is  the  future  of  objects. 

It’s  the  first  complete  and  pure  object  solution. 

It’s  not  a  hybrid.  It’s  not  hype. 

Jasmine  is  real.  A  proven,  complete  object-oriented  database  and 
development  environment.  So  now  you  can  build  the  next  generation 
of  multimedia  business  applications  and  run  them  everywhere: 
client/server,  Internet,  intranet,  and  extranet. 


INFORMATION  IN 

HARMONY"' 


Internet-Enabled  Object  Database. 

With  built-in  multimedia  and  Internet  support,  Jasmine  has  it  all.  A  pure, 
object-oriented  database.  Drag-and-drop  development  environment.  Distributed 
object  delivery.  Efficient  database  multimedia 

■*  3  muiiimvuiu  SUIVEZ  LES  INDICATIONS  ET  DECOUVREZ  NOS  SERVICES 

storage  and  manipulation,  and  efficient 

delivery  through  streaming  and  caching.  The  _ '****»&  ^ 

industry’s  easiest  development  environment  > 

J  ~  BOURGES  •  I2H30  •  VOIE  03 

lets  you  use  all  your  favorite  tools:  built-in 

VB  integration,  native  Java  support,  and  VALENCE  .  19r‘00  •  VOIE  OS 

r  ^  '*8?  33  ""  :V. 

t++  Support.  LM.lt  .UWS-VOIE04 

DIJON  .  I0H15  .VOIE  10 

A  Unlike  hybrid  or  partial  object  solutions,  NEVERS  •09H00-vo,E01 
Jasmine  actually  works. 

So  you  can  shorten  your  time  to  market  ||| 
and  gain  a  distinct  competitive  advantage.  H 

If  that  sounds  good,  pick  up  the  phone  right  now.  Because  Jasmine  is 
ready  today. 

Are  you? 

Gall  i-888-7iUSMINE  for  your  FREE  Developer  Edition  CD 

orvisitwww.cai.com 


( Computer ® 

A  SSOCIATES 

Software  superior  by  design. 


l'T.998  Computer  Associates  international.  Inc.,  tslandia,  NY  11788-7000.  All  product  names  reterenced  herein  are  trademarks  of  their  respective  companies 
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Briefs 


Analog  Devices,  Inc.  and 
Information  Resources  Engin¬ 
eering,  Inc.  have  jointly  devel¬ 
oped  an  encryption  chipset 
based  on  the  IP  Security  (IPSec) 
protocol  for  use  in  routers, 
servers  and  concentrators. 

The  $65  chipset  encrypts  at  up 
to  155M  bit/sec  on  an  ATM  net¬ 
work  and  is  sold  directly  to  man¬ 
ufacturers. 

Information  on  the  product 
can  be  obtained  by  calling  (800) 
262-5643. 

IBM  last  week  added  two 
new  free  Extensible  Markup 
Language  (XML)  tools  to  its 
alphaWorks'  Web  site  (www. 
alphaWorks.ibm.com). 

The  XML  Enabler  lets  users 
format  XML  data  that  works 
with  Microsoft  and  Netscape 
browsers,  so  they  don't  have  to 
worry  about  browser  differences 
when  developing  XML  applica¬ 
tions.  The  XML  Diff  and  Merge 
Tool  detects  differences  be¬ 
tween  versions  of  an  XML  file. 

IBM:  (770)  863-1234 

DataChannel  is  shipping 
Version  3.2  of  DataChannel  RIO, 
a  high-end  Intranet  publishing 
application. 

The  new 
version 
includes  the 
XML  Java 
parser,  co¬ 
developed 
with  Micro¬ 
soft,  which 
ensures  your 
XML  codes  are  claims, 
valid  across 

different  platforms,  such  as  Unix, 
Linux  and  NT.  DataChannel  RIO 
lets  users,  not  just  Webmasters, 
publish  documents  directly  to  a 
Web  server. 

A  45-day  trial  can  be  down¬ 
loaded  at  www.datachannel.com\ 
download. 

DataChannel:  (425)  462-1999 


DataChannel 
RIO  makes 
cross-platform 


Java  yanked  from  Windows 


CE 


Java's  uncertain  future  on  Windows  CE 

Microsoft  offers  promises  but  no  answers. 

•  Microsoft  yanked  all  Java  tools  from  its  CE  Web  site. 

•  New  tools  based  on  HP's  Chai  Java  Virtual  Machine  and  develop¬ 
ment  kit  are  promised,  but  no  delivery  target  date  is  set. 

•  CE  developers  still  waiting  for  JNI,  which  lets  Java  code  interact 
with  C  code. 

•  No  word  on  when  RMI,  which  lets  Java  programs  on  different 
computers  talk  to  each  other,  will  be  ready  for  CE. 

•  Availability  of  Windows  Foundation  Classes,  which  developers 
include  in  Java  applications,  on  CE  is  unknown. 


CE-based  products  will  now 
have  to  wait  for  Java  software. 


BY  JOHN  COX 

REDMOND,  WASH.  —  It  seems  as  if 
Microsoft  lawyers  are  now  the  product 
managers  for  Windows  CE,  at  least  when 
it  comes  to  Java  development  tools. 

Microsoft,  apparently  without  warning, 
has  yanked  all  Java  tool  sets,  released  and 
in  beta,  from  its  CE  Web  site.  Developers 
have  not  only  been  left  without  support, 
but  in  most  cases,  without  answers. 

The  action  was  a  response  to  a  recent 
court  order  that  said  Microsoft  must  sup¬ 
port  parts  of  Java  that  the  company  had 
earlier  rejected.The  rejection  violated  the 
licensing  deal  with  Java’s  creator,  Sun 
Microsystems,  the  judge  said. 

Among  the  products  removed  from 
the  CEWeb  site  are: 

•  Visual  J++  1 . 1  for  Windows  CE. 

•  Software  development  kits  for  CE 
Versions  1.0  and  2.1. 

•  The  Java  development  kit  for  the 
Jupiter  Adaption  Kit.  Jupiter  is  the  former 
code  name  for  the  latest  release  of  CE. 

•  J++  1.1  Service  Pack  plans. 

In  place  of  those  products  will  be  a 
new  tool  set  based  on  the  Chai  Java 
Virtual  Machine,  developed  by  Hewlett- 
Packard  and  licensed  last  spring  to 
Microsoft. 

Chai  has  caught  the  interest  of  many 
developers.  “HP  seems  to  be  on  track 
with  Chai,”  says  Don  Sharer,  senior  soft¬ 
ware  engineer  at  Accelerated  Technology 
of  Mobile,  Ala.,  a  vendor  of  embedded 
operating  systems.  Chai’s  key  selling 
points:  It  was  designed  specifically  for 
small  devices  and  embedded  systems  and 
is  much  cheaper  to  license  than  Sun’s 
Java  Virtual  Machine. 

Microsoft  says  the  situation  regarding 
the  Java  tools  will  be  resolved  soon.  “The 
change  on  [Microsoft’s]  Web  site  is  only 
temporary,  and  the  company  will  contin¬ 
ue  to  offer  Windows  CE  licensees  the 
choice  of  using  Java  among  other  pro¬ 
gramming  languages.  The  new  tool  set, 
however,  will  enable  Microsoft  to  pro¬ 
vide  customers  a  high-performance  Java 
solution  that  is  tightly  integrated  with 
Windows  CE,”  explains  Joscelyn  Zell,  a 
spokeswoman  at  Microsoft’s  public  rela¬ 
tions  agency,  Waggener  Edstrom. 

Requests  for  details,  time  schedules 
and  interviews  with  Microsoft  product 
managers,  however,  were  ignored. 

Microsoft  isn’t  saying  when  the  new 
Chai-based  tools  will  be  available.  And 
the  company  apparently  is  not  saying,  or 
doesn’t  know,  when  other  key  parts  of 
Java  will  be  implemented  for  the  fast¬ 


growing  CE  market. 

Under  the  court  order,  Microsoft  has  to 
provide  support  for  Sun’s  Java  Network¬ 
ing  Interface  (JNI),  which  is  how  Java 
code  calls  down  to  C  code,  says  Richard 
Smith,  president  of  Phar  lap  Software,  a 
Cambridge,  Mass.,  vendor  of  real-time 
operating  systems  and  development 
tools. “But  Windows  CE  runs  on  many  dif¬ 
ferent  microprocessors,  so  [supporting 
JNI  for  each  one]  will  be  a  lot  of  work.” 

CE  also  lacks  the  Java  Remote  Method 
Invocation  (RMI),  which  lets  Java  pro¬ 
grams  on  different  computers  interact. 


Microsoft  uses  its  distributed  object  tech¬ 
nology,  DCOM,  to  do  this  on  Windows  NT 
and  Windows  95/98.  But  DCOM  is  not 
available  on  CE,  Smith  notes.The  court  has 
not  ordered  Microsoft  to  support  RMI. 

“CE  is  the  one  place  where  they  need 
to  support  RMI,”  Smith  says.  “They  have 
to  make  the  RMI  libraries  available  [to 
developers] .” 

As  frustrating  as  Microsoft’s  actions, 
and  inactions,  are  to  some  developers,  so 
far  only  a  few  are  affected.  Most  CE  pro¬ 
gramming  is  still  done  with  C++  and 
Visual  Basic.  3 


IN  'SITE:  Lessons  from  Leading  Users 

'Domino  effect'  dramatic  for 
job  recruitment  agency 

BY  PAUL  MCNAMARA 

Next  time  Lotus  preaches  the  virtue  of  marrying  corporate  Web  sites  to 
back-end  production  databases,  don’t  be  surprised  to  hear  Jerry  Fain 
singing  out  an  “amen”  or  two. 

Fain  is  IT  director  at  Winter,  Wyman  &  Co.,  a  recruitment  firm  in 
Waltham,  Mass. The  company  recently  overhauled  its  Web  site  using 
Lotus’  Domino  Server  and  a  customized  Notes-  and  Domino-based  pro 
duction  database  called  C-PAS  from  VCG,  Inc.  of  Atlanta. 

One  goal  was  to  lure  more  top  prospects  to  the  site  ( www. win  terwy man . 
com)  by  updating  online  job  postings  every  15  minutes,  instead  of  daily  at  best. 
Another  was  to  dramatically  reduce  the  time  it  takes  to  connect  an  online  job 
seeker  to  a  human  Winter,  Wyman  consultant. 

According  to  Fain,  here  are  the  results  after  only  five  months:  Twice  as  many 
active  site  visitors,  twice  as  many  job  placements  from  Web-generated  leads,  and, 
in  some  cases,  a  reduction  of  response  cycle  times  from  days  to  minutes.  A 

See  IN-SITE,  page  46 
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ierox  PARC:  Robots  will  manage  your  networks 


BY  SANDRA 
G  I  T  T  L  E  N 

PALO  ALTO  —  Xerox  Palo 
Alto  Research  Center  (PARC) 
is  trying  to  make  network 
administrators  extinct. 

The  document  company’s 
free-thinking  research  arm  is 
plotting  the  networks  of  the 
future,  and  the  future  of  net¬ 
work  management  doesn’t 


include  people. 

“We  are  working  on  creat¬ 
ing  self-describing,  self-organ¬ 
izing,  self-diagnosing  and 
self-repairing  networks,”  says 
John  Seely  Brown,  director  of 
Xerox  PARC,  one  of  Xerox’s 
half-dozen  research  facilities. 

PARC,  which  is  home  to 
inventions  such  as  Ethernet, 
the  mouse  and  the  graphical 
user  interface,  is  looking  at 
how  to  sidestep  human  inter¬ 
vention  by  creating  robots  that 
can  change  size,  shape  and 
abilities  depending  on  the  task 
at  hand. 

The  robots,  partially  funded 
by  the  U.S.  Department  of 
Defense,  will  be  able  to  head 


into  various  terrains  and  walk, 
run,  climb  or  crawl  depending 
on  the  obstacles  they  en¬ 
counter,  such  as  a  low  wall  or 
a  small  tunnel. 

Adapting  this  technology  to 
networks  will  not  be  much  of 
a  stretch,  according  to  Brown, 
who  says  that  tiny  robots  can 
be  created  to  travel  into 
printers  and  remove  paper 
jams  or  work  their  way 


through  networks  to  find  and 
fix  problems. 

As  they  move  along  paths 
into  different  areas  of  the 
network,  the  robots  could 
change  size  and  flip  through 
knowledge  databases  to  tackle 
problems  specific  to  that  area, 
such  as  a  malfunction  in  a 
router  or  a  switch. 

The  robots  could  even 
be  miniscule  enough  to 
act  as  microscopic  fingers  that 
move  paper  through  a  printer. 

While  the  robots  will  not 
debut  for  several  years,  other 
researchers  at  PARC  are  trying 
to  take  advantage  of  im¬ 
mediate  electronic  commerce 
opportunities  for  Xerox. 


Brown  says  his  goal  is  for  25% 
of  PARC  projects  to  become 
Xerox  products. 

Some  of  Xerox  PARC’s  hot¬ 
ter  prospects  currently  in  the 
works  are  the  document  bank 
project  and  the  concept 
behind  the  Law  of  Surfing. 

Banking  on  documents 

Forget  storage-area  net¬ 
working  —  the  future  could 
be  in  document  banks. 

The  PARC’s  document  bank 
project  examines  the  theory 
of  document  storage  as  an 
electronic  service. 

Document  banks  are  cen¬ 
tral  repositories  where  com¬ 
panies  and  individuals  will 
store  important  documents, 
such  as  contracts  and  cor¬ 
porate  financial  informa¬ 
tion,  says  Bernardo  Huber- 
man,  a  research  fellow  at 
Xerox  PARC. 

Though  no  document 
banks  exist  today,  Huberman 
says  he  expects  the  idea  to 
take  off  soon. 

Today,  companies  store  im¬ 
portant  documents  through¬ 
out  their  networks.  But 
Huberman  says  that  much  as 
people  keep  copies  of  their 
birth  certificates  and  mort¬ 
gage  papers  in  a  bank’s  safety 
deposit  box,  companies  and 
individuals  are  looking  for  a 
similar  service  online. 

“These  [online]  banks 
will  serve  the  same  function 
that  banks  now  serve  for 
marriage  certificates  and 
house  deeds,”  he  says.  “Doc¬ 
uments  in  their  various  ver¬ 
sions  will  be  safeguarded  in 
some  way  for  a  fee  paid  to  a 
service  provider.” 

The  storage  service  pro¬ 
vider  would  have  immense 
storage  capacity  with  high- 
end  security,  such  as  private 
keys,  and  backup  capabilities. 
Customers  would  link  to 
their  document  banks  via  the 
Internet  or  through  a  private 
connection. 

Although  Xerox  has  no 
plans  to  get  in  the  document 
bank  business  right  now, 
Huberman  says  he  hopes  the 
company  will  do  so  in  the 
future. 

The  Law  of  Surfing 

As  more  businesses  head 
online,  figuring  out  how 
people  surf  through  sites 


is  becoming  increasingly 
important.  PARC  researchers 
think  they’ve  cracked  the 
code. 

Using  a  test  group  of  Web 
surfers,  researchers  studied 
the  clicking  patterns  of 
users  following  a  trail  of 
information. 

From  those  observations 
and  mathematical  studies, 
they  were  able  to  derive  the 
Law  of  Surfing,  a  mathemati¬ 
cal  equation  that  predicts  the 
limits  to  how  far  people  will 
click  through  sites  based  on 
the  relevance  of  information 
presented. 

Huberman  says  the  Law  of 
Surfing  can  be  used  to  help 
Web  site  developers  figure 
out  how  to  better  design 
their  pages  by  telling  them 
how  far  people  are  willing  to 
go  to  get  what  they  want. 

It  can  also  help  marketers 
determine  how  best  to 
present  product  informa¬ 
tion  because  the  law  predicts 
the  patience  level  of  online 
consumers. 

But  Huberman  says  there 
are  other  noncommercial  ben¬ 
efits  to  the  project.  He  is  hop¬ 
ing  that  the  Law  of  Surfing  will 
help  reduce  Internet  conges¬ 
tion  by  encouraging  site  devel¬ 
opers  to  create  direct  and  log¬ 
ical  paths  to  information. 

Currently,  surfers  have  to 
click  back  and  forth  through 
a  site  to  get  the  information 
they  need.  But  if  information 
was  presented  in  a  more  lin¬ 
ear  way,  users  would  not  have 
to  hop  all  over  the  site. 

Also,  if  Web  site  developers 
start  weeding  out  pages 


based  on  equations  that  state 
people  won’t  read  beyond  a 
certain  point,  there  will  be 
less  clutter  on  the  Internet, 
Huberman  says. 

Another  positive  outcome 


Huberman  says  document  banks 
will  be  where  corporations  turn 
for  off-site  storage. 


of  the  Law  of  Surfing  would 
be  more  accurate  search 
engine  results. 

If  pages  are  more  direct 
and  offer  information  in  a  lin¬ 
ear  fashion,  then  clicking  on  a 
query  result  will  lead  readers 
to  more  relevant  hits. 

Again  congestion  on  the 
Internet  could  be  reduced 
because  people  would  not 
need  to  re-enter  their  searches 
as  often. 

Eventually,  it  could  also 
help  Web  site  managers 
develop  better  caching  strate¬ 
gies  because  they  would  be 
able  to  predict  the  popular 
paths  through  their  sites. 

Xerox  PARC  researchers 
will  present  their  findings 
this  summer  at  a  conference 
in  Boston.  3 


More 


Online 


Read  our  in-depth  interview  with 
Xerox  PARC  Director  John  Seely 
Brown.  He  talks  about  the  prob¬ 
lems  with  today's  networks  and 
how  PARC  has  rebounded  from 
missing  out  on  the  Ethernet  and 
GUI-based  computing  gravy  train. 


DocFinder 


ON  FUSION 


PROFILE:  XEROX  PALO  ALTO 
RESEARCH  CENTER 


Director: 

John  Seely  Brown 

Located: 

Palo  Alto 

Founded: 

1970 

Hot  projects: 

Smart  matter,  which  allows  objects  to  shift  in  size, 
shape  and  color;  DocuBid,  which  allows  users  to  send 
print  jobs  across  the  Internet  so  print  shops  can  deliver 
them  locally;  the  document  bank  project,  a  service  that 
allows  users  to  store  their  important  documents  off¬ 
site  at  a  secure  facility;  The  Law  of  Surfing,  an  algorithm 
that  allows  Web  site  developers  to  make  Web  pages 
more  relevant  to  users. 

Employees: 

About  300  researchers 

Fun  fact: 

Xerox  is  home  to  Ethernet  and  the  Alto,  the  precursor 
to  the  Macintosh,  which  featured  the  first  graphical 
user  interface,  mouse  and  bit-mapped  display. 

Famous  alumni: 

Eric  Schmidt,  Novell  CEO,  and  Bob  Metcalfe,  the 

inventor  of  Ethernet 
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More  than  Web-to-Host 


If  you  have  a  mainframe,  somewhere  around  70%  of  your  cor¬ 
porate  data  is  on  it.  But  if  that  data  is  not  available  to  the  users 
who  need  it,  it’s  being  wasted. 


When  is  web-to-host  not  enough?  When  you  can’t 
access  all  of  your  hosts  from  all  of  your  client  plat¬ 
forms;  when  it’s  too  slow;  when  you  need  to  sacrifice 
important  features  in  order  to  have  it. 


When  is  web-to-host  more  than  web-to-host?  When  it’s 
Winsurf  Mainframe  Access.  WMA  gives  users  concurrent 
browser-based  access  to  all  of  your  data,  combining  3270  and 
5250  access  to  IBM  hosts  with  VT 


access  to  DEC  and  Unix  hosts.  WMA  lets  you  control  deploy¬ 
ment,  access  and  configuration  rights  throughout  your  network 
from  a  single  central  server.  And  you  don’t  need  to  sacrifice 
full  printing,  HLLAPI  support,  or  file  transfer  capability. 


Web-to-Host  technology  is  exploding;  projections*  show  it  is 
the  future  for  host  access.  WMA’s  technology  is  ahead  of  the 
pack,  with  ease  of  use,  native  support  for  16-  and  32-bit 
Windows  clients  as  well  as  HTML-based  support  for  Mac,  OS/2 
and  other  clients.  In  addition  to  TN3270  and  TN5250,  WMA 
supports  native  access  to  SNA  server  and  Netware  for  SAA. 


Call  Data  Interface  to  learn  about  this  exciting  new  technology, 
and  about  how  WMA  makes  it  cost-effective,  easy  to  use,  and 
easy  to  manage. 


It’s  Your  Future 


91  DATA  INTERFACE 


DIVISION  OF  ICOM  INFORMATICS 

512-335-8200  •  FAX  512-335-9110  •  800-351-4244  •  www.di3270.com 

*  Source:  International  Data  Corporation 


Free  Product  info  enter  NWInfoXpress  #74  online  @  www.networkworld.com/infoxpress 


Enterprise  Applications 


ear  2000  tools  help  bulletproof  networks 


Why  Tie  Up  Your 
Valuable  Resources? 


Free  up  your  staff  to  develop  the  solutions  that  will 
make  your  business  successful.  Let  ARS  handle  you 


B  Y  J  EFF  CAR  U  S  O 

For  businesses  that  still  haven’t 
exterminated  their  Y2K  bugs,  vendors 
continue  to  release  products  and  ser¬ 
vices  to  help  out. 

Opticom  last  week  released  Y2K- 
View,  software  that  determines  whether 
a  user’s  network  equipment  can  handle 
the  date  change  from  1999  to  2000. 
Computer  Associates  (CA)  in  Islandia, 
N.Y.,  announced  a  service-and-support 
program  to  handle  the  systems  side. 

“There’s  a  shocking  number  of  end 
users  that,  as  of  last  year,  had  done  noth¬ 
ing”  to  address  the  Y2K  problems  in 
their  hardware  and  software,  says  Ellen 
Carney,  principal  analyst  at  research  firm 
Dataquest.  A  recent  Dataquest  study 
showed  that  25%  of  users  have  waited 
until  this  year  to  ready  their  systems. 

Opticom’s  software  can  operate  alone 
or  in  conjunction  with  Cabletron’s 
Spectrum  network  management  plat¬ 
form.  Opticom’s  Asset  View  software, 


In  plain  view 


also  unveiled  recently, 
collects  data  about  all 
the  routers  and  switches 
in  a  network,  retrieving 
serial  numbers  and  revi¬ 
sion  levels. 

Y2KView  compares 
that  list  of  network  com¬ 
ponents  against  a  com¬ 
ponents  database.  Opti¬ 
com,  based  in  Man¬ 
chester,  N.H.,  compiled 
the  database  by  talking 
to  network  gear  manu¬ 
facturers  and  finding  out 
which  components  and 
revision  levels  of  code 
can  handle  dates  after 
1999.  Y2KView  gener¬ 
ates  a  list  of  which  components  in  the 
user’s  network  aren’t  certified  as  Y2K- 
compliant. 

Opticom  says  consultants  can  use 
Y2KView  to  perform  a  service  for  users. 
With  a  Windows  NT  version  ofY2KView 


Opticom's  software  lets  network  managers  and  consultants  determine  which  network  equipment 
needs  to  be  updated. 


Y2K  view  on  laptop 


AssetView 
on  server 


SNMP 

devices 


simiimimin 


Opticom's  AssetView 
discovers  SNMP  devices 
on  the  network. 


Database 


Y2KView  compares  the 
AssetView  list  to  a  database 
of  all  Y2K-compliant  gear. 


Y2KView  prints  out 
a  list  of  all  non-Y2K 
ready  devices. 


network  monitoring  and  management  needs  with  its 
state-of-the-art  Network  Operations  Center. 

Services  include: 

■  Remote  monitoring  and  notification 

■  Problem  management  and  restoration 

■  Network  trend  analysis 

■  Customized  service  level  agreements 


For  more  information 
contact  us  at: 

Automation  Research 
Systems,  Limited 
http://www.arslimited.com 
1-888-449-4ARS 


loaded  onto  a  laptop  computer,  a  con¬ 
sultant  can  go  to  a  user’s  site,  plug  the 
laptop  into  the  user’s  network  and  gen¬ 
erate  a  report  of  what  components  need 
an  upgrade. 

Carney  says  many  end  users  don’t 
trust  their  own  network  documenta¬ 
tion  to  be  accurate  or  up-to-date,  so 
software  such  as  this  can  help  find 
problems  that  wouldn’t  otherwise  be 
evident  in  the  documentation. 

Y2KView  is  available  now  on 
Windows  NT,  starting  at  $30,000  if 
Spectrum  is  installed.  The  stand-alone 
version  costs  $40,000. 

Support  for  network  device  compli¬ 
ance-checking  is  spotty  in  other  net 
management  software.  For  instance, 


Tivoli  last  year  integrated  the  capability 
into  Tivoli  Enterprise,  but  CA’s  software 
doesn’t  verify  Y2K  compliance  for  net¬ 
works,  focusing  instead  on  systems.  CA 
is  currently  launching  several  services 
to  help  customers. 

CA  users  can  request  that  a  company 
representative  stay  on  their  site  for  the 
days  just  before  and  just  after  Jan.  1, 
2000.The  representative  would  serve  as 
a  point  of  contact  to  help  track  down 
any  glitches  caused  by  the  Y2K  bug. 

Another  service  is  www.cai.com/ 
2000.  The  site  is  intended  as  a  central 
point  to  store  information  about  the 
Y2K  problem. 

Opticom:  (603)  656-8800;  CA:  (516) 
342-5224 


Memco  nips  buffer  overflow  attacks 


NWInfoXpress  #71  @  www.networkworld.com/infoxpress 


BY  ELLEN  MESSMER 

WASHINGTON,  D  C.  —  Hackers  love 
buffer  overflows.  Memco  Software 
hates  them,  and  this  week  at 
ComNet/DC  ’99  the  company  will 
demonstrate  its  Secured  for  Internet 
line  of  tools  to  thwart  Web 
server  and  other  types  of 
buffer-overflow  attacks. 

A  buffer  overflow  hap¬ 
pens  when  the  stack,  a  sec¬ 
tion  of  computer  memory 
that  can  execute  program 
commands,  becomes  overloaded,  some¬ 
times  crashing.  Hackers  sometimes 
inject  the  data  that  causes  the  overflow 
with  viruses  or  other  executable  code 
that  can  take  control  of  the  system, 
deleting  files  and  stealing  passwords. 

Hackers  can  exploit  buffer  over¬ 
flows  because  an  operating  system’s 
TCP/IF  stack  is  always  located  in  the 
same  place,  says  Memco  President  Eli 
Singer.  As  a  safeguard,  Memco’s  anti¬ 


hacker  software  intercepts  some  of  the 
system  calls,  shuffling  the  memory 
addresses  so  that  the  would-be  hacker 
can’t  get  root  authority. 

“We’ve  developed  this  ‘Stack  Over¬ 
flow  Protection’  for  the  Netscape  and 
Apache  servers,  and  in  the  next  two 
months,  we  will  have  it  for 
Microsoft,  too,”  Singer  says. 
The  software  costs  $1,995 
per  server.  Memco  is  also 
debuting  buffer-overflow 
protection  tools  for  Send- 
mail  e-mail  servers,  and  the 
Check  Point  Firewall- 1  to  prevent 
unauthorized  firewall  shutdown. 

Sakura  Global  Capital,  which  has 
been  beta-testing  the  software  on  its 
mail  server,  called  attempted  buffer- 
overflow  attacks  a  significant  threat. 

“These  attempts  are  a  chronic  prob¬ 
lem,  and  it’s  expensive  to  have  some¬ 
one  pay  attention  to  them,”  says  the 
firm’s  director  of  systems  and  tech¬ 
nology,  Presley  Acuna.  3 
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Choose  your  chassis 


Modules 


Management 
SNMP  Based 
with  Loop  Back 


The  Fiber  Driver 


1  Slot  Chassis 

j  d  Jm 

■:  *  “  •UgPr-?T( 


Protocols: 

Ethernet,  Fast  Ethernet,  Gigabit 
Ethernet,  ATM,  OC-3  &  12,  FDDI,  TI/E1 


Switching 
2-Port  10/100 
4-Port  10/100 


Benefits: 

Conserve  Fiber 


Extend  distances  to  1 10km  and  beyond 


Copper  to  Fiber 

UTP  -  RJ45  to 
Multimode  or 
Singlemode 


Double  Throughput  of  Existing  Fiber 


assis 


Convert  Copper  to  Fiber 


Reduce  the  need  for  new  fiber 


Fiber  to  Fiber 

MM  to  SM  including 
Gigabit  SX  to  LX 


Create  redundant  fiber  links 


Maximize  uptime 


Network  Management 


Fiber  Doubler 

Combine  TX  and  RX 
onto  one  fiber  strand 


aaga&riiiaag 


16  Slot  Chassis 

Redundant  Power 
(AC  and  DC) 
Redundant  Management 
Redundant  Links 


Terminal  Server 
&VPN  Ready 


N  Base® 

Xyplex 


m  www.nbase-xyplex.com 

Tel:  978-952-4700  Fax:  978-952-4702  Toll  Free:  800-338-5316 


Free  Product  info  enter  NWInfoXpress  #69  online  @  www.networkworld.com/infoxpress 
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Any  Protocol  Any  Distance 


Any  Media 


Enterprise  Applications 


58-SITE, 

continued  from  page  41 

570,000  IT  investment  by  the  130- 
employee  company  has  already  been 
recouped  through  increased  referral 
revenue,  Fain  says. 

Under  the  old  system,  a  Winter, 
Wyman  consultant  would  e-mail  a  fresh 
job  posting  to  a  company  Webmaster, 
who  in  turn  would  cut  and  paste  the 
information  into  a  Microsoft  Access  data¬ 
base  that  would  convert  it  to  HTML.  It 
reached  the  Web  server  via  FTP 

Now,  that  consultant  simply  inputs  a 
C-PAS  workflow  form  from  his  desktop 
directly  into  the  Domino  4.6.2-hosted 
production  database,  which  replicates  to 
the  Web  serv  er  every  13  minutes.The  3  -8 
G-byte  database  runs  on  a  Windows  NT 
computer  with  two  350-MHz  Pentium 
II’s  from  MicroNet  Associates,  Inc.,  of 
Hopkinton,  Mass. 

As  for  online  job  seekers,  they  now  fill 
out  Web  forms,  which  Domino  4.6.2 
replicates  from  the  Web  server  to  the 
C-PAS  database  every  1 5  minutes.  Gone 
is  the  need  for  someone  to  retype  that 
information  into  the  production  system. 
From  there,  an  e-mail  message  contain¬ 


ing  a  link  to  the  new  lead  is  generated  by 
the  server  and  forwarded  to  the  appro¬ 
priate  Winter,  Wyman  consultant.  The 
Web  server  runs  on  NT  and  a  266-MHz 
Pentium  II  from  MicroNet. 

“When  dtere’s  a  hot  candidate,  nine 
times  out  of  10,  the  first  agency  that 


responds  to  him  gets  the  account,”  Fain 
says.That  response  time  used  to  be  a  day 
or  more  because  candidate  inquiries 
from  the  Web  site  were  simply  e-mailed 
to  a  generic  address  and  manually  dis¬ 
tributed  by  a  Winter,  Wyman  employee 
to  the  appropriate  job  consultants. 
Delays  were  common. 

Plugged  into  the  ’Net  via  a  512K  bit/ 
sec  digital  subscriber  line  connection, 


the  site’s  increased  responsiveness  has 
produced  dramatic  results,  according  to 
in-house  end  users. 

“We  can  literally  call  a  good  candidate 
within  minutes  of  their  responding,  and 
that’s  seen  as  very  impressive,”  says  Ian 
Ide,  a  Winter,  Wyman  principal  and 


officer  in  the  Boston-area  Lotus  Notes 
user  group.  “If  I’m  able  to  get  back  to 
that  good  candidate  before  the  competi¬ 
tion,  we  stand  out.” 

There  have  been  a  few  glitches.  On 
two  occasions,  a  balky  Notes  agent  has 
failed  to  relay  inquiries  entered  by 
potential  clients  from  the  Web  server  to 
the  production  database,  Fain  says.  The 
bug,  still  undiagnosed,  caused  delays  in 


responding  to  those  job  seekers  whose 
replies  were  not  forwarded. 

These  sporadic  problems  have  been  a 
small  price  to  pay  for  what  the  new  site 
has  delivered  in  terms  of  responsiveness 
and  fresh  content,  Ide  says. 

“I’d  put  a  job  up  at  nine  in  the  morn¬ 
ing,  and  by  11,1  had  an  e-mail  with  the 
resume  of  a  very  exceptional  candidate,” 
he  says.  “What  was  obvious  to  me  is  that 
these  [candidates]  are  looking  at  the  site 
every  day  or  every  couple  of  days,  and 
they’re  not  going  to  respond  to  us  unless 
something  really  piques  their  interest.” 

The  Winter,  Wyman  Web  site  actually 
runs  on  two  servers:  Domino  and 
Microsoft’s  Internet  Information  Server 
(IIS),  the  latter  of  which  is  hosted  off-site. 
The  graphical  presentations  and  static 
information  are  on  US,  but  visitors  who 
want  to  peruse  the  actual  job  listings  are 
transferred  to  the  Domino  system.  “The 
user  doesn’t  notice  the  switch,”  Fain  says. 

Now  that  it’s  happy  with  the  setup, 
Winter,  Wyman  plans  to  aggressively 
advertise  its  Web  site  and  look  for  oppor¬ 
tunities  to  invest  in  upgrades. 

“Our  site  is  no  longer  an  animated 
brochure;  it’s  a  living,  breathing  database 
online,”  Fain  says.  B 


" Our  site  is  no  longer 
an  animated  brochure; 
it's  a  living,  breathing 
database  online." 

Jerry  Fain,  IT  director,  Winter,  Wyman  &  Co. 


Enterprise  Applications 


'Net  Insider .  Scott  Bradner 

IS  THE  WILD  CHILD  MATURING? 


The  past  few  weeks  have  pre¬ 
sented  a  mixed  view  on  the 
maturity  of  and  general  thinking 
about  the  Internet. 

On  the  one  hand,  a  survey  of 
Internet  users  shows  a  significant 
diversification  of  ’Net  users  and  a 
major  airline  starts  to  offer  a  discount 
to  people  who  book  their  flights 
through  aWeb  site.  On  the  other  hand, 
Wall  Street  still  considers  Internet- 
related  stocks  with  all  the  deliberation 
of  a  recovering  drug  addict  being 
offered  crack  cocaine. 

On  Jan.  14,  the  Pew  Research  Center 
for  the  People  &  the  Press  published 
the  results  of  its  latest  survey  about 
Internet  users.The  center’s  conclusion 
is  that  the  Internet  is  going  “ordinary” 
(to  use  the  research  organization’s 
descriptive  word.)  The  survey  (www. 
people-press.org/tech98sum.htm) 


showed  that  about  half  of  the  current 
Internet  users  started  in  the  past  year, 
and  these  new  users  are  no  longer  as 
different  from  the  general  population 
as  they  once  were.  Slightly  more  than 
half  of  the  new  users  are  female,  which 
is  in  line  with  the  general  population. 
The  new  users  are  less  rich,  less  edu¬ 
cated  and  somewhat  older  then  their 
predecessors. 

In  addition,  Internet  usage  patterns 
are  changing.  Accessing  weather 
information  has  replaced  technical 
news  as  the  top  use  of  the  ’Net,  and 
nine  out  of  10  users  now  consider 
e-mail  as  not  just  for  business  any¬ 
more.  It’s  getting  harder  to  paint  the 
’Net  as  an  exclusive  domain  for 
geeks,  social  outcasts,  libertarians  and 
hate  groups.  The  same  week  that  the 
Pew  survey  was  released,  Delta  Airlines 
initiated  a  plan  in  which  travelers  who 


book  their  tickets  through  the  Delta 
Web  site  get  a  small  discount.This  is  in 
sharp  contrast  to  the  banking  industry 
when  it  comes  to  offering  Internet- 
based  services.  Most  banks  that  offer 
customers  Internet  access  to  their 
accounts  charge  an  extra  fee,  just  like 
they  did  during  early  days  of  ATM 
machines. 

It  is  a  sign  of  maturity  when  com¬ 
panies  start  to  understand,  as  the 
banking  industry  did  over  time  with 
ATM  machines,  that  they  should 
charge  less  for  using  services  that 
cost  less  to  provide.  Internet-based 
stock  services  have  understood  this 
for  a  while,  but  it  is  good  to  see  estab¬ 
lished  businesses  get  the  picture. 

In  spite  of  all  the  trends  that  say  the 
Internet  is  becoming  something  less 
special,  the  investor  community  is  off 
in  another  universe.  And  that’s  a  uni¬ 


verse  in  which  new  Internet-based 
companies  are  valued  far  above  what 
any  rational  evaluation  would  indicate. 

The  stock  prices  of  Internet-related 
companies  escalate  at  rates  that  are 
reminiscent  of  the  biotech  stocks  of  a 
decade  ago,  almost  all  of  which  are 
now  trading  at  a  small  fraction  of  their 
peak  values. 

There  will  be  a  crash  in  the  values 
of  these  stocks,  after  which  reality 
may  set  in.  At  that  time,  the  Internet 
will  actually  be  fully  mature. 

Disclaimer:  If  the  only  gauge  is 
time,  then  Harvard  is  mature,  in  spite 
of  appearances.  But  the  above  is  my 
immature  view. 

Bradner  is  a  consultant  with 
Harvard  University’s  University 
Information  Systems.  He  can  be 
reached  at  sob@harvard.edu. 
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That  could  be  arranged.  Just  ask  the  TPC  J  the  independent  authority  on  industry 
benchmarks.  They’ve  recently  deemed  the  Compaq 
ProLiant  3000  the  fastest  departmental  server  in 

the  entire  universe.  It  will 
let  you  work  74%  faster 
than  other  servers  like  the 
HP9000  model  D370, 
yet  it  costs  you  73%  less. 

More  for  less. 

_ That’s  a  concept 

we  think  you’ll  find  quite  futuristic.  For 
a  closer  look  at  the  server  of  tomorrow  today, 
just  call  1-800-AT-COMPAQ.  Or  visit  us  on  the 
Web  at  www.compaq.com/rocket. 
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Enterprise  Applications  Special  Focus 


MESSAGING 

Tough  sell  for 
e-mail  outsourcing 


BY  PAUL  MCNAMARA 

f  you  listen  to  some  proponents  of  e-mail  out¬ 
sourcing  you  might  think  it  won’t  be  long 
before  most  corporations  start  ditching  their 
messaging  servers.  Hand  that  IT  headache  off 
to  an  outside  contractor,  they  say,  and  you’ll 
save  a  bundle  of  money  and  untold  staff  time. 

Listen  to  a  lot  of  e-mail  managers,  though,  and 
you’ll  wonder  what  the  outsourcing  fuss  is  all  about. 

Reality  lies  somewhere  in  between,  of 
course. There  is  no  denying  the  recent 
growth  and  potential  of  e-mail  outsourc¬ 
ing,  or  the  fact  that  most  administrators 
continue  to  eye  the  option  with  more 
skepticism  than  signed  contracts. 

The  providers  and  proponents  of  out¬ 
sourced  e-mail  services  have  enjoyed 
a  steady  stream  of  press  attention  in 
recent  months.  The  naysayers,  however, 
who  are  not  hard  to  find,  remain  largely 
unimpressed. 

“You  lose  control  of  your  e-mail  envi¬ 
ronment  to  some  extent,”  says  George 
Taylor,  a  network  analyst  at  Black  Hills 
Heath  Care  Network  in  Spearfish,  S.D.“If 
your  e-mail  provider’s  system  dies,  you’re  at  their 
mercy.  If  you  own  the  system,  you  can  control  how 
fast  it  gets  fixed.” 

This  is  a  common  theme  among  the  antiout¬ 
sourcing  crowd.  “Loss  of  control”  is  a  difficult  psy¬ 
chological  hurdle  to  overcome,  says  Julian  Smith,  IS 


"Being  a  defense  contractor, 
we  have  security  issues  that 
would  eliminate  outsourcing 
[e-mail]  to  just  any  general 
service  provider." 

Dave  Byrkit,  e-mail  administrator,  ITT  Avionics,  Clifton,  N.J. 


director  at  Thompson  &  Co.  in  Memphis, Tenn.,  an 
advertising  agency.  “All  of  us  technical  types  like  to 
be  in  control.” 

Although  the  outsourcers  contend  that  their 
highly  focused  e-mail  expertise  and  strict  service 
agreements  should  allay  these  concerns, Taylor  and 
Smith  say  they  cannot  envision  their  organizations 
making  the  leap  into  outsourced  e-mail  any  time  in 
the  foreseeable  future. 


E-mail  managers,  fearful  of 
losing  control,  voice  skepti¬ 
cism  toward  growing  trend 


What  they  may  be  passing  up 

CNI  research  shows  potential  savings  from  outsourcing  e-mail 


Costs  for  5,000  users 

Non-outsourced 

Outsourced 
to  Compaq 

Savings 

Administration  &  management 

$369.17 

$180.12 

51.2% 

Downtime  productivity  loss 

$71.87 

$44.63 

37.9% 

Downtime  revenue  loss 

$201.24 

$124.95 

37.9% 

Cost  to  resolve  downtime 

$0.86 

$0 

100% 

Totals 

$643.15 

$349.70 

45.6% 

SOURCE:  CREATIVE  NETWORKS.  INC.,  OF  PALO  ALTO,  FOR  COMPAQ. 


They  may  be  missing  out  on  significant  benefits, 
at  least  according  to  the  outsourcers  and  their 
backers  among  e-mail  industry  analysts. 

A  research  report  by  Creative  Networks,  Inc.,  of 
Palo  Alto  compared  the  costs  of  maintaining  5,000 
Microsoft  Exchange  seats  in-house  with  the  costs  of 
outsourcing  that  same  network  to 
Compaq.  The  latter  is  almost  50%  less 
expensive,  according  to  the  research 
house. The  report  was  funded  by 
Compaq,  which  provides  Exchange 
messaging  services  through  its  recent 
acquisition  of  Digital. 

Claims  of  savings  of  that  magni¬ 
tude  and  more  are  regularly  bandied 
about  by  e-mail  outsourcers,  whose 
ranks  include  USA. Net  of  Colorado 
Springs,  Critical  Path  and  Fabrik 
Communications  of  San  Francisco, 
dotOne  of  Salt  Lake  City,  AllegroNET 
of  Dayton,  Ohio,  and  Electric  Mail  Company  of 
Vancouver,  British  Columbia. 

In  addition  to  such  savings,  the  outsourcers  tout 
a  variety  of  other  benefits: 

•  predictable  costs  that  make  budgeting  easier 
and  more  reliable. 

•  the  outsourcers,  not  customers,  test  and  imple¬ 
ment  software  upgrades. 

•  users  get  the  kind  of  scalability  and  up  time 


that  solo  organizations  are  often  unable  to  provide. 

These  purported  benefits  are  hardly  secrets  to 
most  e-mail  administrators,  but  they  have  yet  to  be 
swayed  in  large  numbers.  With  everybody’s  business 
and  network  needs  being  different,  so,  too,  are  the 
reasons  cited  by  those  who  are  resisting  the  out¬ 
sourcing  trend. 

“I’ve  wondered  whether  this  movement  would 
hit  the  e-mail  world,  and  for  a  lot  of  companies,  it 
probably  makes  sense,”  says  Dave  Byrkit,  e-mail 

administrator  at  ITT  Avionics  in  Clifton, 
N.J.  “In  our  case,  e-mail  is  bundled  with 
our  general  client/server  support,  and  no 
one  has  suggested  outsourcing  any  of 
that.” 

Like  a  number  of  administrators  inter¬ 
viewed  for  this  story,  Byrkit  has  reasons 
specific  to  his  business  to  explain  his 
lack  of  interest  in  outsourcing. 

“Being  a  defense  contractor,  we  have 
security  issues  that  would  eliminate  out¬ 
sourcing  [e-mail]  to  just  any  general  ser¬ 
vice  provider,”  he  says.  “We  would  require  a 
service  tailored  to  our  defense  business.” 

Issues  that  may  seem  small  to  the  out¬ 
side  observer  can  tip  the  scales  in  favor 
of  keeping  e-mail  in-house,  according  to  naysayers. 

“Because  of  the  physical  size  of  some  of  the 
graphics  files  we  receive,  we  need  to  have  control 
over  our  mail  system,”  says  Smith  of  his  ad  agency. 
Some  Thompson  &  Co.  users  get  e-mail  attach¬ 
ments  of  more  than  100M  bytes. 

“We  have  tried  the  FTP  game,”  he  says,  “but  most 
of  the  animators  and  freelancers  [we  deal  with] 
don’t  know  how  to  do  this  ” 

Small  to  mid-size  companies  are  the  most  likely 
to  outsource  their  e-mail  today.  Experts  predict 
these  companies  will  continue  to  present  fertile 
soil  for  the  outsourcers,  although,  even  here,  there 
is  no  guarantee  of  a  mass  transition  away  from  in- 
house  e-mail. 

Ray  Pasley,  supervisor  of  network  services  at 
Kansas  City  Power  &  Light  Co.,  keeps  his  organiza¬ 
tion’s  e-mail  flowing  with  one  full-timer  and  a  cou¬ 
ple  of  helping  hands.  When  weighing  those  limited 
costs  against  the  uncertainty  of  an  outsourcer 
delivering  on  service  promises,  Pasley  says  he 
“comes  down  on  the  side  of  keeping  e-mail  func¬ 
tions  and  systems  inside.” 

Then  there  are  the  concerns  that  don’t  appear 
on  a  balance  sheet. 

“I  believe  one  of  the  big  drawbacks  to  outsourc¬ 
ing  is  the  lack  of  personal  attention  users  will 
receive,”  says  Smith.  “Users,  as  well  as  the  company, 
become  a  number,  which  can  hurt  service.”  □ 
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Welcome  to  VPN  Advantage?”  the  next  generation  virtual  private  networking  mind,  our  Proactive  Service  Guarantees  stand  as  the  ultimate  safety  net 


The  Internet  is  not  to  be  feared.  It's  to  be  used.  Let  the  architects  of  the 


service  from  GTE  Internetworking.  Anyone  struggling  to  balance  a  teetering 


array  of  business  communications  needs  will  now  find  the  Internet  a  safer. 


Internet  show  you  the  way. 


more  cost-effective  and  comfortable  place  to  do  business.  A  place  unfettered 


www.internetworking.gte.com  or  800.472.4565 


by  staff  or  budget  limitations,  thanks  to  one  of  the  world's  largest,  fastest  and 


Visit  us  at  ComNet.  Booth  #2514 


most  rigorously  engineered  backbone  networks.  End-to-end  encryption  and 


non-stop  monitoring  assure  you  of  the  highest  level  of  security  commercially 


available.  Over  600  US  Points  of  Presence  as  well  as  global  access  deliver  the 


superior  performance  and  reach  your  company  needs.  To  further  ease  your 
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Gigabit 
Performance 
At  Extraordinary 
Lengths. 


You  want  everything,  But  you 
want  it  to  be  simple,  And  that's 


what  InfiniCor  fiber  provides  you 
The  peri  rmance  you  need  for 


laser-based  systems  such  as 


Gigabit  Ethernet.  And  no  worries 
about  bandwidth  or  compatibility 


Guaranteed 


For  Gigabit  Ethernet  standard 


compliant  links  at  85  nm 


InfiniCor  300  is  guaranteed 


to  perform  up  to  300  meters 
!  InfiniCor  600  is  guaranteed 


to  perform  up  to  600  meters 


InfiniCor'  is  the  only  fiber 


guaranteed*  today  for  laser 


performance  through  actual 
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New  from  Corning 


Call  us  today  for  the  facts 


1-800-52  -2524,  ext.  4091 


Counton  Corning  Fiber 


Dr  Intranet 

On  our  Notes  intranet,  we  are 
using  host  names  —  http://  web 
server  —  instead  of  fully  qual¬ 
ified  domain  names  —  http:// 
webserver.myclient.com.  This 
works  in  North  America,  but  my 
firm  is  global  and  has  users  in 
domains  such  as  myclient.com. 
au  and  myclient.com.jp.  Each 
domain  has  an  individually  man¬ 
aged  Domain  Name  System 
(DNS)  with  no  zone  transfer 
allowed  between  servers.  Users 
have  had  problems  accessing 
the  intranet,  and  I  think  the 
biggest  reason  is  the  way  we've 
configured  our  intranet  server  to 
conduct  address  lookups. 

I  need  to  resolve  this  prob¬ 
lem  and  prove  that  it's  become 
an  unofficial  standard  practice 
to  use  fully  qualified  domain 
names  in  intranet  URLs. 

Via  the  Internet 

Actually,  it's  not  so  much  that 
fully  qualified  domain  names  are 
a  best  practice  but  that  DNS 
needs  to  correctly  resolve  short 
and  fully  qualified  domain 
names.  I  suspect  DNS  is  the  cul¬ 
prit  when  the  fully  qualified 
domain  name  results  in  a  "page 
not  found"  error. 

Use  a  public  domain  tool, 
such  as  dig  or  nslookup,  to  see 
what  DNS  is  up  to  while  resolv¬ 
ing  domain  names.  Then  exam¬ 
ine  your  DNS  server's  activity  log 
to  see  what's  going  on  with  client 
queries.  If  you  find  DNS  is  work¬ 
ing,  you  probably  need  to  tell  the 
Notes/Domino  server  that  it  has 
a  short  name  and  a  full  name. 

My  bet  is  on  punctuation  in  the 
DNS  configuration  files. 

As  a  network  architect  at 
Houston-based  Sprint  Paranet, 
Blass  understands  the  strain  of 
developing  and  managing  intra¬ 
nets.  Send  your  problems  to 
dr.intranet@paranet.  com. 


Technology 


Update 


Evolving  Technologies 
and  Standards 


Taking  a  new  look  at  virtual  LANs 


With  802.  IQ  standard  final,  high-performance,  multivendor  VLANs  a  possibility. 


BY  HAMID  KARIMI 

Now  that  the  IEEE  has  finalized 
the  802. IQ  standard,  network 
managers  should  take  a  fresh 
look  at  how  their  organiza¬ 
tions  can  benefit  from  virtual  LANs. 

In  general,  a  VLAN  is  used  to  break  up 
large  Layer  2  LANs  into  smaller  segments. 
VLANs  have  most  of  the  same  character¬ 
istics  as  physical  LANs,  but  VLANs  let 
users  group  end  stations  even  if  they  are 
not  located  physically  on  the  same  LAN 
segment. 

Since  Layer  2  switching  is  performed 
at  the  Open  Systems  Interconnection 
data  link  layer,  it  is  faster  than  routing  or 
Layer  3  (network  layer)  switching, 
which  must  open  IP  packets  to  deter¬ 
mine  destinations. 

The  802.  IQ  standard,  which  is  part 
of  the  802. ID  bridging  specification, 
includes  a  12-bit  VLAN  identifier  in  the 
media  access  control  (MAC)  transmission 
frame.  The  identifier  is  part  of  the  16-bit 
802. IQ  header,  which  is  added  to  the 
MAC  transmission  frames  used  in 
Ethernet  and  token-ring  networks. 

Adaptability,  high  performance 

By  setting  these  802. IQ  bits,  cus¬ 
tomers  can  create  high-performance 
VLANs.  And  since  the  bits  can  be  read  by 
any  802.1Q-compliant  device,  users  can 
deploy  multivendor  gear  in  those  VLANs. 

The  802. IQ  bits  may  be  set  in  a 
number  of  ways.  Network  switches  or 
routers,  for  instance,  can  set  bits  based 
on  the  “ingress”  port  of  the  incoming 
frame.  Typically,  these  devices  maintain 
tables  that  map  incoming  frames  to 
VLANs  based  on  ingress  ports. 

Once  the  frames  are  tagged,  they 
can  be  sent  through  the  network 
(and  through  non-802.1Q  switches, 
as  long  as  they  can  accommodate 
the  larger  frame  size)  as  if  they 
were  normal  traffic.  In  802. IQ  terminol¬ 
ogy,  this  is  known  as  “progress  traffic.” 

Only  when  the  frame  reaches  its 
“egress  port,”  where  it  heads  for  its  des¬ 
tination  end  station,  does  the  egress 
switch  or  router  make  the  final  802. IQ 
decision,  namely,  which  egress  port  to 
use  to  ensure  that  the  frame  reaches  the 
VLAN  to  which  it’s  headed. 

Also,  through  a  related  standard,  the 
Generic  VLAN  Registration  Protocol 
(GVRP),  end  stations  can  request  admis¬ 


sion  to  specific  VLANs.  Whether  admis¬ 
sion  is  granted  or  denied  could  be  decid¬ 
ed  by  a  network  management  or  policy 
system. 

In  larger  installations,  GVRP  will  help 
to  streamline  VLAN  administration.  GVRP 
functions  as  an  out-of-band  protocol  that 
can  be  used  by  end  systems  to  register 
with  their  VLAN  switches.  GVRP,  by  track¬ 
ing  (in  real  time)  users  who  join  and  drop 
off  the  VLAN,  creates  and  maintains  up-to- 
the-minute  VLAN  configuration  menus. 


Also,  GVRP  is  able  to  tie  its  informa¬ 
tion  into  a  network  management  sta¬ 
tion  and  policy  server,  making  it  even 
easier  to  add,  remove  and  track  user 
VLANs.  To  make  use  of  GVRP  network¬ 
wide,  GVRP  intelligence  has  to  be 
embedded  in  each  participating  switch; 
GVRP  will  thus  become  a  valuable  fea¬ 
ture  in  newer  VLAN-savvy  devices. 

Building  affinity 

As  802.  IQ  VLANs  become  simpler  to 
implement  and  manage,  organizations 
can  become  more  creative  in  putting 
them  to  use.  So-called  affinity  groups 
can  be  created,  say,  for  marketing, 


finance  or  human  resources. 

These  affinity  groups  can  even  over¬ 
lap  and  be  organized  by  department 
and  title:  a  marketing  vice  president 
could  belong  to  the  executive  VLAN, 
the  marketing  VLAN  and  the  sales 
VLAN,  for  instance. 

For  security,  remote  users  could  be 
authenticated  at  the  network  edge,  then 
moved  into  the  VLAN  that  gives  them 
the  appropriate  freedoms  based  on 
their  authentication  data. 


As  valuable  as  these  benefits  are,  the 
true  potential  VLANs  have  to  make  life 
easier  for  network  managers  will  likely 
be  reached  when  VLAN-creation  tools 
are  integrated  within  companies’  policy 
systems. 

At  that  point,  many  VLAN  configura¬ 
tion  complexities  will  disappear,  and 
network  managers  will  have  a  tool 
that’s  uniquely  responsive  to  the 
dynamics  of  business  networking. 

Karimi  is  a  technology  marketing 
manager  within  the  Enterprise  Business 
Unit  of  3Com.  He  can  be  reached  at 
Hamid_Karimi@3com.com. 


HOW  IT  WORKS 

802.1  Q  Virtual  LAN  Identifier 


The  IEEE  has  finalized 
the  802.1  Q  standard, 
which  should  help 
users  more  easily 
create  virtual  LANs. 
The  802.1  Q  spec¬ 
ification  includes 
a  12-bit  VLAN  identifier 
in  the  MAC  trans¬ 
mission  frame  of  traffic 
traversing  a  LAN.  The 
VLAN  identifier  makes 
it  easier  for  users  to 
identify  VLAN  traffic 
and  segment  large,  flat 
LANs  into  small,  high- 
performance  virtual 
workgroups. 


©  User  begins  sending 
traffic  over  LAN. 


©  Layer  2  switch 
reads  802.1Q  12-bit 
VLAN  identifier  in 
the  MAC  trans¬ 
mission  frames  of 
the  traffic. 


Layer  2  switch 
with  802.1  Q  support 


h  *  mm 

K 

Management 

console 


Q  From  a  management  console  attached  to  the  switch, 
administrators  can  use  the  VLAN  identifier  to  tell  the 
switch  to  send  traffic  to  certain  virtual  groups  of  users. 
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Technology  Update 


\  Ooarhead  —  inside  the  network  machine  .  Mark  Gibbs 

j  Welcome  to  the  Machine:  The  Quest  for  Stuff 


e  Iconic  to  Gearhead,  a  new 
weekly  column  providing 
an  inside  look  at  technologies,  stan¬ 
dards,  protocols  and  products. 

The  plan  is  to  cover  a  technology 
one  week  and  a  product  or  service 
the  next.  And  we  reserve  the  right  to 
occasionally  throw  in  a  curveball, 
such  as  an  interview  with  a  technical 
pundit  when  we  find  someone  really 
interesting.  So,  on  with  the  show. 

This  week’s  topic  concerns  that 
one  online  activity  we  spend  an  inor¬ 
dinate  amount  of  time  on  —  trying  to 
find  stuff.  The  reason  is  there  are  so 
many  tools  to  use  and  they  all  offer 
different  strategies  for  searching. 

To  get  an  idea  of  the  number  of 
search  engines  out  there,  check  out 
the  Yahoo  search  engine  list  at 
dir. yahoo.com/Computers_ 
and_Internet/Internet/World_Wide_ 
Web/Searching_the_Web/Search_ 
Engines. 

We  also  now  have  metasearch 
engines,  such  as  Metacrawler,  that 
search  other  search  engines,  and 
even  engines  that  search  for  images. 

But  searching  is  still  pretty  time- 
consuming  and  often  frustrating, 
unless  you  just  happen  to  find  the 


right  tool.  A  number  of  vendors  have 
produced  personal  metasearch  en¬ 
gines,  but  they  have  proven  only 
marginally  useful.  In  this  area,  how¬ 
ever,  BullsEye,  a  personal  search 
engine  from  IntelliSeek,  Inc.,  of 
Cincinnati  (www.intelliseek.com), 
breaks  new  ground. 

BullsEye  can  search  more  than  300 
search  engines  and  databases.  But  it  is 
not  just  the  scope  of  searching  that 
makes  this  an  impressive  product,  it 
is  the  analysis  of  the  results  that 
clinches  it. 

BullsEye  retrieves  search  results 
from  the  search  engines,  retrieves 
pages  they  cite,  analyzes  the  page 
content,  removes  the  dead  links  and 
presents  a  report.  And  when  I  say 
“presents,”  I  mean  it  can  display  the 


report  in  a  browser  window,  e-mail 
the  report  to  one  or  more  people, 
or  send  a  message  to  your  pager. 
Even  better,  BullsEye  can  examine 
the  last  report  it  created  for  a  partic¬ 
ular  search  and  only  report  on  new¬ 
found  results. 

BullsEye  is  divided  into  four  main 
sections.  First  is  the  BullsEye 
Manager.  In  the  Manager,  you  can 
define  and  run  searches  (which  can 
be  saved  for  reuse),  organize  reports, 
and  analyze  and  refine  search  re¬ 
sults  offline. 

Next  come  the  Intelligent  Search 
Agents,  which  categorize  the  search 
engines  so  that  you  can  restrict 
a  site  to  just  the  news  sources  or 
Web  sites  that  have  been  reviewed. 

Third  comes  the  Rapid  Infor¬ 
mation  Discover  Engine,  which 
determines  the  relevance  ranking 
of  documents,  removes  duplicates 
and  dead  links,  and  summarizes 
the  content. 

And  finally,  there’s  the  Information 
Tracker,  only  available  in  the  BullsEye 
Pro  version.  Tracker  allows  you  to 
schedule  searches  and  monitor  Web 
pages  for  changes. 

I  think  this  is  perhaps  the  best 


search  tool  I  have  seen  and,  from 
a  corporate  or  departmental  view¬ 
point,  it  has  tremendous  potential. 
You  can  schedule  searches  and 
send  the  results  to  a  group  on  a  reg¬ 
ular  basis. 

And  if  you’re  willing  to  do  a  little 
exploring  and  HTML  editing,  you  can 
modify  BullsEye ’s  report  templates  to 
customize  the  presentation  for  your 
organization  (exactly  how  is  an  exer¬ 
cise  left  for  the  reader). 

I’m  waiting  for  IntelliSeek  to  pro¬ 
duce  a  centralized  enterprise  ver¬ 
sion  that  can  accept  search  requests 
via  e-mail  or  through  a  Web  form, 
and  provide  more  sophisticated  stor¬ 
age  management  (particularly  the 
purging  of  old  reports). 

This  product  is  fast,  reliable  and 
amazingly  effective,  and  it  costs 
only  $37  for  the  basic  version  and 
$112  for  the  pro  version!  I  highly 
recommend  BullsEye,  which  gets  a 
rating  of  4.5  gear  teeth  out  of  a  possi¬ 
ble  five. 

Comments  and  suggestions  to 
gh@gibbs.com.  Resource  list  at 
www.gibbs.  com/gearhead/links/ 
9901. 


ewsy  tips  and 
tools  from  our 
Web  site 


to  the  first  Fusion 
Spotlight  column  from  the 
gang  that  runs  Network  World 
Fusion.  We  ll  keep  you  up-to- 
date  on  hot  forums  on  Fusion 
and  elsewhere,  interesting 
(and  odd)  stuff  we  run  across 
online  and  even  the  occasion¬ 
al  Web  development  tip. 

Each  of  the  items  in  the  col¬ 
umn  will  end  with  a  Doc- 
Finder  number.  Go  to  Fusion 
at  www.nwfiision.com  and 
type  the  number  in  the 


DocFinder  box  at  the  top  of 
the  page.  If  you  haven’t  used 
Fusion  before,  you’ll  have  to 
register  first,  but  it’s  free  (and 
if  you’re  a  Network  World  sub¬ 
scriber,  use  the  NWF  number 
in  the  address  box  on  the 
front  page  of  this  issue  for 
quick  access). 

Helpful  household  tips 

Sure,  you  can  drop  thou¬ 
sands  on  expensive  cabling 
equipment.  But  sometimes, 
all  you  need  is  some  stuff  you 


could  get  at  any  five-and- 
dime  store  (if  any  five-and- 
dime  stores  were  still  around, 
that  is): 

“To  help  ‘fish’  cables,  you 
can  use  a  bar  magnet  and 
hand  compass  to  figure  out 
where  they  are  behind  wall 
panels  or  above  ceilings.  The 
magnet  is  tied  to  a  string  and 
dropped  into  the  top  hole. 
Then  use  the  compass  to 
locate  it  when  you  are  down 
below.  The  compass  needle 
swings  to  the  magnet  for 
quick  location  of  where 
to  drill.” 

That  handy  tip  comes  from 
a  Help  Desk  forum  on  build¬ 
ing  a  network  at  home.  In 
addition  to  learning  how  to 
find  the  right  place  to  drill, 
you  can  also  pick  up  tips  on 
what  kind  of  hubs  and  net¬ 
work  interface  cards  to  buy. 

Oh,  and  don’t  forget  this 
key  advice  for  when  you’ve 
set  everything  up  and  it  still 
doesn’t  work:“Just  invite  your 
local  network  administrator 


over  for  some  pizza  and  multi¬ 
player  Quakell,  and  because 
you  already  have  all  the 
pieces  in  place,  he  can  fix  the 
one  thing  you  overlooked.” 

DocFinder:  1223 

Dial  this 

Need  suggestions  for  con¬ 
necting  a  modem  pool  to  an 
NT  server?  Fusion  users  have 
come  up  with  a  number  of 
software  suggestions. 

DocFinder:  1224 

Tastes  great! 

There  are  debates  —  and 
then  there  are  holy  wars  — 
Macintosh  vs.  Windows,  for 
example.  Or  ATM  vs.. Gigabit 
Ethernet  on  the  backbone, 
apparently. 

A  few  weeks  ago,  a  Net¬ 
work  World  reader  sought 
some  help  answering  the  ques¬ 
tion  of  whether  his  bosses 
were  making  a  mistake  by 
insisting  on  ATM  for  a  campus 
backbone.  We’re  still  not  sure 
if  he  got  an  answer,  but  we’ve 


certainly  learned  there’s  no 
shortage  of  people  on  either 
side  of  the  question. 

“The  problem  with  net¬ 
work  engineers  is  that  they 
have  a  God  complex,”  one 
reader  wrote.  See  the  cases 
for  both  technologies,  then 
add  your  thoughts. 

DocFinder:  1225 

What's  really  going  on? 

Internet  this,  Internet  that. 
Network  World  News  Direc¬ 
tor  Bob  Brown,  who  follows 
the  venture  capital  market,  is 
too  polite  to  say  he’s  upset, 
but  you  can  tell  he  thinks 
something’s  amiss. 

Specifically,  when  was  the 
last  time  you  read  about  hard¬ 
ware  firms  getting  any  ven¬ 
ture  capital  attention?  Not 
since  the  halcyon  days  of  the 
initial  Gigabit  Ethernet  stam¬ 
pede  a  couple  of  years  back, 
that’s  when,  and  it  has  Brown 
a  bit  concerned.  See  what’s 
going  on. 

DocFinder:  1222 


.com 
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Editorial  Insights 

Vendors  back  Tolly  Group/ 
NW  switch  test  effort 

It’s  a  tough  job  buying  a  switch  these 
days.  When  you're  talking  about 
devices  with  50G  bit/sec  of  capacity 
and  dozens  of  Fast  Ethernet  and  giga¬ 
bit  ports  —  far  more  power  than  most 
buyers  need  today  —  it  s  easy  to  get  over¬ 
whelmed  and  assume  that 
any  choice  will  be  a  safe 
one  for  the  future  of  your 
enterprise  network. 

But  the  numbers  can  be 
deceiving,  and  a  simple 
price-per-port  comparison 
can  mask  real  differences 
in  products.  As  Kevin  Tolly, 
president  of  The  Tolly 
Group  consultancy,  wrote 
in  a  recent  Network  World 
column,  “When  the  prod¬ 
ucts  being  compared  are  not  delivering 
the  same  level  of  system  bandwidth,  price 
per  port  becomes  worse  than  irrelevant.  It 
becomes  misleading.” 

That’s  why  Network  World  and  The 
Tolly  Group  have  developed  a  new  switch 
testing  program  designed  to  help  cus¬ 
tomers  make  better  decisions. The  Tolly 
Group  Switch  Metric  will  highlight  raw 
switch  performance  along  with  a  cost-per- 
gigabit/throughput  metric  to  give  buyers 
an  in-depth  look  at  the  Layer  2  and  Layer  3 
switching  markets  and  beyond.  We’ll  take 
a  switch’s  best  throughput  and  divide  it 
by  the  retail  cost  of  the  system  to  get  a 
relative  cost  for  each  gigabit  of  through¬ 
put,  analogous  to  the  cost-per-MIPS  metric 
used  in  benchmarking  computer  systems. 

Switch  Metric  tests  will  be  conducted 
on  an  ongoing  basis,  and  the  results  will 
be  presented  to  our  readers  twice  annual¬ 
ly  in  special  features  offering  insights  and 
advice.  Our  first  article  is  scheduled  to 
appear  in  May.  We’ll  also  be  working  with 
a  major  trade  show  to  establish  a  special 
session  highlighting  our  findings. 

We’ve  invited  the  leading  switch  makers 
to  participate  in  our  new  test  program,  and 
the  early  response  is  heartening.Alteon 
Networks,  Anritsu,  Extreme  Networks,  FORE 
Systems,  Foundry  Networks,  Hewlett- 
Packard,  IBM,  Lucent,  Madge,  Neo  Networks, 
Nortel/Bay  Networks,  Performance  Tech¬ 
nologies,  Olicom  and  Xylan  have  already 
committed  to  the  testing,  and  we  expect 
other  vendors  to  quickly  sign  on. 

For  more  information  on  the  testing,  go 
to  wvav.nwfusion.com  (DocFinder:1235). 

If  your  vendor  isn’t  listed  above,  ask  your 
representative  why. 

—  John  Gallant 
jgalla  nt@nww.  com 


j  |  Message  Queue 


Hidden  agenda? 

You  do  your  readers  and  your  publication  a  dis¬ 
service  when  you  allow  “experts”  to  hype  prod¬ 
ucts  in  which  they  have  a  vested  financial  inter¬ 
est.  Such  is  the  case  with  Winn  Schwartau’s  col¬ 
umn  “A  good  defense  goes  to  the  desktop”  (Dec. 

7,  1998,  page  53),  in  which  he  promotes  Signal 
9  Solutions’  PCFirewall  as  a  “unique  and  inexpen¬ 
sive  approach  to  network  protection.”  The  fact 
that  Schwartau’s  company,  Info  War.  Com,  markets  and 
sells  PCFirewall  is  never  disclosed  in  the  article  and  is 
a  clear  conflict  of  interest.  Shame  on  you;  your  read¬ 
ers  deserve  better. 

Rick  Kimball 
Malden,  Mass. 

Editor’s  reply:  We  do  require  columnists  to  disclose 
such  interests,  as  Scott  Bradner  did  in  a  recent 
column  and  Kevin  Fong,  a  venture  capitalist,  does 
routinely  in  his  column. 

Regarding  the  column  in  question,  Schwartau  re¬ 
sponds:  “The  stores  at  InfoWar.Com  ‘sell’ a  lot  of  pro¬ 
ducts.  By  this,  I  mean  the  products  are  up  there  for 
sale  and  download.  Yes,  Signal  9  made  me  aware 
of  its  products,  they  were  put  on  the  site  and  the 
PCFirewall  product  intrigued  me.  When  writing  the 
column,  I  looked  for  other,  similar  products  that 
acted  as  personal  firewalls  and  couldn’t  find  any. 

I  earn  no  commissions  from  the  sale  of  products 
advertised  on  InfoWar.Com.  The  only  income  I 
receive  is  from  sales  of  my  books  on  the  site." 


Great  Scott 


In  his  column  “Whoa,  whoa,  whoa:  Don’t  perturb 
Santa”  (Dec.  21, 1998,  page  64),  Mark  Gibbs  wrote 
regarding  Scott  McNealy:  “Since  when  does  jumping 
on  a  long-past  bandwagon  to  hawk  your  products 
qualify  you  as  a  visionary?  Please.  It  is  going  to  be 
coal  for  Scotty.” 

Huh?  If  Scott  “The  Network  is  the  Computer” 
McNealy  doesn’t  qualify  as  an  Internet  visionary,  then 
I  don’t  know  who  would.  Or  is  Gibbs  trying  to  rede¬ 
fine  Internet  to  mean  “global  spam  delivery  service?” 


Sun  has  always  led  the  way  in  real  network 
innovation  and  open  standards  that  are  the  basis 
of  the  Internet. 

Larry  Granroth 
Iowa  City,  Iowa 

Don’t  forget  NDS 

In  your  feature  “Directory  roundup”  (Dec.  21, 

1998,  page  49),  I  was  particularly  interested  in  your 
comments  about  Cisco’s  strategy  for  directory- 
enabled  networks.  While  I  have  no  problem  with 
Cisco’s  decision  to  use  Active  Directory  for  its  prod¬ 
ucts,  Cisco  hardware  and  the  IOS  running  on  that 
hardware  need  to  be  just  as  manageable  from  Novell 
Directory  Services  (NDS)  as  from  Active  Directory. 

Too  many  customers  have  invested  too  heavily  in 
NDS  to  welcome  any  heavy-handed  attempt  to 
force  them  into  adopting  a  different  directory. 

Cisco  need  only  look  to  Microsoft  to  see  what  kind 
of  payback  a  company  gets  when  the  community 
decides  that  company  is  abusing  its  position. 

Craig  Powers 

Network  planning  manager 
Parkland  Health  &  Hospital  System 
Dallas 


Hi,  neighbor 


It  was  with  some  amusement  and  a  certain  degree 
of  nostalgia  that  I  read  your  article  “HellsAngels. 
com”  (Dec.  21, 1998,  page  1).  I  lived  next  door  to 
the  East  3rd  St.  clubhouse  for  five  years  in  the  ’80s, 
and  at  the  time,  could  not  have  conceived  of  a  pub¬ 
lication  like  Network  World  profiling  the  Angels. 

Even  in  those  days,  East  3rd  St.  was  a  high-tech 
zone  of  sorts.  I  started  my  value-added  reseller  busi¬ 
ness  on  a  kitchen  table  in  a  walkup  apartment,  drag¬ 
ging  50-pound  Everex  boxes  up  five  flights  and  then 
installing  them  in  businesses.  Nowadays,  safely 
ensconced  in  more  spacious  quarters  in  the  Silicon 
Alley  section  of  Manhattan,  I  can  finally  bond  with 
my  old  neighbors.  I  wonder  if  they  could  use  an  SDSL 
line?  I  think  I’ll  take  a  ride  over  there  and  find  out. 
Nicholas  Braak 
President 
Tricon  Systems 
New  York 


Send  letters  to  nwnews@nww.com  or  John 
Gallant,  editor  in  chief,  Network  World, 
161  Worcester  Road,  Framingham,  MA 
01701.  Please  include  phone  number  and 
address  for  verification. 


You'll  find  more 
letters  to  the 
editor  online. 
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Bottom  Line  .  Joel  Snyder 

Don’t  buy  more  bandwidth  than  you  need 


A  client  was  saying,  “We’re  finally  getting  on 
the  Internet,  and  we’re  going  to  start  with 
twoT-1  lines.”  I  was  astounded.  “You’ve  only 
got  300  users!  What  are  you  going  to  do  with 
twoT-ls?”  I  asked. “Well,  we  expect  to  be  get¬ 
ting  a  lot  of  e-mail,”  was  the  reply. 

This  pitiful  scene  is  being  played  out  in  offices  all 
over  the  U.S. Testosterone  poisoning  has  hit  the  net¬ 
work.  Normally  sane  network  managers  can’t  buy  a 
big  enough  Internet  pipe  to  satisfy  their  perceived 
need  for  speed.  Suddenly,  it’s  not  how  you  use  the 
bandwidth  —  it’s  how  much  you  have. 

There  are  two  reasons  why  companies  seem  to 
be  buying  a  lot  more  Internet  access  than  they  can 
handle. The  first  is  that  Internet  bandwidth  is 
incredibly  inexpensive.  For  less  than  $5,000  per 
year,  a  company  that  is  used  to  paying  $  1  million 
per  year  for  telephone  service  can  get  all  the  band¬ 
width  it  could  possibly  use. 

The  second  reason  is  that  ISPs  love  to  sell  high¬ 
speed  connections,  especially  to  companies  that 


don’t  use  much  bandwidth. After  all,  why  sell  some¬ 
one  a  128K  bit/sec  ISDN  line  for  $250  per  month 
when  you  can  sell  him  a  dedicated  T-l  for  $1,000 
per  month? 

In  fact,  the  amount  of  bandwidth  a  typical 
customer  really  uses  is  a  well-kept  secret  among 
ISPs.  One  ISP’s  chief  technology  officer  told  me 
his  company  provisions  its  network  assuming 
that  the  typical  client  will  use  less  than  64K  bit/sec 
of  bandwidth,  24  hours  per  day  —  a  profile  that 
most  clients  would  fit,  unless  they’re  hosting 
dial-a-porn  or  some  other  specialized,  high-traffic 
Web  site. 

How  do  you  avoid  overspending  on  Internet 
pipes?  Follow  three  simple  guidelines: 

•  Understand  how  much  bandwidth  you  really 
use.  If  you  need  aT-3  line,  that’s  great.  But  if  you 
need  only  a  piece  of  a  T-l,  then  don’t  waste  your 
money  on  anything  more.  Use  the  SNMP  statistics  in 
your  router  to  watch  usage  and  see  what  you’re 
really  sucking  down. 


•  Buy  a  usage-sensitive  connection.  Bursting  up  at 
high  speeds  is  fine,  but  if  you’re  only  going  to  use 
64K  bit/sec,  then  that’s  all  you  should  pay  for. 

Find  an  ISP  that  will  offer  you  a  “burstable  T”  in 
which  you  only  pay  for  the  bandwidth  you  use. 

Don’t  be  afraid  of  that  potentially  high  bill  —  you’ll 
find  more  savings  than  cost. Although  a  few  national 
ISPs  offer  burstable  service,  you'll  find  your  best 
value  and  service  by  going  with  a  local  or  regional 
provider. 

•  Instead  of  one  big  pipe,  buy  two  smaller  connec¬ 
tions.  Why?  Disaster  recovery  and  load  balancing. 

ISPs  may  offer  service-level  agreements  and  assure 
you  of  their  nonstop  nature,  but  that’s  largely  market¬ 
ing  baloney.  The  best  way  to  ensure  high-speed,  high- 
quality  service  is  to  have  two  connections. 

Snyder  is  a  senior  partner  at  Opus  One,  a 
Tucson,  Ariz.,  consultancy  that  has  eight  T-l  lines 
—  seven  too  many,  in  Snyder’s  opinion.  He  can  be 
reached  at  jrns@opusl.com. 


Yankee  Ingenuity  .  Howard  Anderson 

The  attack  of  the  Defenders 


Each  January,  I  draw  up  a  list  of  the  most  impor¬ 
tant  people  in  the  communications  industry  — 
and  then  I  go  visit  them. This  serves  a  very  use¬ 
ful  purpose  at  The  Yankee  Group:  It  gets  me 
out  of  the  office  so  that  the  people  who  really 
run  the  place  can  do  so. 

Now,  after  several  years  of  doing  this,  I  have 
decided  that  the  communications  industry  consists 
of  four  groups: 

•  The  Defenders. 

Companies  that  own 
the  market  and  have  an 
installed  customer  base. 
Examples:  Bell  Atlantic, 
AT&T,  Nortel  Networks, 
Lucent. 

•  The  Attackers. 

New  kids  on  the  block. 
Have  little  or  no  market 
share  and  few  customers.  Daring;  first  to  try  new 
technology.  Examples:  Qwest,  Level  3,  Packet 
Engines,  Xylan,  eTrade. 

•  The  Arms  Merchants.  The  new  technologists, 
most  likely  venture  capitalized.  Offer  a  new  way  to  do 
things  —  often  their  services  are  substantially  less 
expensive  and  sometimes  riskier.  Sell  solutions  to 
Defenders  and  Attackers.  Past  and  present  examples: 
Banyan,  Kenan,  Oracle,  Sybase,  Vocaltec,  Open  Market. 

•  The  Customers.  The  enterprise  customers  who 
themselves  are  Defenders  in  their  own  markets. 
Examples:  Citicorp,  Merrill  Lynch,  General  Motors, 
General  Electric. 

Now,  when  I  visit  the  Defenders  and  ask  about 
the  Attackers,  what  do  1  hear?  Defenders  go  through 
four  stages,  as  predictable  as  a  sitcom.  In  the  first 
stage,  the  Defender  makes  light  of  the  Attacker, 


questions  its  motives  or  rails  against  the  injustice  of 
it  all. The  Defender  also  talks  about  “level  playing 
fields”  and  just  basically  goes  into  denial.  “No,”  the 
Defender  tells  me,  “we  aren’t  threatened. Yes,  our 
technology  is  better  and  we  provide  better  cus¬ 
tomer  service.” 

In  the  second  stage,  the  Defender  gets  angry  and 
questions  the  legitimacy  of  the  Attacker  and  the 
benchmarks  against  which  it’s  measured,  and 
implies  that  Wall  Street  has  its  head  up  its  rear  for 
even  listening  to  the  Attacker’s  claims. 

Stage  Three  is  modest  acceptance,  wherein  the 
Defender  assumes  that  some  of  the  Customers  may 
actually  like  the  Attacker  and  the  technology  it 
offers,  whether  it  be  packet  switching,  client/server, 
object  computing  or  whatever.  The  Defender  then 
reasons,  “Well,  if  the  Customers  are  going  to  buy  it, 
they  might  as  well  buy  it  from  us,”  and  cuts  an  OEM 
deal  so  that  its  Customers  won’t  wander  off  the 
reservation. This  is  known  as  a  strategic  alliance. 
Strategic  alliances  almost  always  fail. 

The  final  stage  is  when  the  Defender  realizes  that 
the  Attacker  has  won  and  the  Defender,  in  danger  of 


losing  its  biggest  customers,  buys  the  Attacker. 

Example:  Lucent  sees  Cisco  and  Ascend  gaining 
market  share,  so  it  buys  companies  such  as  Yurie 
Systems  at  20  times  sales.  IBM  doesn’t  understand  T-l 
multiplexers,  switches  and  structured  wiring,  so  it 
cuts  OEM  deals,  which  are  too  little,  too  late. 

Fortune  favors  the  bold!  The  Attackers  sign  OEM 
agreements  because  they  have  more  technology 
than  distribution,  and  they  need  the  volume  manu¬ 
facturing  to  keep  their  profit  margins  up. The  Cus¬ 
tomers  first  go  to  their  traditional  suppliers,  which 
tell  them  they  don’t  need  this  new  technology. 
Then  the  suppliers  tell  the  Customers  their  own 
technology  will  be  out  “soon”  and  try  to  cover 
themselves  with  OEM  deals. 

But  the  Customers  soon  realize  that  they  them¬ 
selves  are  committing  career-limiting  acts  if  they 
rely  on  their  traditional  vendors. 

So  who  am  I  visiting  this  year?  Raw  Attackers  and 
savvy  Counter  Attackers,  which  are  Defenders  that 
recognize  their  vulnerability  and  are  doing  some¬ 
thing  about  it.  Look  at  Mike  Armstrong  at  AT&T:  His 
base  business,  long  distance,  is  low  margin,  high 
investment  —  so  he  goes  out  and  buys  Teleport,  an 
Attacker;TCI,  a  cable  giant  but  a  potential  telecom 
Attacker;  and  Vanguard  Cellular,  a  wireless  Attacker. 

But  more  than  anything,  I  want  to  see  those  smart 
Customers  that  seize  on  the  new  Arms  Merchants 
early. 

It’s  going  to  be  an  interesting  year.  Oh,  and  if  you 
are  in  Boston  and  visit  The  Yankee  Group,  don't  look 
for  me  —  I’ll  be  out  of  town. 

Anderson  is  founder  and  president  of  The 
Yankee  Group,  a  Boston-based  consultancy.  He  can 
be  reached  at  handerson@yankeegroup.com. 
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The  browse  function 
presents  a  list  of  NetOp 
Host  PCs  in  the  network. 


N»?Kjp  tor  Window: 


View  controlled  PCs 
windowed  —  or  zoom  in  for 
a  full  screen  view. 


Backwards  compatible.  Can 
remote  control  earlier  NetOp 
Host  versions  on  your 
network. 


Chat  feature  allows  on-line 
conversation  with  remote 
user  —  ideal  for  support 
situations. 


Remote  control  using  any 
popular  communication 
standard  (NetBIOS,  IPX, 
TCP/IP,  modem  and  ISDN). 


Simultaneous  remote  control 
of  multiple  PCs  running 
any  resolution  and  color 
depth. 


Cross  platform.  All  major 
PC  operating  systems  are 
supported. 
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Every  PC  in  your  company:  windows  nt  4.0  &  3.x,  windows  95, 

Windows  3.1  x,  OS/2,  DOS..  .Easy:  One  click  to  any  available  PC  in  your 
company;  installs  easily  in  minutes...  Fast:  Compression  and  caching  for 
optimal  performance...  Secure:  Call-back,  passwords,  multilevel  access 
rights,  audit  trails,  centralized  security  server. . .  Stable:  No  TSRs, 
no  replacement  of  device  drivers,  low  resource  require¬ 
ments...  FREE  OFFER!  Give  us  your  name, 
address,  and  contact  information,  and  we’ll 
give  you  a  FREE  full-function  trial  copy: 

800-675-0729  Fax: 561-391-5820. 
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Net 


NetOp  and  the  red  kite  are  registered  trademarks  of  Danware  Data  A/S.  Other  brand  and  product  names  are  trademarks  of  their  respective  holders. 
©  1 998  Copyright  Danware  Data  A/S.  All  rights  reserved. 


NetOp  is  available  from  CrossTec  Corporation 


Free  Product  info  enter  NWInfoXpress  #83  online  @  www.networkworld.com/infoxpress 


Feature 


EARLY 


For  a  new  technology,  both  the  roll-your-own 
VPNs  and  those  provided  as  a  managed  service 
are  catching  on  fast.  Early  user  experiences  point 
to  good  things  ahead,  as  some  fears  about  VPNs 
are  proving  to  be  unfounded.  There  are  still  chal¬ 
lenges  to  be  met,  however,  especially  in  terms  of 
initial  setup. 


Continued  from  page  1 

The  study  also  makes  clear  that  some  user  fears  about 
VPNs  are  unfounded.  Early  users  report  their  VPNs  are 
relatively  easy  to  manage  and  that  service  providers 
have  likewise  been  easy  to  work  with.The  biggest  user 
concern  about  VPNs?  It’s  no  longer  security,  although 
that’s  a  close  second;  maintaining  good  performance 
weighs  heaviest  on  user  minds. 

The  survey  was  structured  so  respondents  could  pro¬ 
vide  useful  information  regardless  of  whether  they  were 
implementing  a  VPN.  We  garnered  general  data  from  all 
501  respondents,  representing  a  cross-section  of  indus¬ 
tries  and  business  sizes.  Detailed  follow-up  interviews 
were  conducted  with  45  of  those  who  reported  they 
were  currently  using  VPNs  or  planned  to  in  the  near 
future  .The  experiences  of  the  early  adopters  provide 
valuable  lessons  for  others  to  follow. 

We  define  VPNs  as  private  networks  that  exist  in  a 
public  network  environment,  often  the  Internet. This 
definition  includes  networks  that  users  implement 
themselves  and  offerings  from  service  providers. 

Twenty  percent  of  respondents  have  bought  into 
the  VPN  idea;  this  represents  impressive  progress  for 
a  new  technology.  It’s  difficult  to  pinpoint  exactly 
when  the  VPN  market  was  born,  but  few  could  argue 
that  the  technologies  and  products  were  viable  and 
available  for  mass  consumption  more  than  two  years 
ago.  By  way  of  comparison,  the  frame  relay  services 
market,  which  was  officially  born  in  1991,  was 
scarcely  measurable  until  1994. 

These  findings,  however,  do  not  indicate  20%  of 
companies  use  VPNs  exclusively.  Many  companies, 
especially  larger  ones,  have  begun  to  implement  VPNs 
in  addition  to  their  legacy  network  services.  Some  com¬ 
panies  are  in  the  pilot  phase  of  VPN  adoption  and  are 
merely  testing  one  or  more  options.  Pilot  VPNs  are 


RATE  VPNS  A  BIG  SUCCESS 


Survey  makes  the  case  for 
VRI\lsr  showing  rapid  rate  of 
adoption  and  a  contented 
crop  of  early  customers . 


often  used  to  address  a  particular  requirement,  such  as 
remote  access,  telecommuting,  connecting  new  offices 
or  extranet  connectivity. 

Early  VPN  adopters,  at  least  among  survey  respon¬ 
dents,  include  high-tech  firms;  pro¬ 
viders  of  business  services,  such  as 
management  consulting  and  advertis¬ 
ing;  and  entertainment,  printing  and 
publishing  companies.  Manufacturing 
and  banking  industries  also  stand  out 
as  leaders  in  VPN  deployment  be¬ 
cause  of  the  clear  benefits  of  combin¬ 
ing  the  security  ofVPNs  with  the  open¬ 
ness  of  the  Internet.  One  surprising 
finding  was  that  the  insurance  and 
real  estate  industries,  usually  conserv¬ 
ative  in  adopting  new  technologies, 
are  among  those  moving  to  VPNs. 

The  industries  that  emerged  as  lag¬ 
gards  are  health  care,  education, 
wholesale  trade  and  transportation, 
although  they  were  at  least  represent¬ 
ed  among  VPN  user  respondents.  In 
fact,  every  industry  appeared  to  have 
VPN  users. 

Overall, VPN  adoption  appears  to 
be  a  mile  wide  across  industries  but 
an  inch  deep  into  the  overall  market 
for  WAN  offerings.  TeleChoice  inter¬ 
prets  this  as  evidence  that  a  growing 
audience  of  customers  sees  the  value  of  VPN  services 
and  that  the  VPN  market  is  beginning  its  journey 
toward  maturity. 

Satisfied  customers 

Net  managers  who  subscribe  to  all  types  ofWAN 
services  are  a  content  group  overall.  Some  are  even 
happy,  but  few  are  overly  critical  of  their  WAN  ser¬ 
vices  or  service  providers. 

For  the  sake  of  comparison, TeleChoice  classified 
survey  respondents  into  three  groups,  depending  on 
the  mix  of  services  they  use:  traditional  WAN  services 
only  (69%  of  respondents);  traditional  WAN  services 
and  VPNs  (24%);  and  VPNs  only  (6%).  Respondents 


were  asked  to  rate  their  levels  of  satisfaction  with 
their  particular  WAN  offerings  on  a  five-point  scale 
ranging  from  “very  satisfied”  to  “very  dissatisfied.” We 
found  that  users  employing  only  traditional  WAN  ser¬ 
vices  are  not  as  satisfied  as  VPN  users  (see  Figure  1). 

About  half  of  the  VPN  users  subscribe  to  a  fully  man¬ 
aged  service  from  a  carrier,  and  about  half  are  do-it- 
yourselfers  who  built  their  own  VPNs  by  adding  securi¬ 
ty  software  to  products  such  as  firewalls  and  routers. 

Customers  with  fully  managed  VPNs  are  more  satis¬ 
fied  than  do-it-yourselfers.  On  the  same  1  to  5  scale,  the 
average  satisfaction  score  was  3  5  for  those  who  chose  a 
VPN  service,  but  only  31  for  those  who  went  it  alone. 

Interestingly,  just  over  1 5%  of  the  do-it- 
yourselfers  were  very  dissatisfied,  the 
highest  percentage  of  unhappy  users 
for  any  service  category. 

TeleChoice  attributes  this  negativity 
to  the  frustrations  involved  with 
implementing  a  VPN  without  fully 
understanding  limitations  and  require¬ 
ments.  In  defense  of  the  do-it-your¬ 
selfers,  they  were  most  likely  to  be 
very  satisfied  than  other  users  —  call 
it  “pride  of  authorship.” 

The  findings  also  show  that  cus¬ 
tomers  aren’t  exactly  displeased 
with  legacy  offerings.  So  in  order  to 
get  users  to  migrate,  vendors  will 
have  to  prove  VPNs  can  perform  at 
least  as  well  as  legacy  technologies 
while  providing  additional  benefits, 
such  as  cost  savings,  ease  of  use  and 
better  geographic  coverage.  Survey 
respondents  agree  with  that 
premise;  more  than  half  of  VPN 
users  say  their  primary  reason  for 
moving  to  a  VPN  was  cost. 


Expectations  met  or  exceeded 

The  perceptions  of  non-VPN  users  definitely  con¬ 
trast  with  the  experiences  of  VPN  users,  which  should 
serve  to  calm  the  anxieties  of  those  considering  a  VPN. 
Of  those  responding  companies  using  a  VPN,  40%  say 
VPN  management  is  “very  easy”  vs.  just  3%  that  say  it  is 
“very  difficult.”  Similarly,  71%  find  it  very  easy  to  add 
users,  none  say  it’s  very  difficult  and  only  5%  say  it’s 
“difficult.”  As  for  working  with  service  providers,  half  of 
the  respondents  report  it  is  “very  easy”  (see  Figure  3). 

Probably  because  early  adopters  are  tomorrow’s 
marquis  customers,  respondents  report  they  are  treat¬ 
ed  with  kid  gloves  by  their  service  providers.  Fifty 
percent  of  respondents  say  they  are  very  satisfied. 


Figure  1 
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Figure  2  User  satisfaction  with  WAN  services 
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mw  3  VPN  management  —  the  difficulty  factor 

Respondents  were  asked  how  difficult  it  is  to: 


Manage  their  VPNs  Add  users  to  their  VPNs 


Work  with  their  VPN 
service  providers 


and  42%  report  being  satisfied  with  their  service 
providers  (see  Figure  4).  We  asked  the  satisfaction 
question  three  times,  in  three  different  ways,  and  all 
garnered  equally  positive  responses.TeleChoice 
doesn’t  take  this  is  as  a  sign  of  things  to  come;  we 
don’t  believe  this  picture  will  remain  so  rosy  as  VPN 
adoption  occurs  at  an  increasing  rate. 

In  terms  of  expectations  vs.  reality,  60%  say  man¬ 
agement  of  their  VPNs  is  about  what  they  expected. 
An  additional  26%  report  management  is  easier  than 
expected,  and  only  14%  thought  it  was  more  difficult. 
If  you’re  considering  a  VPN,  the  message  is:  Man¬ 
agement  is  not  as  hard  as  you  might  expect. 

As  for  how  users  feel  about  specific  carriers,  it’s  a  bit 
early  in  the  game  to  say  with  any  confidence  because 
most  providers  have  too  few  users  to  gamer  meaning- 


Figure  4  Early  users  are  happy  customers 
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ful  statistics;  the  only  exception  is  MCI  WorldCom. 
Combined,  more  than  half  of  those  who  say  they’re 
using  VPN  services  can  be  lumped  in  the  MCI 
WorldCom  camp. The  reason  for  this  is  twofold: 
Thanks  to  the  acquisitions  of  CompuServe,  GridNet, 
and  ANS,  WorldCom  has  collected  a  large  installed 
base  of  VPN  users;  additionally,  MCI  and  UUNET  bring 
a  number  of  both  do-it-yourself  and  managed  VPN 
customers  to  the  table.  So  the  combined  MCI 
WorldCom  clearly  has  the  early  advantage. 

Seventy  percent  ofWorldCom  customers  say  they 
are  “very  satisfied"  with  the  service,  and  another  20% 
say  they  are  “satisfied,”  for  an  impressive  90%  total. 
MCI  didn’t  fare  as  well,  with  just  77%  of  users  report¬ 
ing  they’re  satisfied  or  very  satisfied.  (However,  the 
survey  was  conducted  while  Cable  &  Wireless  was  in 
the  process  of  acquiring  MCI’s  Internet  assets,  includ¬ 
ing  some  of  its  VPN  business;  that  may  have  skewed 
results.) 

While  generally  optimistic,  VPN  users  still  report 
challenges.Two-thirds  of  respondents  say  setup  was 
the  most  difficult  VPN  issue.  Service  providers  appar¬ 
ently  are  not  properly  preparing  users  as  to  how  long 
a  VPN  installation  will  take  and  often  miss  installation 


deadlines.  Nor  are  providers 
communicating  with  cus¬ 
tomers  as  much  as  they  should 
during  installation.  Setup  in 
general  is  just  not  user-friendly. 
Most  respondents  think  it 
ought  to,  and  can  be,  much  less 
painful. 

About  one-third  of  respon¬ 
dents  report  that  getting  end 
users  trained  is  a  challenge 
and  a  constant  process.  Other 
challenges  mentioned  are 
directory  management,  hard¬ 
ware  reliability,  anticipating 
growth  and  maintaining  a  con¬ 
sistent  and  balanced  traffic  load.The  services  seem 
generally  reliable,  however;  only  one  user  complained 
about  a  prolonged  service  disruption. 

Next-generation  VPN  services 

An  important  goal  of  the  TeleChoice  VPN  Market 
Report  was  to  discover  which  features  users  think 
are  most  important  in  evaluating 
VPNs  and  what  they  want  to  see  in 
future  offerings. 

One  of  the  most  interesting  find¬ 
ings  was  that  when  asked  to  rate 
the  importance  of  particular  VPN 
features  and  characteristics,  users 
rank  performance  slightly  ahead  of 
security,  although  they  deem  both 
to  be  very  important  (see  Figure  5). 

This  adds  weight  to  the  argument 
that  the  focus  in  the  VPN  market  is 
slowly  shifting  away  from  security 
in  favor  of  performance. This  is  par¬ 
ticularly  true  among  those  who  rate 
their  familiarity  with  VPN  technolo¬ 
gies  and  products  as  “high.”  Those 
who  understand  VPNs  are  gaining 
confidence  in  security  products  and 
realize  that  performance  is  the  next 
big  battle.  Security  is  a  concern,  and 
there’s  a  great  deal  to  be  worked 
out  in  terms  of  implementing  scalable,  standards- 
based  security,  but  it  must  be  done  without  sacrific¬ 
ing  performance. 

There’s  also  a  great  deal  of  debate  as  to  the  impor¬ 
tance  of  service-level  agreements  (SLA).  Some  respon¬ 
dents  claim  VPNs  must  carry  SLAs  that  are  as  strin¬ 
gent  as  those  offered  with  traditional  data  services. 
Others  say  they  don’t  even  consider  SLAs  when  mak¬ 
ing  purchase  decisions. 

The  survey  results  show  that  users  do  want  SLAs 


Figure  5  VPN  essentials 

Features  that  respondents 
rank  as  "very  important" 

Percentage  of  respondents 


offered  with  VPNs,  with  86%  of  respondents  rating 
SLAs  as  “important”  or  “very  important.”  A  financial 
institution  says, “Since  SLAs  are  so  important  to  us, 
we  would  really  like  to  be  able  to  monitor  the  SLA  for 
our  VPN  service  ourselves.” 

Although  not  ranked  as  highly  as  the  features  above, 
users  indicate  they  would  like  to  see  usage-based  pric¬ 
ing  options  in  VPN  services.This  feature  was  listed  as 
“important”  or  “very  important”  by  65%  of  respondents. 

Another  surprise  is  that  users  are  not  terribly  con¬ 
cerned  about  support  for  legacy  LAN  protocols  in 
VPN  environments. The  study  asked  about  AppleTalk 
and  IPX,  and  neither  were  considered  to  be  “very 
important”  by  a  significant  number  of  respondents.  In 
fact,  75%  of  respondents  rated  AppleTalk  support  as 
either  “of  little  importance”  or  “not  needed”  in  a  VPN. 
Responses  about  IPX  were  distributed  more  evenly 
among  the  choices,  indicating  users  will  accept  ser¬ 
vices  that  do  not  support  IPX,  but  providers  will  find 
a  niche  for  VPN  services  that  do. 

In  the  final  analysis,  users  are  much  more  concerned 
about  high-level  attributes,  such  as  performance,  securi¬ 
ty  and  usability,  and  less  concerned  about  the  nitty- 

gritty  technologies  and  protocols  that 
may  underlie  those  features. 
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Outsource  or  in-house? 

The  survey  also  attempted  to 
gauge  user  interest  in  outsourcing 
certain  management  and  administra¬ 
tive  aspects  of  their  VPNs  to  a  service 
provider.  Although  attitudes  toward 
outsourcing  varied  according  to  orga¬ 
nization  size,  overall  respondents 
were  not  thrilled  at  the  prospect  of 
outsourcing  any  aspect  of  their  VPNs. 
This  was  particularly  true  of  end-user 
authentication  and  administration. 

Users  were  asked  to  rate  their 
willingness  to  outsource  each  func¬ 
tion  based  on  a  five-point  scale 
ranging  from  “not  at  all  willing”  to 
“very  willing.”  Figure  6  compares 
only  the  extremes  of  the  respon¬ 
dents’  answers,  as  the  median 
answers  show  little  about  attitudes. 

The  results  show  there  is  a  strong  aversion  to  out¬ 
sourcing  anything  that  touches  end  users.  Respondents 
who  were  using  VPNs  even  reacted  negatively  to  out¬ 
sourcing  remote  access.This  may  seem  surprising,  con¬ 
sidering  that  saving  on  remote  access  charges  has  been 
a  cornerstone  of  VPN  service  marketing.  But  the  issue 
again  returns  to  the  level  of  user  familiarity;  the  more 
knowledgeable  respondents  were  with  VPNs,  the  more 
attracted  they  were  to  the  outsourcing  option. 


Figure  6  Outsourcing  insights 

Users  displayed  a  strong  aversion  to  outsourcing  any  function  that  directly  affects  end  users  but  were  less 
fervently  opposed  to  getting  help  with  more  general  management  tasks. 

Percentage  of  respondents 


User  administration  User  authentication 


Remote  access 


Security 


VPN  CPE  management 
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Respondents  in  general  —  those 
who  may  or  may  not  be  using  VPNs  — 
were  somewhat  less  negative  toward 
outsourcing  management  of  security 
functions  and  VPN  customer  premises 
equipment,  two  staples  of  managed 
VPN  offerings. This  response  reflects 
the  complexity  of  providing  security 
in  Internet  environments  and  the  lack 
of  qualified  security  personnel . 

The  findings  also  underscore  the 
need  for  continued  education  efforts  in 
the  VPN  market.  As  shown  in  Figure  6, 
net  managers  who  have  outsourced 
their  VPNs  to  service  providers  report 
few  problems  and  high  levels  of  satisfac¬ 
tion.  And  in  many  cases,  it’s  easy  to  prove 
that  outsourcing  network  management 
is  less  expensive  than  providing  this  ser¬ 
vice  in-house.  Clearly, VPN  service 
providers  have  a  great  deal  of  work  to 
do  in  convincing  IT  managers  that  out¬ 
sourcing  is  a  winning  proposition. 

The  next  new  kid  on  the  block 

Which  service  providers  will  VPN 
newcomers  use?  Respondents  favor 
traditional  interexchange  carriers 
(IXC)  by  at  least  3  to  1  over  RBOCs  or 
ISPs.  IXCs  have  the  majority  of  mind 
share  when  it  comes  to  implementing 
WAN  services,  including  VPNs. 

Get 

more 

online 

•Additional  information 
on  the  TeleChoice  VPN 
study,  including  how 
to  order  the  full  report. 

•  Our  take  on  the  various  VPN  options, 
from  our  annual  Buzz  issue. 

•  Advice  on  dealing  with  the  SLA  issue. 

•  The  VPN  section  of  our  Fusion  Net 
Resources  area  —  a  smorgasbord 
of  information  and  resources. 
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However,  one-third  of  respondents 
don’t  know,  or  couldn’t  specify,  which 
provider  they  would  use. This  is  hardly 
surprising  given  that  survey  respon¬ 
dents  confess  to  be  relatively  unfamil¬ 
iarity  with  VPN  technology,  products 
and  services. 

If  you  decide  there  is  a  VPN  service 
in  your  future,  the  results  of  the  Tele- 
Choice  VPN  Market  Report  show 
you  are  likely  to  be  happy  with  that 
decision.The  results  also  indicate  it’s 
important  to  take  the  time  to  educate 
yourself  on  the  technology,  define 
exactly  what  you  need  and  understand 
exactly  what  will  be  delivered.  Pay  par¬ 
ticular  attention  to  the  details  of  the 
VPN  setup  and  be  vigilant  with  your 
service  provider.  Demand  to  know 
what  you  can  expect  and  to  be  kept 
informed. 

Service  providers,  do  you  hear  that? 
Work  toward  improving  the  VPN  instal¬ 


lation  process  before  the  stampede. 

If  you’re  planning  to  roll  your  own 
VPN,  prepare  for  even  more  in-depth 
education  because  you  won’t  be  able  to 
take  advantage  of  the  service  provider’s 
experience  and  expertise.  As  stated 
above,  a  number  of  do-it-yourselfers  are 
not  pleased  with  their  VPNs.This  does¬ 


n’t  mean  you  can’t  be  successful,  but  it 
does  imply  you  should  fully  understand 
the  implementation  and  management 
requirements  before  taking  the  plunge. 

Robb  is  a  research  analyst  and 
Zines  is  a  senior  analyst  with  Tele- 
Choice.  Robb  can  be  reached  via 


e-mail  at  nrobb@telechoice.com,  arid 
Zines  can  be  reached  at  ezines® 
telechoice.com.  For  more  information 
about  “The  TeleChoice  VPN  Market 
Report:  From  Traditional  WAN 
Services  to  Next  Generation  IP 
Networks,” please  e-mail  hlinskey @ 
telechoice.com. 
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ADTRAN,  Inc.  is  a  leading  provider  of 
network  deployment  and  access  solu¬ 
tions  for  delivering  today’s  digital 
telecommunications  services  over  exist¬ 
ing  copper  infrastructures.  More  than 
500  ADTRAN  products  support  all 
major  digital  technologies,  including 
T3,  Tl,  El,  frame  relay,  DDS,  HDSL, 
xDSL,  ISDN  and  wireless  transport.  In 
the  telco  and  enterprise  markets, 
ADTRAN  produces  a  complete  end-to- 
end  solution  that  provides  the  greatest 
network  efficiency  and  lowest  possible 
telecommunications  costs. 


industry’s  first  single  turnkey  platform 
for  voice  and  data.  Its  high  perfor¬ 
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architecture  mediates  disparate  signal¬ 
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Dataprobe  Inc. 

(201)  967-9300 
www.dataprobe.com 
ComNet  Booth  #2338 

Extend  your  reach  with  Dataprobe ’s 
products  for  remote  site  management. 
Control  power,  switch  to  hot  standbys, 
share  lines  and  monitor  alarm  condi¬ 
tions.  Inquire  about  our  unique  solu¬ 
tions!  We  specialize  in  creative  and 
innovative  ideas  built  to  suit  your  needs. 
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NEO  Networks’  StreamProcessor™ 
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ments  to  the  Enterprise  core.  The 
StreamProcessor  uniquely  combines  the 
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switch  fabric  (512-Gbps)  with  the  indus¬ 
try’s  largest  capacity  (128  Gigabit 
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to  satisfy  the  rapidly-growing  gigabit  mar¬ 
ket  requirement  for  bandwidth. 
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Visual  Networks®,  Inc.  develops  WAN 
service  level  management  systems  for 
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formance  measurement  and  analysis, 
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operating  costs.  Visual  Networks’  head¬ 
quarters  are  in  Rockville,  Maryland. 
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MOBIL  SPEEDS  PAST 
THE  COMPETITION 


BY  NEAL  WEINBERG 


ith  its  Speedpass  program,  Mobil 
has  all  but  made  its  customers  part 
of  the  network. 

The  company  is  offering  cus¬ 
tomers  a  quicker  pit  stop  by  giving 
them  transponders  to  trigger  credit 
card  transactions  at  its  gas  pumps. 
Although  the  time  Speedpass  saves 
is  ever-so-slight  compared  to  using  a 
credit  card  at  the  pump,  it’s  enough: 
Speedpass  customers  are  proving  to 
be  more  loyal,  helping  Mobil  drive  up  revenue. 

Mobil  isn’t  disclosing  sales  figures  —  it  can’t  dis¬ 
cuss  financial  information  because  of  its  impending 
merger  with  Exxon  —  but  the  company  says 
Speedpass  customers  make  one  more  fill-up  per 
month  than  non-Speedpass  customers.  With  more 
than  2  million  customers  signed  on  to  the  program 
since  its  launch  in  1997,  that’s  a  lot  of  Texas  tea. 

Texas  Instruments,  which  provides  the  radio  fre¬ 
quency  technology  behind  Speedpass,  commis¬ 
sioned  a  study  of  Speedpass  users  and  found  they 
were  twice  as  loyal  to  the  Mobil  brand  as  Mobil  cus¬ 
tomers  who  paid  with  cash  or  credit  cards.  And 
some  Speedpass  customers  stop  into  Mobil’s  Mini¬ 
marts,  further  boosting  revenue,  says  Patricia 
O’Shea,  senior  industry  analyst  at  market  researcher 
Frost  &  Sullivan,  which  has  been  tracking  the 
Speedpass  program. 

In  fact,  Mobil’s  next  step  will  be  to  extend 
Speedpass  to  the  Minimarts  so  customers  can  buy 
milk  and  bread  by  passing  the  keytag  in  front  of  a 
credit  card  reader.  Market  trials  in  the  St.  Louis  area 
are  slated  for  early  this  year.  There  have  also  been 


Speedpass  program  makes 
fill-ups  faster  and 
customers  more  loyal. 


reports  that  Mobil  is  looking  to  strike  Speedpass 
deals  with  other  retailers,  such  as  fast  food  chains, 
but  the  company  declined  to  comment  on  future 
plans. 

The  technology  behind  Speedpass  is  known  as 
radio  frequency  identification  (RFID).  When  you 
sign  up  for  the  program,  you  get  a  small  transponder 
to  put  on  your  key  ring  or  mount  on  your  car’s  rear 
window.  When  the  transponder  passes  in  front  of 
the  pump,  it  activates  a  radio  device  inside  the 
pump  that  queries  the  transponder  for  your  identifi¬ 
cation  number. 

In  the  time  it  takes  to  get  out  of  your  car,  remove 
the  gas  cap  and  respond  to  a  prompt  asking  which 
grade  of  gas  you  want,  your  Speedpass  ID  number  — 
not  your  credit  card  number  —  is  sent  via  satellite  to 
the  Mobil  data  center  in  Lenexa,  Kansas. 

From  there,  a  quick  check  is  made  to  validate  the 
use  of  the  credit  card  you’ve  preselected. The  autho¬ 
rization  is  relayed  back  to  the  pump,  and  you  can 
start  filling  the  tank. 

Before  implementing  the  system,  Mobil  first  had  to 
convince  its  pump  suppliers  to  retrofit  their  pumps 
to  accommodate  the  transponders. Two  suppliers,  the 
Wayne  Dresser  division  of  Dresser  Industries  and 
Gilbarco,  jumped  on  board. 

The  next  issue  was  how  to  transmit  Speedpass  ID 
numbers  for  verification.  Mobil  opted  to  employ  its 


The  need  for  speed 


Mobil's  Speedpass  program  uses  radio  frequency  identification  technology  to  speed  up  the  gasoline  purchase 
process  —  and  build  a  more  loyal  customer  base. 

QThe  hub  encapsulates  data  from  multiple  gas 
pumps  and  cash  registers  into  TCP/IP  packets, 
which  are  sent  by  satellite  to  a  shared 
hub  in  Minnesota. 


Service  station 
or  minimart 


Q  Underground  cables  carry  the  ID  number  to 
a  hub  inside  the  service  station  or  Minimart. 


S 

O  A  transponder  mounted  on  the  rear  window  of  a  car  or  on  a  key  chain  sends  the 
motorist's  Speedpass  ID  number  to  a  radio  frequency  unit  on  the  gas  pump. 


O  The  data  then  travels 
over  two  T-1  lines  to 
Mobil's  credit  card 
data  center  in  Lenexa, 
Kansas,  where  Mobil 
checks  credit  card 
authorizations  through 
links  to  the  major  credit 
card  companies.  The 
authorization  travels  back  to 
the  pump  and  the  customer 
fills  the  tank. 


Hughes  Network 
Systems  satellite 
hub  n| 


Minnesota 


Lenexa,  Kansas  i 
Mobil  data  center 
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At  Mobil’s  Speedpass  site  you'll  find  information 
on  participating  stations,  an  enrollment  form  and 
a  technical  explanation  even  your  CEO  would 
understand. 
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existing  very  small  aperture  terminal  satellite  net, 
which  is  used  to  authorize  credit  card  transactions  at 
the  pump  and  transmit  point-of-sale  information  from 
cash  registers  to  a  corporate  data  center  (see  graphic 
below). Just  before  the  Speedpass  launch,  Mobil 
upgraded  the  VSAT  network  to  support  additional  traf¬ 
fic.  “That  was  good  capacity  planning,”  says  Bill 
Pragman,  Mobil’s  manager  of  network  and  computer 
operations. 

Speed  counts 

Mobil  research  studies  on  ways  to  improve  cus¬ 
tomer  satisfaction  invariably  point  to  the  need  for 
speed,  says  Susan  Carter,  a  company  spokeswoman. 
“Knowing  that  customers  wanted  a  faster  experi¬ 
ence,  we  started  looking  for  a  technology  to  make 
that  happen,”  she  says. 

So  the  company  broke  down  the  act  of  pumping 
gas  to  14  different  steps.  Carter  says  Speedpass  elimi¬ 
nates  four  of  them:  Fishing  a  credit  card  out  of  your 
wallet  or  purse;  sliding  the  card  into  a  reader;  pulling 
the  card  out  of  the  reader;  and  returning  the  card  to 
your  wallet  or  purse. 

Admittedly,  none  of  these  steps  are  terribly  cum¬ 
bersome.  But  Carter  says  the  service  has  nonetheless 
struck  a  chord  with  customers,  especially  because 
the  Speedpass  transponders  are  free  and  there’s  no 
charge  for  the  transaction  itself. 

The  idea  for  Speedpass  came  from  a  Mobil  em¬ 
ployee  who  spotted  the  transponder  tags  being  used 
at  tollbooths  in  Dallas  and  realized  the  same  technol¬ 
ogy  could  be  used  at  the  pumps.  Industry  Analyst 
O’Shea  notes  that  petroleum  companies  already  use 
similar  RFID  systems  to  track  the  amount  of  fuel  dis¬ 
pensed  at  distribution  centers. 

But  Mobil  was  the  first  company  to  take  the  tech¬ 
nology  to  the  consumer  and  is  still  the  only  one  with 
a  full-scale  rollout.  Shell  is  the  only  other  oil  company 
that’s  testing  a  similar  service,  which  is  still  is  the 
pilot  phase,  O’Shea  says. 

“We’re  way  out  ahead  of  the  pack,”  Carter  says.  She 
can’t  explain  why  Mobil’s  competitors  haven’t 
jumped  on  the  bandwagon:  “My  view  is  that  they  just 
missed  it.” 

Within  Mobil,  the  Speedpass  program  is  consid¬ 
ered  a  major  success  story.  In  his  30  years  at  the  com¬ 
pany,  Pragman  says,  he’s  never  seen  a  technology 
innovation  take  off  like  Speedpass.  “It  has  exceeded 
all  expectations.  It’s  just  really  slick.”  I A 
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If  you  are  interested  in  sponsorship 
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Program  Overview 

Implementing  a  fully  converged  network 
requires  the  careful  orchestration  of  a 
number  of  elements  including  terminals, 
voice  and  video  codecs,  gatekeepers  and 
gateways  to  other  networks.  And  for  a 
successful  implementation,  you  need  all 
of  those  components  to  interoperate  — 
an  awesome  task  that  involves  adherence 
to  a  multitude  of  standards. 

Instruction  and  guidance  are  what  you 
need  to  accomplish  this  goal.  Specifically, 
you  need  a  complete  understanding 
of  the  multimedia  applications  requiring 
integrated  voice/data/video/fax 
transmission,  the  network  architectures 
necessary  to  support  those  applications 
and  the  standards  in  place  to  ease  your 
interoperability  concerns.  This  seminar 
will  teach  you  the  steps  to  designing  and 
implementing  an  integrated  network  that 
delivers  cost  savings  and  increased 
manageability. 

Presented  by  Mark  A.  Miller,  P.E., 
DigiNet  Corporation 


Benefits  of  Attending 

•  Understand  the  key  driving  factors 
behind  the  Voice  over  IP  initiatives: 
client  applications  and  economic 
benefits 

•  Realize  the  importance  of 
implementation  agreements  and 
interoperability  testing  for  a  successful 
roll-out  of  these  services 

•  Understand  how  the  multimedia 
standards  for  audio/video  coding, 
signaling,  and  call  management  fit 
together 

•  Understand  how  Quality  of  Service  (QoS) 
issues  become  key  factors  for  a 
successful  multimedia  network 
implementation 

•  Understand  how  network  traffic  patterns 
can  impact  a  Voice  over  IP 
implementation 

•  Speak  with  representatives  of 
sponsoring  companies  and  see  live 
demonstrations  of  desktop  multimedia 
applications 


Learn  From  The  Leader 

Network  World  Technical  Seminars  is 
known  throughout  the  networking 
community  for  providing  IT  professionals 
with  expert,  unbiased  education  on  the 
latest  technologies  and  trends  shaping 
today’s  mission-critical 
networks.  This  reputation 
combined  with  our  100% 
satisfaction  guarantee 
makes  us  the  educator  *na  leader 
of  choice  in  the 
networking  industry. 
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1999  Seminar  Tour 

Boston  •  February  1 0 
New  York  •  February  1 1 
San  Francisco  •  February  24 
Los  Angeles  •  February  25 
Chicago  •  March  23 
Dallas  •  March  24 
Atlanta  •  April  6 
Washington,  DC  •  April  7 


Register  Today! 

Seminar  Registration  Fee  —  $450 

Bring  your  colleagues  and  take 
advantage  of  our  Team  Discounts 

2  registrants  $400  each 
3  registrants  $350  each 
Every  4th  registration  is  FREE 
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CASTING  FILES 
ACROSS  WANS 


StarBurst  Software's  recently  released  OmraiCast  lets  you 
multicast  large  files  without  multicast  routers. 


BY  DENNIS  WILLIAMS,  NETWORK 
WORLD  TEST  ALLIANCE 

hat’s  the  most  efficient  way  to 
distribute  frequent  large  file 
updates  to  dozens,  hundreds  or 
even  thousands  of  remote  sites 
on  a  network? 

You  could  opt  to  send  content 
via  File  Transfer  Protocol  (FTP),  but 
that’s  time-consuming  and  ineffi¬ 
cient.  For  more  capacity,  you  could 
distribute  CD-ROMs,  but  that  takes 
even  more  time,  is  error  prone  and 
requires  human  intervention.  And 
with  FTP  and  CD-ROM  distribution,  there’s  no  guaran¬ 
tee  that  updated  files  will  be  installed. 

Unlike  these  older  methods,  StarBurst  Software’s 
OmniCast  1.01  is  designed  to  distribute  files  to  mul¬ 
tiple  users  while  preserving  bandwidth  on  your  WAN 
links.  OmniCast  is  just  the  ticket  for  geographically 
distributed  networks  with  unattended  remote  sites. 

OmniCast  delivers  information  to  multiple  recipi¬ 
ents  at  a  site  in  the  same  amount  of  time,  using  the 


However,  because  it  carries 
a  $39,900  price  tag,  OmniCast 
is  most  valuable  for  organiza¬ 
tions  that  regularly  distribute 
large  amounts  of  data  to  multi¬ 
ple  locations.  For  small  net¬ 
works,  it  may  be  more  cost- 
effective  to  upgrade  existing 
routers  to  enable  multicast. 

OmniCast  is  a  logical  exten¬ 
sion  of  StarBurst ’s  earlier 
Multicast  file  transfer  applica¬ 
tion.  With  Multicast,  you  could 
select  the  files  you  wanted  to 
send  and  define  to  whom  you 
wanted  to  send  them,  and 

Multicast  pushed  the  files  across  the  network  to  the 
recipients. 

However,  Multicast  was  a  point-to-point  approach 
and  not  a  true  multicast  application.  Multicast  (the 
concept,  not  the  product)  is  a  collection  of  standards 
that  specifies  a  way  to  send  data  from  one  site  to 
many  sites  on  a  network.  Multicast  technology  allows 
you  to  reach  hundreds  or  thousands  of  remote 


Net  Results 

OmniCast  1.01 

StarBurst  Software 

(978)  287-5560;  www.starburstcom.com 

$39,900  for  single  server,  25  client  licenses 

Pros 

A  Provides  multicast  capabilities  on 
nonmulticast-enabled  networks. 

Cons 

▼  Complex  setup. 

T  Confusing  interface. 


ScoreCard 

Performance 

35% 

Server  support 
25% 

Client  support 
25% 

Ease-of-use 

5% 

Installation 

5% 

Documentation 

5% 

Total 

score 

OmniCast  1.01 

10  x. 35  =  3.5 

6  x. 25  =  1.5 

10  x. 25  =  2.5 

6  x  .05  =  0.3 

7  x  .05  =  0.35 

7  x  .05  =  0.35 

8.5  [ 

Individual  category  scores  are  based  on  a  scale  of  1  to  10.  Percentages  are  the  weight  given  each  category  in  determining  the  total  score. 

same  amount  of  bandwidth  it  takes  to  get  files  to  just 
one.  It  implements  one-to-many  file  transfers  using 
three  tools:  broadcast  mode  in  a  LAN  environment;  IP 
Multicast  on  segments  with  multicast-enabled 
routers;  and  StarBurst’s  new  FanOut  technology  on 
WAN  links  without  multicast. 


How  we  did  it 

We  installed  OmniCast  1 .01  on  a  Windows  NT  4.0  Server 
in  a  production  network  with  12  servers  and  more  than  500 
clients.  We  used  StarBurst's  FanOut,  an  NT  application  that 
mimics  multicast  routing  technology  on  the  LAN,  to  implement 
OmniCast  without  having  to  enable  multicast  on  our  routers. 

With  the  User  Console,  we  configured  a  group  of  files 
with  an  aggregate  size  of  10M  bytes  to  be  multicast  during 
off-peak  hours  to  a  handful  of  clients  located  across  a  56K 
bit/sec  frame  relay  link.  Our  multicast  server  sent  the  file 
package  across  the  link  to  a  waiting  FanOut  server,  which 
unicast  the  package  to  the  waiting  nodes. 


machines  in  such  a  way  that  any  branch  of  your  net¬ 
work  topology  tree  has  only  a  single  stream  of  data 
traveling  across  it.  It  requires  that  you  use  routers 
that  understand  multicast  protocols. 

OmniCast  delivers  multicast  capabilities  without 
multicast  routers. The  product  allows  you  to  orga¬ 
nize  files  into  packages,  which  include  instruction 
files  that  execute  automatically  upon  receipt  to  per¬ 
form  tasks  such  as  software  installation.  OmniCast 
compresses  packages  for  more  efficient  transport 
over  wide-area  links. You  can  schedule  package 
transfers  to  occur  during  off  hours  or  at  regular 
intervals. 

Remote  sites  can  receive  data,  and  also  unicast  data 
back  to  the  headquarters  site  on  a  regular  basis. 

FanOut  is  StarBurst’s  new  technology  that  mimics 
multicast  routing  technology.  It  runs  on  one  or  more 
strategically  placed  NT  Servers  distributed  across  an 
enterprise  network.  OmniCast  sends  a  package  to  a 
FanOut  server,  which  unicasts  to  one  or  more  down¬ 


stream  FanOut  servers  typically  located  across  sepa¬ 
rate  wide-area  links. The  FanOut  servers  multicast 
the  content  across  the  LAN  or  other  wide-area  links 
to  other  FanOut  servers.  FanOut  servers  allow  you  to 
multicast  the  same  data  to  many  clients  located 
across  a  wide  area,  while  only  sending  the  data 
across  a  wide-area  link  once. 

A  FanOut  server  can  also  be  the  OmniCast  server, 
except  on  the  uppermost  FanOut  in  the  tree  because 
of  port  contention  issues. A  single  FanOut  server  can, 
at  one  time,  forward  packets  to  256  downstream 
FanOut  servers. 

OmniCast  has  three  components:  the  Dispatcher, 
Administrator  Console  and  User  Console. The 
Dispatcher  runs  in  the  background  to  send  and 
receive  files. The  Administrator  and  User  consoles  are 
separate  processes  that  can  run  on  the  same  machine 
as  the  Dispatcher  or  on  any 
machine  on  the  network. 

The  Administrator  Console  is 
used  occasionally  to  establish  priv¬ 
ileges  for  users  and  define  policies 
and  system  parameters.You  can 
specify  transfer  rates  that  differ 
depending  on  time  of  day  or  the 
available  bandwidth  during  differ¬ 
ent  periods. You  also  use  this  con¬ 
sole  to  assign  English  aliases  to 
each  remote  client  and  organize 
them  into  groups. 

The  User  Console  is  the  primary 
interface  of  OmniCast  in  which 
you  organize  files  into  packages 
and  schedule  file  transfers. 

The  Dispatcher,  Administrator  Console  and  User 
Console  run  on  Windows  95, 98  and  NT  4.0. The 
OmniCast  receivers  on  the  downstream  side  run  on  a 
variety  of  platforms,  including  Windows  95  and  NT, 
IBM  OS/2,  IBM  AIX,  Sun  Solaris,  Sun  Interactive  Unix 
v/386,  DEC  Alpha  Unix,  SCO  UnixWare  and  SGI  Irix. 

OmniCast  is  a  complex  product. You  must  under¬ 
stand  multicast  technology,  as  well  as  the  product 
itself  and  all  its  components  before  attempting  to 
install  it.  Each  component  has  to  be  deployed  on  an 
appropriate  server  on  your  network.  We  spent  a  lot  of 
time  poring  over  the  documentation  to  get  each  com¬ 
ponent  installed  and  configured  correctly.  However, 
when  we  did,  we  found  a  system  for  file  distribution 
that  beats  anything  available  today.  By  implementing 
Starburst’s  FanOut  servers,  you  can  take  advantage  of 
OmniCast  without  having  a  multicast-capable  net¬ 
work. 

Multicast  is  an  underutilized,  common-sense  tech¬ 
nology  that  enables  users  with  geographically  dis¬ 
persed  netw  orks  to  increase  the  efficiency  of  file 
transfers.  OmniCast  is  the  best  multicast  software 
product  we’ve  seen. 

Williams  is  a  freelance  writer  and  product 
improvement  consultant  in  Alpine,  Utah.  He  can  be 
reached  via  e-mail  at  Dennis@ProductReviews.com. 


Williams  is  also  a  member  of  the  Network 
World  Test  Alliance,  a  cooperative  of  the  pre¬ 
mier  revieivers  in  the  network  industry >  each 
bringing  to  bear  years  of  practical  experience 
on  every  review.  For  more  Test  Alliance  infor¬ 
mation,  including  what  it  takes  to  become  a 
member,  go  to  www.  nwfusion.  com/alliance. 
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IT  All  Starts  Here. 


This  just  in:  CNN.com,  the  worlds  leading  news  site, 
now  features  technology  news  and  information  from  the 
Webs  fastest  growing  global  technology  information 
network  —  IDG.net. 


CNN  Interactive  has  discovered  what 
readers  of  IDG  publications  have  known 
for  over  30  years:  no  other  company 
can  match  the  breadth  and  quality  of 
technology  information  offered  by  IDG. 

Network  World  Fusion  —  along  with  fellow 
IDG.net  sites  Computerworld  Online, 
lnfoWorld.com,  JavaWorld,  PC  World  Online 
and  TheStandard.com  —  is  proud  to  be 
part  of  the  Web’s  most  trusted  network  of 
computing  publications.  With  240  sites  in 
55  countries,  IDG.net  reaches  more 
readers,  in  more  markets,  than  any  other 
Web  network  —  and,  it’s  growing  every  day. 


Now  millions  of  new  readers  worldwide 
will  discover  what  IDG.net’s  users  have 
known  all  along  —  that  IDG.net  offers 
the  most  comprehensive,  current,  and 
useful  computing  information  on  the 
Web  today. 

More  publications,  more  product  reviews, 
more  technology  news  —  more  of  the 
quality  information  you  need  to  make 
technology  decisions  for  any  computing 
environment,  from  the  home  office  to  the 
global  enterprise. 

IDG.net.  IT  all  starts  here. 
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BY  BOB  CURRIER,  NETWORK 
WORLD  TEST  ALLIANCE 

three  months  into  your 
deployment  of  asymmetric  dig¬ 
ital  subscriber  line  (ADSL)  and 
your  “guaranteed”  1.5M  bit/sec 
lines  are  providing,  at  best, 
200K  bit/sec.  Senior  manage¬ 
ment  is  not  happy,  and  your 
bag  of  tricks  is  empty.  What  do 
you  do? 

Kip  Judging  from  our  test 

results,  installing  Ganymede 
Software’s  Chariot  2.2  would  be  a  good  start.  Chariot 
is  a  software  tool  for  stress-testing  network  hardware 
and  modeling  the  behavior  of  new  applications  prior 
to  deployment.  Chariot  2.2  earns  our  World  Class 
Award  for  its  ability  to  zero  in  on  the  source  of  prob¬ 
lems,  as  well  as  its  strong  documentation,  easy  instal¬ 
lation  and  range  of  application  test  scripts. 

In  the  interest  of  full  disclosure,  Duke  University, 
where  this  test  was  conducted,  has  been  a  beta-test 
site  for  Ganymede  for  more  than  a  year  and  has  used 
Chariot  on  a  number  of  occasions  to  diagnose  prob¬ 
lems  on  our  enterprise  network.That  undoubtedly 
made  it  easier  for  us  to  work  with  the  product,  which 
requires  a  strong  grasp  of  network  essentials.  Effec¬ 
tive  use  of  Chariot  presumes  a  good  understanding  of 
TCP/IP,  routers,  switches  and  operating  systems. 


Review 

CHARIOT 
RIDES  TO  T1 
RESCUE 

Ganymede  Software's  Chariot  2.2  software  provides 
potent  network,  performance  analysis. 


Pointing  the  way 

Chariot  2.2  measures  performance  between  net¬ 
worked  computers  using  Network  Performance  End¬ 
points  (NPE)  installed  on  each  machine.  An  NPE  is  a 
small  application  that  resides  on  a  workstation  and 
listens  for  commands  from  the  Chariot  console. 


Product:  Chariot  2.2 


Vendor:  Ganymede  Software 


For  its  diagnostic  acumen, 
range  of  application  scripts,  and  clean  installation 
and  documentation.  Chariot  2.2  earns  a  near-perfect 
score  of  9.9,  far  exceeding  the  9.0  required  for  our 
World  Class  Award. 

NPEs  are  used  in  pairs.  Each  pair  uses  an  applica¬ 
tion  script  that  emulates  the  network  behavior  of  the 
application  being  tested.  Ganymede  provides  a  set  of 
application  scripts  that  includes  standard  perfor¬ 
mance  benchmarks  and  well-known  applications 
such  as  SAP/R3,  File  Transfer  Protocol  (FTP),  Post 
Office  Protocol  3  and  Lotus  Notes.  New  in  Chariot 
Version  2.2  are  scripts  for  multicast  and  multimedia 
applications. 

With  a  tool  as  powerful  as  Chariot,  there  are  some 
security  risks  of  which  prospective  users  should 
be  aware. The  possibility  that  a  poorly  planned  test 
could  wreak  havoc  on  a  production  network  should 
not  be  taken  lightly.  Fortunately,  Ganymede  antici¬ 
pated  this  risk  and  took  steps  to  prevent  the  misuse 
of  the  product.  Chariot  operators  can  specify  which 
consoles  are  authorized  to  run  tests  by  entering  the 
console  IP  address  in  the  NPE’s  ENDPOINT.INI  file. 
The  installation  default  is  “ALL,”  which  allows  any 
Chariot  console  to  initiate  a  test. 

For  sites  with  fewer  than  25  endpoints,  the  default 
setting  doesn’t  present  a  great  deal  of  risk.  But  for 
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larger  installations  we  rec¬ 
ommend  configuring  end¬ 
points  with  a  list  of 
approved  consoles. 

We  found  that  Chariot 
really  came  into  its  own  as 
an  on-the-fly  network  test¬ 
ing  tool.  Case  in  point:  the 
not-so-hypothetical  ADSL 
throughput  problem  we 
mentioned  earlier. 

Our  service  provider 
tried  every  testing  tool  it 
could  find:  Rick  Jones’ 

NetPerf,  Maximized 
Software’s  TCP-Speed, 

VitalSign’sVitalSuite  and 
plain-vanilla  FTP  transfers, 
but  it  was  unable  to  iden¬ 
tify  the  source  of  the  slow¬ 
down.  We  installed  Chariot 
2.2  on  a  server  located 
between  our  Cisco  7513 

router  and  the  service  provider’s  Cisco  4500.  After 
only  1 5  minutes  of  testing,  we  pinned  down  the 
source  of  the  congestion:  configuration  settings  on 
the  4500. 

Using  Chariot’s  File  Send  Long  and  FTP-Put  scripts, 
we  were  able  to  immediately  confirm  that  our  link 
was  providing  a  maximum  of  200K  bit/sec  for  a  sin¬ 
gle  TCP  stream.  We  then  employed  one  of  Chariot’s 
most  useful  features:  the  ability  to  run  multiple  TCP 
connections  on  the  same  machine  while  aggregating 
the  results  into  a  single  report. 

As  soon  as  we  kicked  off  the  10-connection  test 
we  saw  what  all  the  other  attempts  at  diagnosing  the 
problem  had  missed:The  network  was  providing  ade¬ 
quate  throughput.  Our  10-connection  test  gave  us 


Chariot  2.2 

Chariot  uses  a  tabbed  interface  to  set  up  and  track  test  results. 
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The  legend  shows  the  color  used 
to  represent  each  endpoint  pair 
in  the  graph. 


This  10-pair  test  shows  1.46M 
bit/sec  throughput  in  chart  and 
graph  form. 
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ScoreCard 

Performance 

40% 

Administration 

30% 

Ease  of  use 
10% 

Installation 

10% 

Documentation  Total 

10%  score 

Chariot  2.2 

10  x. 40  =  4.0 

10  x.  30  =  3.0 

9  x. 10  =  0.9 

10  x.  10  =1.0 

10  x. 10  =1.0  9.9 

Individual  category  scores  are  based  on  a  scale  of  1  to  10.  Percentages  are  the  weight  given  each  category  in  determining  the  total  score. 

1.3M  bit/sec  of  aggregated  bandwidth. These  results 
indicated  that  the  Cisco  router  was  limiting  each 
stream  to  around  200K  bit/sec  of  throughput. 

Using  the  test  results  we  were  able  to  work  with 
Cisco  and  our  service  provider  to  identify  the  set¬ 
tings  on  the  Cisco  4500  that  needed  to  be  changed. 
After  turning  off  weighted  fair  queuing  and  allocating 
more  buffer  space,  our  single-stream  throughput  shot 
up  to  1.25M  bit/sec.  Problem  solved. 

The  tests  also  demonstrated  the  strength  and 
clarity  of  Chariot’s  reporting  capabilities. The 
Chariot  Test  screen  is  divided  into  three  windows:  a 
detailed  breakdown  of  endpoint  characteristics;  a 
graph  of  throughput;  and  a  legend  of  the  endpoints 
(see  graphic  above). 

Reports  can  be  printed  from  the  Chariot  Test 
window  or  exported  into  HTML,  Microsoft  Excel 
or  text  formats.  We  tried  all  of  the  export  options 
and  encountered  no  problems.  We  found  the  HTML 
export  to  be  particularly  useful.  While  diagnosing 
our  ADSL  problem,  we  were  able  to  run  tests  and 
export  the  results  to  our  Web  site  in  near  real  time, 
allowing  the  service  provider’s  engineers  to  see 
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exactly  what  effects  the  changes  we 
made  had  on  performance. 

Documentation  and  installation 

Ganymede’s  documentation  is 
equally  top-notch.  Chariot’s  manuals 
span  three  volumes:  the  User’s  Guide; 
Messages  and  Application  Scripts; 


and  Network  Performance  Endpoints. 
We  found  the  User’s  Guide  to  be 
especially  clear,  concise  and  well- 
written.  This  volume  takes  users  from 
installation  through  the  deployment 
and  operation  of  Chariot  in  an  enter¬ 
prise  environment. 

Installation  was  a  snap  and  didn’t 


require  a  reboot  of  the  console  or  end¬ 
point  workstation  before  using  — 
always  a  nice  feature. 

While  Chariot  lets  you  install  an 
NPE  on  the  workstation  being  used  as 
the  console,  it  isn’t  recommended.  But 
we  found  it  to  be  a  handy  way  of  veri¬ 
fying  proper  operation  of  the  console 
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and  test  scripts. 

Our  only  concern  with  Chariot  is  a 
Catch-22:The  application  is  so  easy  to 
use  that  you  can  easily  construct  a  test 
with  disastrous  effects.There  aren’t 
any  warnings  before  a  potentially 
router-crushing  run  begins.  Chariot 
isn’t  an  application  you  want  to  experi¬ 
ment  with  on  a  production  network. 

Nevertheless,  Chariot  2.2  is  an 
invaluable  kit  for  enterprise  network 
managers.  Its  flexibility  and  ability  to 
emulate  applications  and  aggregate 
multiple  streams  into  a  single  report 
make  this  a  must-have  package. 

Chariot  2.2  earns  our  strongest  recom¬ 
mendation  and  a  World  Class  Award. 


Net  Results 

Chariot  2.2 

Ganymede 
Software 

(888)426-9633,  (919)469-0997 

www.ganymedesoftware.com/html/ 

chariot.htm 

$1 4,000  for  1 0  endpoints,  up  to  $34,000 
for  500  endpoints 

Pros 

▲  Wide  range  of  application  test  scripts. 

▲  Easy  exporting  of  results. 

A  Aggregation  of  results  provides  unique 
view. 

A  Good  documentation. 

Cons 

▼  No  prompt  before  potentially  network¬ 
flattening  tests. 

▼  Not  a  product  for  beginners;  solid  grasp 
of  protocols  required. 


Currier  is  director  of  data  commu¬ 
nications  at  Duke  University  in 
Durham,  N.C.,  and  the  1998  Grand 
Prize  winner  in  the  Excellence  in 
Campus  Networking  competition 
sponsored  by  CAUSE,  a  user  group 
for  computer  professionals  in  higher 
education.  He  can  be  reached  at 
robert.  cu  rrier@duke.  edu. 

Currier  is  also  a  member  of 
the  Netivork  World  Test  Alliance, 
a  cooperative  of  the  premier 
reviewers  in  the  network  indus¬ 
try,  each  bringing  to  bear  years 
of  practical  experience  on  every 
review.  For  more  Test  Alliance 
information,  including  what  it 
takes  to  become  a  member,  go  to 
www.  nufusion.  com/alliance. 
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L/A*»th  lower  costs  and  higher  performance, 
WAN  services  are  looking  mighty  attractive 
these  days.  But  look  out.  It’s  become  nearly 
impossible  to  see  how  your  many  connections 
and  the  critical  applications  they  enable  are 
doing.  Try  to  look  beyond  the  LAN  and  the 
picture  is  damn  cloudy. 

It  doesn’t  have  to  be.  With  Digital  Link’s 
Solo  Select  Performance  System  at  the 

■  network’s  edge, 
you  can  gain 
remarkable 
visibility 


across 
the  widest  of 
WANs.  This 

highly  intelligent 
system  provides  enterprise  network  managers 
an  integrated  set  of  solutions  for  viewing  the 
health  of  a  network  in  real-time. 

You  get  in-band  SNMP  management.  Data 
link-layer  testing.  Central  and  remote  element 
management.  You  get  performance  monitoring 
solutions  based  on  industry  standards  with 
management  scalability  and  the  flexibility  to 
migrate  to  higher  bandwidths. 

To  learn  more  about  today’s  important 
WAN  management  issues,  you  need  to  visit 
www.at-the-edge.com  for  your  free  copy  of  our 
“Wider  Answers”  Primer.  It  will  start  clearing 
things  up  for  you  immediately. 


YOU’RE  AT  THE  EDGE 
AND  THE 
VISIBILITY  STINKS. 


microLaser™  320N  with  Intelliprint®  Controller  Architecture 


Print  Speed:  Up  to  32  pages  per  minute 

Resolution:  1200  x  1200  dpi 

Duty  Cycle:  Up  to  150,000  pages  per  month 

Processor:  133MHz  RISC 

Memory:  32MB,  expandable  to  96MB 

Languages:  Adobe®  PostScript®  3,  PCL®  5e  emulation  with  PJL 

Std.  Interfaces:  Ethernet  10/100BaseT  and  10Base2,  IEEE  1284  parallel 

Paper  Input:  1,050  sheets  std.  with  automatic  collating; 

3,550  maximum;  up  to  11”  x  17” 


It’s  the  first  in  a  new  generation  of  network  printers: 
GENICOM’S  microLaser  320N.  Powered  by  our  exclusive 
Intelliprint  controller  architecture,  the  microLaser  320N 
brings  you  a  superior  combination  of  print  speed  and 
resolution  —  up  to  32  ppm  at  true  1200  x  1200  dpi. 
The  microLaser  320N  includes  Adobe  PostScript  3  for 


THE  ONE  PRINTER 
FOR  YOUR  ENTIRE 
DEPARTMENT. 
NETWORK  READY! 


Adobe’  PostScript^' 


Intelliprint^ 

Technology  *  ^ 


Copyright  ©  1998  GENICOM  Corporation.  GENICOM,  microLaser  and  Intelliprint  are  registered  trademarks  of  GENICOM  Corporation. 
Adobe,  PostScript  3,  and  the  PostScript  logo  are  trademarks  of  Adobe  Systems  Incorporated.  All  other  product  names  are  trademarks 
of  their  respective  owners.  One  gift  per  person,  while  supply  lasts. 


faster  image  processing,  increased  font 
capacity,  and  photo-quality  graphics! 
With  standard  collating/offsetting, 
remote  web-based  printer  management, 
and  optional  finisher/stapler  and  10-bin 
mailbox,  the  microLaser  320N  is 
versatile  enough  for  everyone  in  your 
department.  Call  GENICOM  today 
and  mention  “one  for  all”  to 
receive  a  free  gift. 


.GENICOM 

www.genicom.com 


1-800-GENICOM,  Option  1,1 


Free  Product  info  enter  NWInfoXpress  #76  online  @  www.networkworld.com/infoxpress 


Quick  takes  on  high-tech  toys 


Cool  Tools 


Lee  Schlesinger,  Test  Center  Director 

Screen  your  voice  mail 


Mow  would  you  like  to  eavesdrop 
on  everyone  who  calls  your 
office  line,  even  when  you're  out  of  the 
office?  You  could  screen  your  calls,  take 


only  those  you  want,  and  let  your  voice 
mail  handle  the  rest. 

Sound  impossible?  Not  anymore.  All 
you  need  are  two  analog  phone  lines 


and  SoloPoint’s  M-200  Enhanced  Mo¬ 
bile  Phone  Companion  device.  This 
shark-fin-shaped  chunk  of  plastic 
houses  four  RJ-11  phone  cable  sock- 


Award-winning  software! 


When  it  comes  to  network  and  application  service  levels,  end-users  are 
never  satisfied.  Always  demanding  better  performance  while  flooding 
the  network  with  diverse  application  traffic.  It’s  enough  to  leave  network 
managers  feeling  lost  in  the  wilderness! 


NextPoint’s  SLM  survival  guide  can  help.  It’s  a  step-by  step  reference 
guide  filled  with  practical  tips  on  setting  and  meeting  end-user  T  Network  and  application 

expectations.  Brought  to  you  by  the  leading  provider  of  SLM  software  for  service  level  reports 

networks  and  applications. 


As  you  implement  SLM,  our  award-winning  NextPoint  S3  software 
provides  even  more  guidance.  NextPoint  S3  enables  you  to  define  both 
network  and  application  service  level  objectives — in  simple,  clear  terms  to 
CIO’s  and  end-users.  The  intuitive  NextPoint  S3  suite  then  tracks  actual 
service  levels  against  objectives,  alerts  the  service  provider  to  impending 
performance  problems,  and  provides  reporting  and  drill-down  capabilities 
to  isolate  network  and  application  issues. 

No  other  software  offers  such  comprehensive  monitoring  for  business- 
critical  networks  and  applications.  So  whether  you  need  to  implement 
service  level  management,  or  just  need  to  learn  more  about  SLM,  NextPoint 
Networks  has  what  you  need.  For  your  free  copy  of  the  Survival  Guide  to 
Service  Level  Management,  visit  NextPoint  at  www.nextpoint.com  or  call  us 
to  speak  to  a  representative. 

Performance  management  software 
for  business-critical  networks. 


NextPoint 

Networks*-' 


▼  End-to-end  performance 
management 


▼  Application  response  time 

▼  Network  baselines 
and  trend  analysis 


Bata  Comm 


BESTS? 


978/392-2026  ▼  www.nextpoint.com 


ets.You  plug  in  your  two  analog  lines, 
your  telephone  handset  and  your  fax 
machine,  if  you  have  one. 

Configuring  the  device  is  simple.  You 
just  pick  up  the  telephone  handset  and 
press  the  telephone  number  pad,  guided 
by  voice  prompts  generated  by  the  M- 
200  itself.  The  voice  menu  choices  are 
simple  and  logically  organized. 

Among  the  items  you  can  specify  is 
a  remote  telephone  number  for  the 
M-200  to  call.  When  your  primary  line 
rings,  the  M-200  makes  an  outgoing 
call  on  the  secondary  line  to  your 
mobile  or  home  phone.  When  you 
pick  up,  a  series  of  double  beeps  tells 
you  it’s  M-200  calling.  If  you  press  “  *  ” 
you  can  hear  callers  as  they  leave  mes¬ 
sages  on  your  voice  mail,  but  they 
can’t  hear  you. 

If  you  want  to  take  the  call,  pressing 
“1”  on  your  remote  phone  disconnects 
the  caller  from  voice  mail  and  patches 
the  caller  through  to  you.  If  you  don’t 
have  time  for  the  caller,  you  just  hang 
up  and  retrieve  the  voice  mail  later. 
(Sorry,  the  M-200  can’t  help  you  find 
the  time  to  actually  return  those  calls.) 

The  device  also  lets  you  screen  your 
calls  locally  by  picking  up  your  handset 
after  the  M-200  takes  over  the  call.This 
is  something  you  normally  can’t  do 
with  corporate  voice  mail. 

The  M-200  is  a  great  idea,  but  it’s 
best  suited  to  offices  with  analog 
phone  systems.  If  you  have  a  digital 
PBX  with  integrated  voice  mail,  as  we 
do,  you  have  to  jump  through  a  couple 
of  hoops  to  get  the  product  working 
properly. 

Specifically,  you  have  to  designate 
an  analog  line  as  a  secretarial  line, 
which  rings  whenever  your  digital 
extension  rings.  And  to  send  callers  to 
voice  mail,  you  can’t  simply  specify 
your  own  extension  —  you  have  to 
use  the  extension  your  receptionist 
uses  to  transfer  outside  callers  into  the 
voice  mail  system.  That  forces  callers 
to  enter  your  extension  to  get  to  your 
voice  mail  box  —  not  an  ideal  solu¬ 
tion,  especially  when  they’re  dialing 
your  direct  line. 

The  M-200  works  not  only  with  cor¬ 
porate  voice  mail  but  also  with  an 
answering  machine  or  the  phone  com¬ 
pany’s  call  answering  service.  It’s  a 
clever  application  of  technology  to 
help  you  be  more  productive. 

SoloPoint  also  makes  a  variety  of 
other  voice  mail  enhancement  prod¬ 
ucts  and  devices  that  can  route  calls 
according  to  incoming  Caller  ID  infor¬ 
mation,  including  units  that  can  report 
Caller  ID  on  Call  Waiting.  S 


Net  Results 

SoloPoint  M-200  Coolness  Meter 

SoloPoint 
www.solopoint. 
com/html/ 
m-200.html 
List  price  $250 

Bottom  Line:  A  tempting  tool  for  the 
compulsively  connected. 


Free  Product  info  enter  NWInfoXpress  #77  online  @  www.networkworld.com/lnfoxpress 
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anagement 


Career  Development ,  Project 
Management ,  Business  Justification 


Strategies 


Spin  control 

■A  gentler  way  to  give  a  negative  performance  review. 


BY  LORETTA  W.  PRENCIPE 

Jay  Kozirescki  hates  giving  employees  annual 
reviews.  “I’m  very  tense  during  review  time,” 
says  the  operations  manager  for  Duron  Paints 
in  Beltsville,  Md. 

Kozirescki  was  a  reluctant  star  in  a  review 
melodrama  in  1992.  His  former  employer  was  migrat¬ 
ing  from  a  mainframe  to  an  AS/400  system,  and 
Kozirescki’s  mainframe  expert  was  none  too  happy 
about  the  change. The  worker  refused  to  review  the 
AS/400  training  materials  and  constantly  compared 
the  AS/400’s  weaknesses  to  the  mainframe’s  “unparal¬ 
leled”  strengths. 

Four  months  into  the  migration,  Kozirescki  sched¬ 
uled  his  disenchanted  employee’s  annual  review.  “I 
told  him  that  he  needed  a  better  attitude  to  accept 
the  change,”  he  says. 

Kozirescki  didn’t  just  supply  criticism  during  the 
review.  He  considered  how  his  employee  would 
want  to  be  addressed  and  told  him  why  he  was 
needed  on  the  IS  team.  He  tried  to  entice  his  main¬ 
frame  stalwart  with  a  future  raise,  potential  travel 

Delivering  the  bad  news 


and  a  starring  role  as  the  AS/400  go-to  guy. 

It  didn’t  work. The  disgruntled  employee  went 
to  other  employees  and  revealed  his  performance 
review  discussions.  At  that  point,  Kozirescki  laid 
down  the  law  with  the  employee,  emphasizing 
that  review  discussions  must  stay  behind  closed 
doors. 

When  the  worker  resigned  six  weeks  later, 
Kozirescki  was  not  surprised  or  overly  disappointed. 

Jan  Wilson,  a  consultant  with  human  resources 
consultancy  Vital  Assets  in  Oakland,  Calif.,  says  every 
manager  should  put  a  positive  spin  on  a  negative 
performance  review.  “The  goal  is  to  look  at  every 
review  —  especially  negative  ones  —  as  an  opportu¬ 
nity  to  coach  your  employee  into  performing  his 
best, ’’Wilson  says. 

Bill  Huber  echoes  that  advice.  “I  don’t  dwell  on 
the  negative.  I  try  to  be  motivational  and  set  the  tone 
for  next  year  with  each  staff  member,”  says  the  lead 
network  engineer  and  staff  support  coordinator  for 
Metro  Information  Services,  an  IT  consulting  firm  in 
Fairfax,  Va. 

Last  year,  one  of  Huber’s  team  members  started  on 
the  wrong  foot  when  working  on-site  at 
a  client’s  office. The  client  hadn’t  com¬ 
municated  trouble  call  procedures,  and 
Huber’s  employee  had  not  bothered  to 
ask  about  them  or  what  he  needed  to 
do  to  satisfy  the  client. 

Although  the  employee  was  doing 
well  with  the  technical  side  of  the 
project,  Huber  still  had  to  overcome 
the  client’s  negative  perception. 

Telling  the  employee  about  the  prob¬ 
lem  and  getting  him  to  respect  the 
client’s  internal  reporting  procedures 
were  key.  No  easy  task,  but  Huber  had 
a  plan. 

During  a  review,  Huber  acknowl¬ 
edged  his  assistant’s  strengths  and 
good  deeds. Then  he  went  on  to  tackle 
the  softer  “perception  problems,” 
encouraging  his  subordinate  to 
strengthen  his  communication  skills 
and  go  the  extra  mile  to  give  the  client 
what  he  wanted. 

The  employee  ran  with  the  chal¬ 
lenge,  turning  a  potential  trouble  spot 
into  a  success.  He  adopted  the  client’s 
corporate  reporting  procedures  and 
went  a  step  further  by  proactively 
keeping  users  informed  of  their  trou- 


vate  employees  whose  performance  isn't  up  to  par. 

ble  call  status. 

For  most  IT  managers,  it’s  easier  to  discuss  an 
employee’s  technical  competence  than  more  subjec¬ 
tive  areas,  such  as  communication  skills  and  behav¬ 
ioral  issues,  says  human  resources  consultant  Wilson. 
The  key  is  to  be  specific  about  how  the  employee’s 
behaviors  affect  your  team  and  its  work  and  not  to 
turn  the  behavior  into  character  flaws.  “Avoid  dis¬ 
cussing  character  issues. That’s  when  you  become 
judge, ’’Wilson  says. 

No  one  likes  to  be  judged,  especially  by  their 
workplace  friends.  “Making  the  adjustment  from 
friend  to  manager  is  pretty  tough,”  says  Keith 
Buckler,  a  senior  systems  engineer  for  Anteon,  an  IT 
services  company  in  Fairfax.  When  Buckler  needs  to 
come  down  on  a  close  team  member,  he  lays  out  the 
company’s  goals,  the  team’s  goal  and  how  he  can 
help  the  worker  perform  better  to  achieve  personal 
and  professional  goals. 

Employees  want  to  do  well.  Even  those  people  who 
are  struggling  have  goals  and  want  to  be  acknowledged 
for  good  work,  Wilson  notes.  Kozirescki’s  employees 
jot  down  their  goals  and  discuss  them  at  their  reviews. 
During  the  meetings,  Kozirescki  maps  out  ways  for 
even  the  weakest  team  members  to  meet  their  targets. 

Unfortunately,  no  matter  how  many  reviews  he  con¬ 
ducts,  Kozirescki  says  he  still  sometimes  gets  the  jitters 
when  faced  with  a  negative  review.  But  he’s  found  that 
being  prepared  and  emphasizing  the  positive  makes 
that  not-so-glowing  review  go  much  smoother. 

Prencipe  is  a  freelance  writer  and  attorney 
in  Springfield,  Va.  She  can  be  reached  at 
LWPrencipe@mailexcite.  com. 


Mickey  Fineberg,  a  business  psychologist  with  Delta  Consultants 

in  Philadelphia,  shares  these  tips  for  discussing  poor  performance. 

1.  Both  parties  need  to  prepare.  Have  your  employee  complete  a  self-evaluation 
before  you  meet. 

2.  Let  your  employee  present  his  evaluation  first.  Listen  and  learn. 

3.  Highlight  areas  of  agreement. 

4.  Calmly  discuss  areas  where  you  disagree,  and  bring  up  problems  that  aren't 
addressed. 

5.  Put  aside  personal  annoyances  and  restrict  your  criticism  to  key  performance 
problems  and  their  impact. 

6. 

7. 

8. 

9. 


Find  out  if  your  employee  understands  the  problems  and  is  willing  to  take 
responsibility. 

If  the  employee  accepts  responsibility  for  problems,  help  pinpoint  remedies. 


Ask  how  you  can  help  and  remind  your  staffer  that  you  want  him  to  succeed. 
Negotiate  a  time  frame  and  process  for  following  up  and  tracking  corrective 


actions. 


10.  If  the  employee  doesn't  accept  responsibility,  acknowledge  that 
without  making  accusations.  Then  explain  what  he  needs  to 
do  to  solve  the  problems  and  go  back  to  steps  8  and  9. 
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More 


Online 


Tips  for  conducting 
performance  reviews. 
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Enterprise  Networking  Systems  (ENS)  is  a  leading  professional  services 

firm  specializing  in  internetworking  solutions  consulting  for  Fortune  1000  companies.  We 
were  named  Cisco  Systems'  Partner  of  the  Year  for  1996  and  Cisco  Systems'  End-to-End 
Solutions  Partner  of  the  Year  for  1997.  ENS  has  also  been  featured  in  Inc.  Magazine's  list  of 
fastest  growing  privately  held  companies  for  two  of  the  last  three  years.  We  currently  have 
opportunities  for  qualified  Network  Consultants,  all  over  the  United  States. 

San  Francisco/Bay  Area;  Irvine,  CA;  Los  Angeles,  CA;  Sacramento,  CA;  Baltimore,  MD; 
Philadelphia,  PA;  Dallas,  TX;  Atlanta,  CA;  North  Virginia;  New  York;  New  Jersey;  Washington,  DC. 


Consulting  Services  Manager 

Manage  Network  Engineering  resources  and 
engagements  for  an  assigned  region.  You'll  achieve 
revenue  targets;  hire,  develop,  and  deploy  pre-  and 
post-sale  network  engineers;  manage  sales  opportunity 
and  workload  planning;  and  develop  strong  relationships 
with  sales  force  to  promote  service  opportunities  from 
identification  phase  through  qualification  and  solution 
creation.  You'll  also  assess  and  specify  detailed  user 
sen/ice  requirements  for  specific  engagements;  manage 
delivery  of  services;  and  work  closely  with  sales  to 
create  and  sell  the  service  solution  to  the  customer. 

Account  Manager,  Professional  Services 

Sell  a  full  range  of  network  consulting  services  to 
medium  to  large-sized  companies.  You'll  close  new 
accounts  and  expand  existing  customer  relationships; 
gather  and  evaluate  customer  network  and  business 
data;  recommend  appropriate  service  solutions;  generate 
and  qualify  leads  (with  telemarketing  assistance);  and 
provide  proposals,  presentations  and  follow-up.  You'll 
also  be  responsible  for  effectively  leveraging  the  skills 
of  a  pre-sales  services  consultant  and  for  reaching 
annual  targets  in  sales  and  profits. 


Network  Consultant/ 

Senior  Network  Consultant/ 

Principal  Network  Consultant 

Provide  technical/business  consulting  to  enable 
customers'  emerging  network  strategies.  Specific  tasks 
may  include  internetwork  design,  router  configuration, 
installation,  and  troubleshooting  services.  Also  participate 
in  the  definition  of  customer  requirements  as  well  as 
propose  and  implement  leading-edge  internetworking 
solutions;  identify  new  business  opportunities  and  lead 
in  their  development  Project  work  may  include  network 
architecture,  security  and  infrastructure  planning  to 
support  deployment  of  ERP  applications.  ENS  will 
provide  necessary  training  and  guidance  for  CCIE 
Certification  (Cisco  Certified  Internetwork  Expert). 

Network  Application  Architect 

Provide  high-level  consulting  and  make  architectural 
recommendations  on  state-of-the-art  networks.  You'll 
lead  the  definition  of  customer  requirements  and 
propose  and  implement  leading-edge  internetworking 
solutions  through  network  analysis  of  enterprise 
applications  (PeopleSoft)  by  analyzing  all  7  layers.  You'll 
also  review  project  goals  and  validate  application  and 


network  environments  by  performing  walkthroughs 
with  network  engineers,  as  well  as  review  router 
configurations,  analyze  application  traffic  and  isolate  areas 
causing  degraded  performance  and  document  results. 
Additionally,  you'll  make  formal  recommendations 
pertaining  to  performance  improvements  and/or 
changes  to  test  methodologies. 

All  positions  offer  a  competitive  base  salary,  significant 
bonus  opportunities  and  stock  options. 

Come  see  us  at  ComNet  Career  Fair  at  the 
Washington  D^^ltlon  Center 
on  lain.  26th-28th. 

Or,  send/fax  resume  to 
ENS,  Attn:  Staffing, 

370  Convention  Way, 

Redwood  City,  CA  94063; 

Fax: 

(650)  568-0185; 

E-Mail: 

jobs@ens.com 
EOE/AA. 


For  more  information  or  to  place  an  advertisement,  please  call  the  Recruitment  Dept,  at  1-800-622-1108  x7510. 
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THE  BEST  MINDS,  THE  BEST  OPPORTUNITIES 


OUR  CAREER  OPPORTUNITIES 
IN  CONNECTIVITY  TECHNOLOGY 
ARE  LIMITED  ONLY  BY 
YOUR  IMAGINATION. 


www.  ge  care  ers  com 


*  ♦ 
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As  an  e-commerce  and  technology  leader,  the  Fidelity  Investments  Systems 
Company  (FISC)  is  the  nerve  center  of  Fidelity^  entire  operation.  In  fact,  FISC 
develops  and  supports  voice/data/video  communication  networks  for 
all  Fidelity  locations,  as  well  as  providing  24x7  operational  support  for 
distributed  client/server  computing  platforms  (UNIX,  Netware,  and  NT) 
enterprise  wide.  We  handle  600,000  phone  calls  and  over  5  million 
internet  hits  a  day.  And  we  pioneered  techniques  like  automated  trans¬ 
fers  over  the  phone. 

We  invest  millions  to  acquire  the  best  technology  and  best  people  available. 
If  you’d  like  to  join  our  team-oriented,  innovative,  dynamic  environment, 
contact  us  today.  We’ll  challenge  your  skills.  Nurture  your  talent.  And 
enhance  your  expertise.  You’ll  also  receive  one  of  the  best  compensation 
and  benefits  packages  anywhere.  So  come  join  a  technology  team  that’s 
revolutionizing  the  industry.  And  plug  into  an  opportunity  that  could 
really  spark  your  career.  For  additional  opportunities  nationwide,  please 
visit  our  Web  site  at  www.fidelity.com/jobs. 


Come  visit  us  at  the  ComNet 
Washington  D.C.  Career  Fair 
January  26-28 


Fidelity 


Investments « 


WHERE  12  MILLION  INVESTORS  PUT  THEIR  TRUST.” 


Please  e-mail  your  resume  to:  resumes@fidelity.com.  For  best  response, 
paste  your  resume  into  your  e-mail  message  and  specify  Job  Code  RC950. 
By  mail,  send  your  resume  to:  Fidelity  Investments  National  Scanning  Center, 
Job  Code  RC950,  82  Devonshire  Street,  Mail  Zone:  Z2K,  Boston,  MA  021 09. 
Our  comprehensive  benefits  include:  three-part  capital  accumulation  plan 
with  401  (k),  comprehensive  health/dental  insurance,  life  insurance 
program  with  investment  options,  and  company-paid  pension  plan. 
Fidelity  Investments  is  an  equal  opportunity  employer. 
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Integrating  people,  technology,  and  life. 

Global  by  nature,  GE’s  network  and  web-based  technologies  are  fueling  hot,  new 
growth  in  product  services  across  multiple  industries  in  more  than  100  countries. 
With  planned  investments  over  the  next  two  years  totalling  $600  million  in  services 
technology,  we  offer  plenty  of  exciting  projects  to  choose  from  (300  under  way) 
and  countless  more  on  the  horizon.  Advance  your  career  providing  bold,  next 
generation  Internet  delivery  over  satellite  and  wide-area  networks  with  one  of  the 
following  GE  businesses. 

GE  Medical  Systems,  a  world  leader  in  medical  diagnostic  imaging  technology, 
offers  less  invasive  treatment  through  innovative  technologies,  including  CT,  MR, 
X-ray,  Ultrasound,  and  of  course,  our  network  products  and  services. 

The  Corporate  Research  &  Development  Center  is  our  in-house  “think  tank,” 
developing  cutting-edge  technology  for  businesses  within  GE.  Our  focus  includes 
network  technology  with  applications  in  remote  diagnostics. 

Americom,  a  GE  Capital  Services  company  and  a  global  provider  of  satellite 
communications  service  solutions,  operates  a  fleet  of  1 1  satellites  worldwide. 

GE  Americom  also  provides  global  communications  networks. 

We  currently  have  opportunities  for  Network  Technology  Engineers  in  all  three 
business  areas.  Qualified  candidates  must  possess  5+  years’  experience  developing 
wide-area  networks,  remote  dial-in  networks,  and  network  security  systems.  The  level 
of  educational  experience  may  range  from  a  BS  to  a  PhD  degree  in  E.E.,  C.S.,  or  math. 
Knowledge  of  one  of  the  following  is  essential:  VPN’s,  Firewall,  network  security,  inter¬ 
net  communication  protocols,  LAN  protocols,  or  routers. 


To  apply,  please  forward  your  resume,  referencing  COMNET,  to: 


GE  Medical  Systems: 

E-mail:  resume@opportunities.ge.com 
(text  only,  no  attachments) 

Fax:  (513)  583-7340 

GE  R&D  Center: 

E-mail:  resumes@crd.ge.com 
(text  only,  no  attachments) 

Fax:  (518)  387-5324 

GE  Capital/Americom: 

E-mail:info-americom@ge.  capital,  com 
(text  only,  no  attachments) 

Fax:  (609)  987-4450 

For  more  information,  visit:  www.gecareers.com 
We  are  an  Equal  Opportunity  Employer 


We  bring  good  things  to  life. 
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CHECK  OUT  OUR  WEB  SITE  FOR  A 
COMPLETE  LISTING  OF  EXCITING 
NATIONWIDE  OPPORTUNITIES. 

Please  submit  your  resume  to  Ascend  Communications, 

Staffing  Department,  Job  Code:  NW125: 

CORPORATE  HEADQUARTERS: 

E-mail:  jobs@ascend.com  •  Fax:  510.747.2909 
Mail:  1701  Harbor  Bay  Parkway, 

One  Ascend  Plaza,  Alameda,  CA  94502 

EAST  COAST  REGION: 

E-mail:  resumes.east@ascend.com 
Fax:  508.480.0243  (scannable  resumes  only) 

Mail:  One  Robbins  Road,  Westford,  MA  01886 

We  are  an  equal  opportunity  employer  dedicated  to  the  strength  diversity  brings  to  our  workforce. 


Visit  us  at  ComNet  Career  Fair 
January  26-28  •  Washington  Convention  Center 
Rooms  30  &  31  •  Washington,  DC 


Introducing 

w/r  BeH  Atlantic’s 
W  Data  Solutions  Group , 
f  a  powerhouse  combination  of 
resources  providing  comprehensive 
services  in  network  integration, 
outsourcing,  advanced  IP  internetworking 
and  a  new  state-of-the-art  global  data 
network.  For  integrated  end-to-end  , 
data,  voice,  and  video  networking  A 
life-  solutions  the  only  name  to  A m 
remember  is 


t  netwo 
s  one  s< 


- : - 


DESIGN  ENGINEERS 

Responsible  for  enterprise-wide 
networking  designs  and  all  aspects  of 
pre-sales  activities  including  proposal 
development  and  customer  presentations. 
Strong  writing  and  communications  skills 
required. 

SALES  MANAGERS 

Capture  new  business  and  manage  key 
customer  relationships.  Responsible  for  all 
new  business  development  focused  on 
professional  services,  including  consulting, 
network  management  and  managed  network 
services.  Qualifications  include  experience  in  a 
consultative  selling  environment  with  the 
ability  to  work  independently  and 
thrive  in  a  fast-paced  industry. 

PROGRAM  MANAGERS 

Proven  leaders  in  implementing  and  managing 
complex  enterprise-wide  networking  solutions. 
Must  have  strong  background  in  sales 
qualification,  proposal  development,  solution 
presentations  and  program  budget 
management.  Candidates  should  have  a 
successful  track  record  in  issue  resolution, 
delivery  of  services  in  high-profile 
engagements  and  customer  satisfaction. 

PROJECT  ENGINEERS/ 
FIELD  ENGINEERS 

Work  closely  with  the  customer  to  implement 
and/or  troubleshoot  multi-vendor,  multi¬ 
platform  networks.  Maintain  the  technical  and 
financial  integrity  for  our  clients’  objectives, 
using  best-of-breed  products  and 
methodologies  to  achieve  leading-edge 
results.  Our  solutions  allow  for  technology 
transfer  to  the  world.  We  require  hands-on 
knowledge  of  LAN  &  WAN  products, 
protocols  and  principles.  We  provide  the  tools 
and  training  for  your  continued  success. 


OSE has  outstanding  opportunities  in 

Burlington,  MA,  New  York,  NY, 
Edison,  NJ,  Marlton,  NJ,  Frazer,  PA, 
Pittsburgh,  PA,  Harrisburg,  PA, 
Wilmington,  DE,  Baltimore,  MD, 
Falls  Church,  VA,  Reston,  VA, 
Richmond,  VA,  Detroit,  Ml  and 
Winston  Salem,  NC  for  people  with 
expertise  in  the  following  areas: 

ATM,  Frame  Relay,  ISDN, 

T-1,  T-3,  SONET,  FDD  I,  Structured 
Cable  Design,  Switching,  RIP.  OSPF, 
FIGRP,  BGP,  Internet  Security,  Video 
Protocols,  Remote  Access,  TCP-IP, 
IPX,  Cisco,  Bay  or  3COM. 
Certifications  are  highly  desirable. 

If  you  cannot  attend  COMNET/DC  '99 
please  e-mail  your  resumd  to 
HR@BA-DSG.COM 

For  more  information  on 
Bell  Atlantic's 
Data  Solutions  Group, 
visit  www.BA-DSG.com 


Come  visit  us  at 

COMNET/DC  99 

January  26, 27, 23 
Washington,  DC 
Convention  Center 


©Bell  Atlantic 


Data 

Solutions 

Group 


One  Answer. 
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ntermedia  reinventing 


COMMUNICATIONS 


ommum 


Intermedia  Communications  [Nasdaq:  ICIX]  is  an 

integrated  communications  provider  with  products 
and  services  that  encompass  the  broadest  range  of 
networking  solutions  available  from  any  single  supplier. 
These  solutions  include  local  and  long-distance  calling 
services.  Frame  Relay  networking,  Internet,  ATM,  and 
bundled  services  that  provide  both  voice  and  data 
connectivity  on  a  single  access  circuit. 

DIGEX,  an  Intermedia  Communications  Company,  is  a 
fast-growing  company  of  Internet  professionals  who 
do  whatever  it  takes  to  help  our  customers  succeed  in 
an  increasingly  complex  and  competitive  marketplace. 
From  our  campus  in  suburban  Washington,  DC,  we 
provide  industry-leading  business  Internet  and  Web 
site  management  solutions. 

TECHNICAL 

Internet  Consultant 


•  Senior  Internet  Consultant 

•  Product  Manager 

•  Project  Manager 

•  Network  Engineer 

•  QA  Engineer 

•  Oracle  DBA 

-  Sun/Unix  Administrator 

•  Web  Developer 

•  Senior  Telecom  Engineer 

•  Staff  and  Technical  Writer 

•  Field  Technician/Installation  Technician 

SALES 

•  Sales  Engineer 

•  Account  Manager 

•  Account  Representative 

•  District  Sales  Manager 

•  Major  Account  Manager 

•  National  Account  Manager 

•  Service  Account  Manager 

HUMAN  RESOURCES 

•  Employee  Relations  Specialist 

•  Senior  Staffing  Specialist 

•  Technical  Recruiter 


Reply  with  resume,  salary  requirements,  and  detailed 
cover  letter,  indicating  position  of  interest,  to: 

Intermedia  Communications,  ATTN:  Human 
Resources;  FAX:  (813)  829-7707;  e-mail  (ASCII 
format,  no  attachments):  resumes@intermedia.com. 

E-mailed  resumes  can  be  processed  quicker  and  are 
preferred.  EOE. 

For  additional  employment  opportunities, 
visit:  www.intermedia.com 


M 


Please  visit  us  at  the 
COMNET  Career  Fair 
at  the  Washington, 
DC  Convention 
Center,  from  January 


26th  -  28th,  in 
Rooms  30  and  31. 


viivinw.digex.net  wvwvtf.intennedia.coni 


An  Intermedia 
Communications  Company 


1  Internet  Site  Specialist- 
Shelton,  (  1 

Software  Embedded  Test  Engineer 
Real-Time  Embedded  Systems 
Firmware  Engineer 
Broadband/ ATM 

Hardware  and  Software  Engineers 
Software  Engineers  with  C++  and 
Object  Oriented  Development 
Software  Engineer  with  C/C++, 
Window's  NT;  SS7  a  plus 
High  Speed  Senior  Hardw  are 
Engineer  in  Communications 
Engineering  Manager  with  Software/ 
Hardware  Communications  Design 
Supervisor,  Electrical  and 
Mechanical  Design 
Datacommunications 
Marketing  Manager 
Datacommunications  Product 
Line  Manager 
Senior  Accountant 
Regional  Sales  Director  -  Chicago 
Federal  Account  Executive  -  Virginia 
Various  level  Customer  Service 
Engineers  throughout  U.S. 

»  Account  Executive  -  Chicago,  Boston, 
Vienna,  New  York 

•  Internet  Applications  Programmer  - 
Shelton,  CT 

*  Systems  Engineer  -  Minnesota 


IIU  RANGE. 

www.inrange.com 


our  corporate  office  in  New  Jersey 
is  close  to  beaches,  and  we  have  several 
championship  golf  courses,  the  cultural 
attractions  of  major  metropolitan  areas 
like  Philadelphia  and  Adantic  City,  all 
without  sacrificing  our  quiet  rural  set¬ 
ting.  We  also  offer  competitive  compen¬ 
sation  and  excellent  benefits.  Please  stop 
by  and  see  us  at  our  COMNET  booths 
and  also  forward  your  resume  to: 
INRANGE  Technologies 
Corporation,  Human  Resources, 

Job  Code:  COMNET99,  13000 
Midlantic  Drive,  Mt.  Laurel,  NJ 
08054;  FAX:  (609)  439-3100; 

E-mail:  hr@inrange.com 

We  are  an  equal  opportunity  employer  M/F/D/V 


It's  takes  a 


POWERFUL 


COMPANY 


To  Dream  This  Big 

INRANGE  Technologies  Corporation,  a 

division  of  SPX  Corporation,  is  committed  to  the 
realization  of  greatness:  to  being  a  great 
company  to  invest  in,  a  great  company  to  do 
business  with  and  —  most  importandy  — 
a  great  company  to  work  for. 

INRANGE  Technologies 
Corporation,  formerly  General 
Signal  Networks,  Inc.,  formed  out 
of  a  business  merger  of  Telenex 
Corporation,  Data  Switch 
Corporation  and  Tautron,  is  an 
international  leader  in  data  commu¬ 
nications  network  control  and  diag¬ 
nostic  equipment.  Our  IT  solutions 
serve  as  the  critical  link  between  business 
and  information  as  we  are  poised  to  enter 
the  2 1st  century  stronger  and  more  dynamic 
than  ever.  Of  course,  at  the  core  of  our  success  are 
talented  people  like  you.  Driven,  visionary  professionals  whose  unmatched  innovation  and 
skill  have  helped  us  to  achieve  true  industry  leadership.  We  invite  you  to  join  us  as  we  enter 
this  period  of  unprecedented  excitement  and  move  closer  to  achieving  greatness. 


Got 

Hiring 

Needs? 


Talk  To 

NetwoMMoild 


Northern  US 

Karima  Zannotti 
Ext.  7488 

kzannott@  nww.com 

Southern  US 

Jim  Parker 
Ext.  7542 
jparker  @  nww.com 

Director 

Dodi  Rabinovitz 
Ext  7454 

drabinov  @  nww.com 

Career  Fair 
Coordinator 

Carla  Cappucci 
Ext.  7510 
ccapp@nww.com 

800-622-1108 


Call 
Now  TO 
Reserve 
Space! 
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efforts  to  continually  provide  the  necessary  tools 


A,  UX&  AjOu^  eio- 


Every  company  has  their  idea  of  what 
Enter  I  team  building  is  all  about.  But  at  INS, 
jmm  we  take  it  to  the  max.  Heading  outdoors. 
Doing  group  activities.  Getting  to  know  your  colleagues 
and  realizing  you  can  depend  on  them. 


We  are  one  of  the  five  fastest  growing  companies 
in  Silicon  Valley  and  the  PREMIER  global  provider  of 
network  integration,  management,  and  consulting  services. 
Our  success  is  attributed  to  our  employee’s  ability  to  work 
together  and  share  information,  as  well  as  our  company's 


to  keep  our  employees  ahead  of  the  game.  Tools 

Egg*. 

such  as:  tuition-free  certification  programs,  continuing  1 

education  and  training  programs,  and  professional 

ESP? 

development  workshops. 

If  you’re  a  top-notch  network  professional  we 

1 

invite  you  to  consider  a  fast-track  career  with  us. 

in  i 

m 

We  are  currently  hiring  for  the  following  positions: 

j 

W  i 

w  \ 

•  Network  Systems 
Engineer 

•  Network  Security 
Specialist 


•  Network 

Management  Engineer 

•  Account  Manager 

•  Engineering  Manager 


See  us  at  ComNet! 

January  26,  27  &28,  1999 
Rooms  30  &  31 


If  you  unable  to  stop 
by  our  booth,  please 
visit  our  website  for 
more  information  about 
these  careers  and  the  other  outstanding  benefits  INS  provides, 
and  then  e-mail  your  resume  directly  to  staffing@ins.com. 
Please  mention 


code:  JS-COMNET  in 
the  subject  line  of  your 
message.  An  Equal 
Opportunity  Employer. 


INTERNATIONAL  NETWORK  SERVICES 

wwuu.  ins.  com 

The  knowledge  behind  the  network*1 


ACCOUNT  MANAGERS 


On  Target  Earnings:  $150,000 
West  Coast  and  Northern  Mid  West 


Here  is  an  opportunity  to  join  a  company  that  leads  the  field  in  Video  across 
ATM  networks.  K-NET  traditionally  has  provided  video-conferencing  solutions, 
Now  we  are  breaking  new  ground  with  products  for  the  security  market. 

As  a  manufacturer  we  have  a  number  of  innovative  products  due  for  release 
this  year.  Now  is  the  time  to  join  an  organization  where  you  really  can  make 
a  difference. 


How  much  sales  experience  is  required? 


Good  question  -  you  may  be  surprised  by  the  answer! 

You  will  need  experience  gained  in  the  ATM  marketplace  working  as  part  of  a 
team  either  as  a  salesperson  or  supporting  the  sales  team.  Along  with:  strong 
presentation  skills  for  Design  Solutions;  a  BS  degree  or  equivalent;  strong 
prospecting  skills;  demonstrated  knowledge  of  account  management  - 
including  sales  presentations  and  mid  /long  term  opportunity  management 
and  team  selling  experience.  This  position  requires  demonstrated  knowledge 
of  the  ATM  market  in  your  region,  along  with  the  ability  to  deliver  business 
value  and  build  customer  relations.  Strong  technical  and  business  knowledge 
with  complimentary  skills  to  understand  the  customer's  business  drivers  and 
align  to  K-NET  solutions  essential.  Experience  in  engaging  resources  to  drive 
sales  necessary.  Must  demonstrate  the  necessary  skills  to  negotiate  issues 
with  peers  and  customers.  Ability  to  position  "end  to  end"  solutions  and 
articulate  K-NET  strategies  to  senior  customer  executives  is  required. 

Contact:  Doyle Trotti  and  discuss  the  future  of  video  across  ATM. 

Tel:  (972)  713  8999  or  Fax:  (972)  713  9597  or  email:  d.trotti@cellstack.com 

eoe/aa 
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It’s  time  for  clarity. 


©1 999  by  KPMG  llp.  the  U  S.  member  firm  of  KPMG  International. 


Career  need  a  little  jolt? 


www.kpmgcareers.com 


It’s  time  to  get  a  new  start. 


At  KPMG,  you  can  take  charge  of  your  own  career  path  with 
opportunities  for  growth  that  will  spark  your  interest. 

Opportunities  can  be  found  right  here  in  the  Washington,  DC  area. 


Package  Implementation 

Have  a  direct  impact  on  our 
exciting  and  growing  package 
implementation  practice. 
Enhance  your  current  skills 
working  side-by-side  with  an 
experienced  team  of 
professionals.  If  you  have 
experience  in  the  following, 
we’d  like  to  speak  with  you. 

•  PeopleS  oft 

•  Oracle 

•  SAP 

•  Other  ERP 

Systems  Integration 

Have  die  opportunity  to  be 
rewarded  for  your  performance 
and  contributions  on  one  of 
our  diriving  systems  teams. 

•  Document  Management/ 
Imaging 


•  Data  Warehousing 

•  Systems  Engineering 

•  Software  Development 

•  Government  Accounting 
Systems 

General  IT 

Other  needed  skills  include: 

•  Oracle  DBA 

•  Web  Developers 

•  Internet/Intranet 

•  LAN/WAN 

•  Groupwise 

•  UNIX/Windows  NT 

•  Lotus  Notes 

•  Visual  Basic  5.0 

•  C0B0L/DB2/CICS 

•  MS  Access 

•  C++  Developer 

•  PowerBuilder  Developer 


Opportunities  available  for  funcdonal  and  technical  professionals. 
Specific  emphasis  with  Payroll/HR,  Financials,  and  Student  Admin, 
modules  is  strongly  desired.  Positions  require  a  minimum  of  a 
BA/BS  degree.  Travel  may  be  required.  National  opportunities 
also  exist. 

Please  send  resume,  indicating  Dept.  097AJ25NW,  to:  KPMG, 

Public  Sector  Recruidng,  2001  M  Street,  NW,  6th  Floor, 

Washington,  DC  20036-3389,  fax:  (202)  331-3884,  e-mail  (ASCII): 
psfsgrecruit@kpmg.com  No  phone  calls  or  agencies,  please. 

We  are  an  equal  opportunity  employer,  m/f/d/v. 


www.ineedahightechjob.com 


www.dice.com 


High  tech  jobs  online 


Real  Jobs.  Real  Fast.  DICE-  515-280-1 144 


Manager,  Oracle  Information 
Technology.  Responsible  for 
planning,  developing  &  imple¬ 
menting  Oracle  Information 
technology  &  solutions  to  clients 
throughout  the  U.S.;  interface 
with  offshore  development 
teams  &  manage  analysis, 
design,  development,  testing  & 
implementation  phase  in  delivery 
of  solutions;  supervise  teams 
involved  in  using  &  installing 
Oracle,  Oracle  Developer  2000, 
PowerBuilder,  WindowsNT, 
Novell  Netware,  Informix, 
Sybase  &  Odyssey  imaging  solu¬ 
tions;  plan  long-term  strategies 
for  business  growth  &  oversee 
project  budgets  &  expenses 
within  contract  arrangements, 
interfacing  with  clients  to  define 
solution  requirements. 

$70,000/yr.  40  hrs/wk.  B.S.  req’d 
in  Bus.  Admin  or  Marketing,  or 
B.S.  in  disciplines  such  as  Math, 
Physics,  or  Chemistry  with  add’l 
concentration  in  Bus.  Admin  or 
Marketing  is  acceptable.  B.S. 
may  be  equivalent  degree.  3  yrs. 
exp.  req’d  in  job  offered  or  3  yrs. 
as  Software  Development  Mgr. 
Exp.  must  include  use  of  noted 
skills  in  job  duties.  Will  work  at 
unanticipated  client  sites 
throughout  the  U.S.  Submit 
resume  to  the  GA  Dept,  of 
Labor,  Job  Order#  GA6319680, 
2943  N.  Druid  Hills  Rd., 
Atlanta,  GA  30329  or  the  near¬ 
est  Department  of  Labor  Field 
Service  Office. 


Associate  Director  oF 
Telecommunications 

Vanderbilt  University 

A  challenging  opportunity  to  share  leadership 
of  a  dynamic  organization  and  an  advanced 
telecommunications  system  in  a  progressive 
environment.  Vanderbilt  is  implementing  an 
advanced  NEC  Fusion  voice  network  of 
20,000  telephones,  providing  integrated  ser¬ 
vices  including  voice  mail,  videoconferencing, 
ACD,  CTI,  and  ISDN,  to  a  community  of 
education,  research,  and  health  care  profes¬ 
sionals.  The  Telecommunications  Department 
consists  of  60  management,  technical,  finan¬ 
cial,  and  support  staff.  The  preferred 
candidate  will  possess  a  comprehensive 
knowledge  of  all  aspects  of  telecommunica¬ 
tions,  a  detailed  knowledge  of  evolving 
telecommunications  technologies  and  trends, 
outstanding  personnel  management  and  finan¬ 
cial  management  skills,  a  relevant,  advanced 
degree  (minimum  Bachelor's)  with  more  than 
5  years  of  progressive  telecommunications 
management  experience.  A  strong  technical 
background  will  be  favored.  Compensation 
is  based  on  experience  and  includes  compre¬ 
hensive  benefits. 

Please  send  a  cover  letter  and  resume  to: 


Vanderbilt  University 
Recruitment  &  Staffing 
104  Peabody  Administration  Bldg. 
21st  Ave.,  South 
Nashville.  TN  37233 
Refer  to  PR#GM15917 


Vanderbilt  University  is  an  Affirmative  Action/Equal  Opportunity  Employer 


Telecommunications  Network  Architect 


Major  Telecommunications  firm  located  in  Northern  NJ  is 
seeking  Network  Architects  to  join  their  Outsource 
Solutions  Practice.  The  hired  candidate  will  be  part  of  a 
team  of  highly  experienced  Telecommunications  special¬ 
ists  devoted  to  working  with  Fortune  1,000  companies 
that  have  elected  to  outsource  telecommunications  net¬ 
work  requirements  and  operations.  Lead  responsibility  for 
client  network  solution  development  will  be  the  primary 
job  function.  The  network  solutions  architect  will  have  6- 
10  +  years  of  demonstrated  consultative  experience 
(including  info  tech  ops  management)  designing  and 
operating  large  domestic  and/or  International  LAN/WAN 
network  environments  encompassing  voice,  data,  video 
and  internet  applications.  Specific  knowledge  of  and 
experience  with  SONET,  ATM,  FRAME  RELAY,  ETHER¬ 
NET,  TOKEN  RING,  FDDI;  SNA/SDLC;  UNIX/TCP/IP 
as  well  as  Signaling  System  7,  Narrow  Band  Digital- 
DDS/DDO;  Wideband/Broadband  ISDN;  T-l;T-3 
is  desirable.  When  necessary,  travel  to  client  sites 
will  be  required.  BA/BS  in  Computer  Science, 
Telecommunications,  or  Business  desired. 

The  qualified  candidate  will  be  able  to  show  a  track  record 
of  steadily  more  significant  assignments/accomplishments 
in  handling  a  wide  range  of  telecommunications  network 
applications.  The  ability  to  readily  represent  examples  of 
high  level  solution  applications  will  be  required  as  well  as  \ 
verification  of  competencies  and  references  prior  to  meet¬ 
ing  with  the  hiring  managers. 

Compensation  and  Benefits:  The  salary  range  is  highly 
competitive  +  full  benefits. 

Interested  Candidates  please  submit  resume  with 
Reference  #98-013  to: 

KULPER  &  COMPANY.  LLC,  Executive  Search 

Keith  D.  Kulper 
President 
PO  Box  1445 

Morristown,  NJ  07962-1445 
Voice:  973-285-3850 
Fax:  973-285-3851 

Email:  kulper-company-l@worldnet.att.net 
THIS  IS  AN  EQUAL  EMPLOYMENT  OPPORTUNITY 
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VUe  p  <*ce. 


•  NeKwovV  opev^Hcws,  Desi^wevs  <tvw<A  ^vcUlfecfs 

•  UNIX  'SysFev^s  ^aAWwsFvinFovs  aw^A  Web  H<?\sFevs 

•  WcvV  wiFk  Fvtnvne  Rel^ny,  ^TM,  VPN/  Y2S,  IwFevweF,  RouFevs, 
NeHwovU  M cnv\<*3ewev\P/  <akA  'SpviwF's  -Pl^sUlp  pvo^ucF  o-PFeviw^ 
-  lON-taFe^v^FeiA  Ov^-\)e.w0\v\A  NeFu/ovW 


Boggle  your  mind. 

Explore  the  leader  that  is  building  the  nation's  most  advanced 
network,  capable  of  pumping  multimedia  traffic  at  a  mind-boggling 
1 60-million-bits  per  second. 


,  .c  alAV  .fViSW«e«B, ***  VV%£ 

Vje  «re  fve^  Ve<^  v1a^  Y>««gs  *5  *. 

Wuv^'s  '**r  .  P,  ^  ^  ^eve^K^ge 

,Ke^V«e«v5V.^  CeTW«c^ 

C"‘iCe 

sV«Vi*s,  “*  s0  w  .  h<w  of  WgVv  spee^  kP 

Vop  W0«0VS  m  VWe  ev<*  cVn<)-iCC  Pop  Vao«ov5  « 

*“***''**  «h*  ^  Access  *y 

i  e  ReUy  .  Ue  ^  .Ue.a  Of  vwe  P^V. 


(No  suits  in  sight.  No  wingtips  allowed.) 

You'll  love  our  atmosphere.  It  is  vigorous,  collaborative,  inspiring. .  .highly  professional  yet  casual. 

Connect  with  us  by  sending  your  resume,  indicating  the  position  you  desire,  with  salary  requirements  to: 

Sprint/HR,  460  Herndon  Parkway,  Ste.  200,  Herndon,  VA  20170. 

Fax:  (703)  467-5274.  Email:  data@sprint.net 

For  a  complete  listing  of  openings  visit:  www.sprint.com 

We  are  proud  to  be  an  EEO/AA  employer.  M/F/D/V.  We  also  maintain  a  smoke-free,  drug-free  workplace 
and  perform  pre-employment  substance  abuse  testing. 

Similar  positions  available  in  Atlanta,  Dallas,  and  Kansas  City. 


Sprint 


Business  runs  on  data,  data  on  Sprint. 


Network  World  Signature  Series 

Network  World’s  Signature  Series  issues,  published 
bimonthly,  provide  insights,  opinions  and  information  on 
the  most  important  issues  shaping  the  networked  world.  Showcasing  the  writing 
skills,  design  talent  and  network  expertise  of  the  Network  World  staff  and  contribu¬ 
tors,  Signature  Series  issues  help  readers  gain  valuable  new  perspectives  on  their 
jobs  and  careers,  network  technology  and  the  world’s  fastest  growing-and  most 
dynamic-industry.  The  award-winning  Signature  Series  issues  include: 


■The  Electronic  ■  The  Network  World ■  The  You  Issue  |The  Buzz  Issue  [  ]The  Best  Issue  The  Power  Issue 
Commerce  Issue  200  Issue  Showcasing  the  9/27/93  11/15/99  12/27/99-1/3/00 

Capitalizing  on  the  4/26/99  Network  Leaders: 

internet:  2/22/99  7/26/99 


For  more  information  on  advertising  your  recruitment  message  in  these  issues  call:  800-622-1108  Ext.  7510 
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For  Free  Product  Info* 


it 

&  AktlfliMl 


Vest  Hills  Networking  Solutions 


10/100  Network  Cards 


Gigabit  Network  Adapter . Cal 


3COM  Fast  EtherLink  XL 
Auto-sensing  10/100  PCI  RJ45  network  adapter 
(3C905-TX) 

INTEL  PRO/ 100  TX  PCI 
High  performance  10/100  32  bit,  RJ45,  adapter. 
(PILA8460) 


Cisco  10/100  Fast  Hub 
Dual  speed  auto-sensing  10/100  hub. 

12-Port  (112T) . $769  24-PoijB 


D-LINK  10/100  Hubs 
16  and  24  10/100Base-TX  Dual  Speed  Un 
16-Port  (DFE-916X) .  $616  24-Po 

N8ASE  MegaStack  100  -  Fast  Ethernet  H 
24  10/100  Port  autosensing  stackable  hub 
with  option  for  fiber  uplink  (NH1026) 


3COM  SuperStack  II  Switch  1100 

The  Switch  1100  provides  12-24  switched  Ethernet  ports  and  2 
10/100  ports.  (3C 16950/1)  . Call  for  Prices 


(NH2048) 

Gigabit  Ethernet  Module 
NBASE  MegaSwitch 

8-port  lOBase-T  and  2-port  10/100  (NH210) 


$780 


100Base-TX  to  100Base-FX  Transceiver . Call  for  Prices 

lOBase-T  to  AUI/FL  Transceiver . Call  for  Prices 

BNC  to  RJ45  Transceiver . Call  for  Prices 


1-800-FOR-LANS 

1-800-367-5267 

sales@west-hills.com 


Call  for  Current  Pricing  on  Any  Manufacturer’s  Products 


well  NIII9 

LAN  §YtTeH§ 


i 


7949  Woodley  Avenue,  Van  Nuys,  CA  91406 
Technical  Support:  818-773-8171 
Fax:  1-818-773-8932 


Visa/MasterCard/Discover/American  Express  •  Fast  Delivery  •  Most  Orders  Ship  The  Same  Day  •  Prices  Subject  To  Change  Without  Notice 


#297  @  www.networkworld.com/infoxpress 


SNMPc  Enterprise 
Manager 

Distributed  management 
for  Windows  NT.  Supports 
remote  consoles  and 
polling  agents,  Web  Trend 


Network 

Management 

for  Microsoft  Windows 


Reporting  and  more. 

SNMPc  WorkGroup 
Manager 

Affordable  management 
for  small  networks. 

With  an  installed  base 
of  over  60,000  copies, 
this  popular  tool  is  resold 
by  major  OEMs,  including 
Cisco  and  ACC. 


€astie  Rack 

Computing 

Phone:  408.366.6540 
Fax:  408.252.2379 


I  Download  a  Free  Evaluation 

www.castlerock.com 


#252  @  www.networkworld.com/infoxpress 
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The  Simple,  Powerful  &  Affordable 


$  995.00 


Proven  Firewall  Technology 
Network  Address  Translation 
Unlimited  User  License 
High  Performance 
Transparent  Network  Access 
Easy  to  Configure  &  Operate 
Remote  Web  Based  Management 
Cost  Effective 

Time  Based  Access  Control 
URL  &  Content  Filtering 
Email,  Pager  &  SNMP  Trap  Alerts 
Email  Proxy 

ISDN,  xDSL  &  Cable  Modem  Support 
Win95/NT  Management  Client 


1 -800-775-4GTA 


Web:  http://www.gnatbox.com 
Email:  gb-sales@gta.com 
Tel :  + 1  -407-380-0220  Fax :  + 1  -407-380-6080 


For  Free  Product  Info  •  www.networkworld.com/infoxpress 


MANAGE  1,000  SERVERS 

from  4  or  more  KVM  stations 


Rose  has  done  it  again!  The  UltraMatrix  is  a 
keyboard-video-mouse  (KVM)  switch  that  has 
all  the  features,  is  the  simplest  to  use,  and 
costs  the  least. 

Call  800-333-9343  for  your  catalog 


Simultaneous  access  from  4  or  more  KVM  stations 
Supports  multiple  platforms:  PC,  Sun,  Unix,  others 
Full  keyboard  and  mouse  emulation  for  automatic 
booting 

Expands  easily  with  plug-in  cards 
Sleek  on-screen  display  simplifies  user  interface 
Innovative  cabling  system  makes  installation 
clean  and  easy 

Uses  less  rack  space  than  other  switches 
Security,  access  groups,  user  profiles,  status 
screen,  flash  memory,  and  more 


Rose  has  been  providing  innovative  solutions  since  1984. 
We  have  a  complete  line  of  KVM  switches  for  server 
rooms,  classrooms,  desktops,  and  other  uses.  Ask  us 
about  our  KVM  extenders  using  coax  or  twisted 
pair.  We  also  have  an  extensive  line  of  serial  and 
parallel  data  switches.  Call  us  today  to  discuss  your 
application. 


GROW  WITH 
ROSE  PRODUCTS 


WWW.ROSEI_.COM 


Aerospace/Military 


Computer  Room 


Plant 


Trading  Room 


Control  Consoles 


Class  Room/Corporate 


USA  Office:  10707  Stancliff  Road  Houston,  Texas  77099  phone  281-933-7673  Fax  281 -933-0044 

UK  Office:  Phone  +44  (0)  1264  850574  Fax  +44  (0)  1264  850529 
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It  used  to  be  that  salespeople  out  in  the  field  were  simply  out  in  the  cold  when  it  came  to  having  cheap,  easy 
access  to  centralized  data.  But  now,  thanks  to  fntraPort™  VPN  Access  Server  from  Compatible  Systems, 
you  can  get  secure  remote  access  at  a  fraction  of  the  traditional  cost. 

IntraPort  allows  you  to  create  a  Virtual  Private  Network  (VPN)  using  the  Internet  to  connect  remote  offices 
to  a  central  database.  For  Heritage  Broadcasting  Group,  owner  of  CBS  affiliates  in  Northern  Michigan,  that 
meant  remote  and  SOHO  salespeople  can  send  and  receive  data  without  long  distance  charges.Their 
phone  bills  went  from  an  average  $400  per  salesperson  to  just  under  $20! 

IntraPort  supports  IP  and  IPX,  increases  security  with  two  levels  of  encryption,  and  decreases 
network  administration.  Find  out  how  to  cut  your  remote  access  costs  immediately  and  register 
at  www.compatible.com/vpn_now/  to  receive  your  free  VPN  Handbook  subscription. 


as 


www.compatible.com/vpn_now/ 


Remote  salesperson  just  spent  3  hours 
transferring  sales  presentation  from  Detroit. 

Total  long-distance  charges:  $0. 


1.888.356.0283 


"IntraPort™  cut  our  remote  access  costs  by  95%." 

Mark  Schmidt,  Heritage  Broadcasting 


Compatible  Systems 

the  VIRTUAL  leader 


#238  @  www.networkworld.com/infoxpress 


Or  will  it  bet  his? 


4  file  Edit  View  Go  ^  Help 

ID/IbJSI 


Beck  Forward  Peloid  Home  Scorcfi  OuM*  lm*y*»  Print  Security  Stop 
toe* Hon :  ^  |hup//ww  tekoexpreu  com  / 


Digital  Line  Pricing  Tool 


To  find  the  pricing  for  Telco  lines  in  your  area,  enter  area  code  +  1st  three  digits  of 
your  phone  number.  Then  select  technology  needed,  and  calculate  quote.  Enter 
2nd  location  for  point  to  point  service. 


_ 4:4 1  PM  ft  P 

>:  ISDN  -  Telco  Express  -  Digital  Pricing,  ISP  Searching,  T1.T3,  Centrex  iCiXKYiifiixjSSnJS^yj^Sjyi  B 6 


a 


ISDN  BRI 

m 

ISDN  Centrex 

56K 

>e: 

T1 

n"3 

DSL 

PRI 

Channelized  T1 

Frame  Relay 

Interlata  Frame  Relay 
FDDI 

SMDS 

ATM 

m 

The  New  Brand  of 
Telecommunication  Service 

877-988-6484 


For  Free  Product  Info  •  www.networkworld.com/infoxpre 
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Migrate  to  where  you  want  to  be 


wmy  uic 

When  it  comes  to  monitoring  your 

FrameAxxess”  9000  Frame  Relay  network,  don’t  be  a 


rj 

m  r- 

f ' 

IP 

gp 

j 

lets  you  fly  through 
upgrades  from 


sitting  duck.  The  FrameAxxess  9000 
gets  you  off  to  a  flying  start,  then  lets 
you  change  directions  whenever 


DDS  to  T1  you’re  ready. 


COMIMET  '99 


WASHINGTON  DC 


BOOTH  2419 


As  you  upgrade  from  56/64K  to  T1  services,  the 
modular  design  of  the  FrameAxxess  9000  eliminates 
the  need  to  replace  entire  units. 

Your  initial  investment  is  protected  -  just  one  unit 
to  buy,  maintain  and  spare. 


Only  the  FrameAxxess  9000  offers  you  these 
economic  advantages  while  letting  you  maximize 
network  availability.  Graphical  reports  of  network 


Introducing 
WANwatcherm  gg| 
for  Frame  Relay 
Statistical 
trend  Analysis 


performance  enable  you  to  identify  usage  trends, 

verify  service-level  agreements  with  carriers, 
and  isolate  problems  in  real-time. 

For  more  information  call  us,  or  visit  our 
WEB  site  today. 


m*'-' 


mm 

B&ksi 

!&'■  ■■  ." 


mi- 


Eastern 

Research 

Products  as  Solutions 


225  Executive  Drive,  Moorestown,  NJ  08057  1-800-337-4374  609-273-6622  E-mail:  info@erinc.com  http://wvvw.erinc.com 


#225  @  www.networkworld.com/infoxpress 


Celebrating  Our  30th  Year! 


#285  @  www.networkworld.com/infoxpress 


For  Free  Product  Info  •  www.networkworld.com/infoxprej 


Phone:  732-764-8886  Fax:  732- 
E-mail:  sales@raritan.com 


Get  a  hands-on  demo  at:  ComNet,  Washington,  DC,  January  26-28,  Booth  #3331 

^#314  @  www.networkworkl.com/infoxpressB 


Imagine  the  possibilities  of  effective  remote  site  management  with  Dataprobe. 
We  have  500+  products  available  that  control  power,  switch  to  hot  standbys, 
report  alarm  conditions  and  share  lines.  We  also  specialize  in  tailoring  custom 
solutions  to  suit  your  needs.  Consult  with  an  applications  engineerand  discover 
how  we  can  help  “extend  your  reach.” 


11  Park  Place  •  Paramus,  NJ  07652  •  Tel:  201-967-9300 


Web:  www.dataprobe.com 


4/ 

4/ 

4/ 


A/C  Power  Management  &  Reboot 
Line  &  Port  Sharing  &  Sparing 
Alarm  Reporting 

Disaster  Recovery  &  Auto  Back-Up 
Remote  Switch  &  Equipment  Control 


Raritan 


Your  Reach 


Call  toll  free 

1-800-724-8090,  X90, 

or  visit  us  online  at 

www.raritan.com 


Demand  Raritan. 


For  Free  Product  Info  • 


Remote  Trouble  Shoot  &  Reboot 


#250  @  www.networkworld.com/infoxpress 


Introducing  the  Router  that’s  easier  to  configure. 


Network  Troubleshooting,  Analysis  and  Trending 


So  Full  of  Features,  You  Won’t  Believe  the  Price 


Capture  and  Decode  Protocols  5  5 

•»  !•>)  *1^1  ~3 

Monitor  Bandwidth  Utilisation 
Grade  LAN  Efficiency 
Long-Term  Network  Trending 
A  uto-discover  Network  A  ddresses 


$995. 


Set  Triggers  and  Alarms 
Extensible  with  Probes 
Monitor  Network  Errors  by  Station 
Many  new  decodes  including  IPv6 


Ethernet,  Token  Ring  and  l ‘DPI 
Windows  95 /  98  and  N'T 


Is 

VEI 


Call  800-223-9758  to  receive  a  FREE  demo  Emerald  to  try 
for  45  days.  If  you’re  not  convinced  it’s  the  easiest  router 
you’ve  used,  send  it  back.  What  could  be  easier? 


If  you  have  network  slowdowns,  would  you  cause  is  found,  solutions  and  action  plans 
know  if  they  are  due  to  overloaded  become  clear.  Start  seeing  what  you  have  been 

bandwidth,  broadcast  storms,  or  errors?  missing!  Call  800-526  -7919  tor  a  FREE 
Observer  will  show  your  LAN  traffic  in  real  DEMO  or  download  from  our  web  site, 
time,  and  with  this  information,  help  you 
pinpoint  problems.  Once  the  source  and 

www.networkinstruments.com 

©  1998  Network  Instruments,  LLC  -  Corporate  Headquarters  (612)  932-9899  FAX  (612)  932-9o43,  l  K  and  F.uropc  t 
+44  (0)  1474  702427  FAX  +44  (0)  1474  707830  Internet:  info^networkinstrumcnts.com  \^v\v.nctsvorkinsirumcnf‘  ■  < 

Observer  5,  Network  Instruments  and  the  “N”  logo  are  trademarks  of  Network  Instruments,  1.1/.  Minneapolis,  M\  I  SA 
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RACK  MODEM 


CONSOLE  SWITCH 


RS232  CONSOLE  PORTS 

REBOOT  SWITCH 


FILE 

SERVER 


ROUTER 


DSU/CSU 


MUX 


COMM. 

SERVER 


When  it  comes  to  Remote  Site  Management,  no  one  offers  more  choices  to  access 
multiple  console/AUX  ports  and/or  reboot  power  than  NetReach  products  from 
Western  Telematic.  We  offer  the  flexibility  you  need  to  mix  and  match  equipment  for 
small  or  large  remote  management  strategies.  NetReach  products  are  now  installed  in 
thousands  of  network  sites  world  wide.  Our  customers  know  they  can  depend  on  our 
superior  quality  and  reliability  for  their  mission-critical  operations. 


Wife 


□  western 
D  telematic  inc. 


(800)  854-7226 


For  Free  Product  Info  •  www.networkworld.com/infoxpress 


i/  Pial-up  and  telnet  access  to  Remote  Sites 
^  Select  Multiple  Console/AUX  Ports 
^  Reboot  power  on  selected  devices 


Console/AUX  Port  Managers 

Remote  access  to  multiple  RS-232  Console/AUX  Ports 

•  TCP/IP  (telnet)  and  dial-up  (modem)  •  Continuous  off-  line 
buffering  •  Password  Protected  •  Any-to-Any  Port  Matrix 
Switching  •  AC  or  -46V  PC  power  options  •  Various  models 
from  4  to  64  ports 


Intelligent  Remote  Power  Switches 

Reboot  “locked-up”  network  equipment 

•  AC  and  -46V  PC  versions  •  Password ,  Site  IP,  Plug  Labels 

•  On/Off/Reboot  power  switching 


REMOTE 
ADMINISTRATOR 


Rack  Mount  Modem 

Single  modem  for  Dial-up  acces  to  console  ports 

•  AC  and  -46V  PC  powered  •  33.6Kbps  V34+  •  Requires 
only  one  19”  rack  space 


www.wti.com 


5  Sterling,  Irvine,  CA  92618-2517 
Facsimile:  (949)  583-9514 


eb 

rowser 
Configuration. . . 
It’s  Easier! 


Take  a  look,  youll  like  what  you  see. 


American  Technology  800-777-551  lor  +1-406-777-5511  fax:  406-777-5512  email:  mfo@atli.com 


eric  an 

TECHNOLOGY 

www.atli.com 


Multiple  Mode  Inteface 
View  LAN  Errors  (Vital  Signs) 
Monitor  WEB  Servers 
Track  Router  traffic  in  real  time 
Full  32-bit  (95/98  &  NT  4.x  Only) 
Filter  by  MAC  or  IP  address,  protocol,  or  offset 
I  "lew/  Chart  IP  and  IPX  usage  by  service 
Detect  duplicate  IP  addresses 


Introducing  The  Emerald,  a 
Frame  Relay  Access  Router  to 
replace  all  others.  Why?  Web 
Browser  Configuration!  Use 
your  HTML  3.2  compliant 
browser  to  set  up  and 
configure  your  Emerald.  The 
Emerald  allows  you  to  monitor 
your  network  from  your 
desktop  using  the  Web 
Browser  you  use  every  day. 
For  less  than  the  price  of  one 
week’s  training  on  those  other 
routers,  you  can  be  up  and 
running  in  minutes! 


ot Choice 

Networking 

Leaders 


For  a  limited  time 


High  Density 

T1/E1  T1/E1  T3/E3 


people  register  for  t! 

"  '  ^|i§a§§  ' 

program  -  the  seconi 


WAN/'c  400 


WAN/'c  500 


WAN/c  600 


WAN/c  700 


WAN/c  1000 


ides  hands-on  training  for  ALL  6  modules,  Microsoft  approvt 
Quest  testing  software  (with  hundreds  of  practice  questions] 
at  Support  Training  and  demo  version  of  NT  4.0.  Offer  valid  f 
fidates  must  register  together.  Second  person  pays  for  books,  so 
only.  Call  or  visit  Microhard  website  for  complete  terms  &  co< 

certifications:  MCP,  MCSD 
0,  ORACLE,  CNE,  CNA,  A+ 


ARIES  500 


ARIES  600 


ARIES  800 


ARIES  1000 


Microsoft 


OS  SUPPORT;  Windows  NT,  Solaris,  VxWorks 
PROTOCOLS  SUPPORTED:  Frame  Relay,  HDLC,  PPP,  X.25,  ATM 


THE  BEST.  FIND  WHY  COMPANIES  LIKE  AT&T,  ARTI 
OS  ROBOTICS  AND  THE  US  D#>T.  OF  DEFENSE  CH< 


SDL  Communications,  Inc. 

The  uplink  company 

PHONE:  [508]  238-4490  FAX:  [508]  238-1053 

EMAIL:  sales@sdlcomm.com  WEBSITE:  http://www.sdlcomm.com 


OAK  BROOK  ORLANDO  ST.  LOUIS  SCHAUMBURG  THORNHILL 


PICCMG ™  and  the  PICMG ™  logo  are  trademarks  of  the  PC l  Industrial  Computers  Manufacturers  Group.  All  other  logos  A  trademarks  are  property  of  their  respective  owners. 


ACCESS:  DENIED! 


PIOXY 


INTERNET 


The  unique  hardware  "Firewall"  device  that  protects  your 
system  from  hackers  and  other  unauthorized  persons  -  24 
hours  a  day  *******  Like  a  junkyard  dog! 


PROXY/MAIL  SERVER  FOR  WINDOWS  95/98/NT 


Networks,  modems,  computers,  phone  systems,  plus  many 
other  systems  may  be  remotely  accessed  only  by  entering  a  7 
digit  security  code  with  100,000,000  user  settable  combina¬ 
tions.  After  3  unsuccessful  attempts,  the  device  locks  out 
access  to  the  system  for  15  minutes  (user  settable). 


Connect  your  entire  network  to  the  Internet  with  only  one  ISP  account,  one 
modem,  one  dial-up  connection  and  only  one  (dynamic)  IP  address.  You  will 
increase  the  throughput  and  lower  your  connection  fees.  The  firewall  will  protect 
your  data  and  the  mail  server  will  transfer  all  your  e-mail. 

Find  out  for  yourself  why  WinProxy  is  distributed  in  almost  70  countries 
worldwide  and  why  it  received  "THE  BEST  OF  LANTIMES"  award  from  the  LAN 
Times  Testing  Center  and  the  best  rating  from  the  leading  software  archives 
(Tucows,  ZDNet). 


ACCESS:  DENIED! 


Watchdog  2000™monitors  your  unattended  sys-  . 
terns  even  when  you’re  on  vacation!  In  the  \ 
event  of  a  lock-up,  Watchdog  2000  automatically 
"reboots"  the  system  it  is  monitoring!  - 


Autoboot  Watchdog  2000™ 


THE  BEST  OF 

LANTIMES 


5  x  COW 


Watchdog  2000  is  essential  for  maintaining  unat¬ 
tended  kiosks,  security  systems,  scientific  instru¬ 
mentation,  and  any  other  equipment,  which  must 
run  continuously.  Watchdog  2000  addresses  the 
problem  of  chronic  system  lock-ups  when  no 
one  is  at  the  site  to  manually  reboot  the  system. 
Includes  all  necessary  hardware  and  Windows 
software.  Watchdog  2000  $299.00 


TUCOWS 


received  from 

the  LantimesTesting  Center 
Apr.  13  issue,  Pg.32 


Test  this  outstanding  product  now  and  get  the  fully  fun¬ 
ctional  2-user  demo  at  our  WWW.  20-day  trial  key  for 
unlimited  testing  available  too.  Test  it  for  free! 


TeleSwitch  Corp. 

124  N.  Bicycle  Path 
Selden,  NY  1 1784 
Telephone:  516-244-7075 
FAX:  516-244-5725 
www.teleboot.com 
sales@teleboot.com 


WINPROXY  PRICE  LIST 


A  chance  for  resellers,  system 
integrators,  consultants  and 
Internet  service  providers!  Ask 
for  special  conditions  &  prices! 


For  Free  Product  Info  • 


CompactPCI 


>T»Tu  Certified 

Solution  Provider 
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Access 

Denied! 


5-user  $  99.00 
10-user  $  199.00 
unlimited  —  $  299.00 


ORDER  ONLINE!  www.winproxy.net 
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For  Free  Product  Info  •  www.networkworld.com/infoxpre 


I 


FREE 


Discover  the  fast  and  easy  way  to  boost  your  I.T.  knowledge  and  prepare  for 
I.T  certification.  Our  computer-based  training  courses  provide  a  learning 
environment  that  surpasses  traditional  classroom  and  video  courses.  See  for 
yourself  how  ForeFront  Direct  can  give  you  the  skills  you  need  to  launch  or 
accelerate  your  I.T.  career.  Call  today  for  your  FREE  demo  disk! 


•  Open  the  Door  to  Great 
Career  Opportunities 

•  Raise  Your  Income 

•  Gain  Valuable  Skills, 

Knowledge  and  Technical 
Recognition 

•  Study  at  Your  Own  Pace 

•  Interactive  Hands-on  Exercises 

•  Online  and  Telephone 
Mentoring  Available 

•  One-on-One  Training 
Consulting 


Self-Study  Courses: 


•  MCSE 

•  MCSE+Internet 

•  MCP 
•CNE 

•  Novell  CIP 

•  CNA 

•  Cisco 
•UNIX 

•  Networking 

•  Webmaster 

•  PC  Repair 

•  A+  Certification 


*Call  Now  to  Get  Your  FREE  Demo  Disk! 

1-800-475-5831 

(800)653-4933  •  (727)724-8994  •  Fax:  (727)726-6922 


•  MCSD 

•  Visual  Basic 

•  Visual  C++ 

•  Java 
•C++ 

•  COBOL 

•  Oracle 

•  Lotus 
•SAP 

•  Office  97 

•  Windows  98 

•  And  More! 


Forefront 

DIRECT 

A  CBT  Group  Company 


NWM 


#237  @  www.networkworld.com/infoxpress 


»$£  A,  A,  X  A,  A,  a-**  a  2, 3 

»**••»*• »»■•••»*■••• 


Atm.  We  Know  That  Your 
Reputation  is  Depending 
On  Our  Performance. 

As  a  network  professional,  you  need  l 
to  be  certain  you  can  rely  on  your 
switching  peripherals  to  do  what  the 
manufacturer  says  they  can.  Not  some 
of  the  time,  but  all  the  time,  every  time. 

At  Network  Technologies,  we  deliver 
performance,  not  excuses.  If  you  need 
to  streamline  your  server  center 
operation,  combine  Windows  NT  and 
UNIX  systems  in  an  enterprise 
environment  or  just  eliminate  the 
confusion  and  expense  of  redundant 
keyboards  and  mice,  NTI's  Multi-User, 
Multi-Platform  KVM  Switches  will  provide 
you  with  the  reliable  and  compatible 
switching  solutions  you  need. 

H^hether  you  rely  on  our  switches 
for  critical  medical,  defense,  banking 
or  corporate  applications,  you  can  be 
certain  that  at  NTI  we  stand  by  our 
promises. 

because  it's  not  just  your  reputation 
that  is  on  the  line. 


Network  Technologies  Inc 

1275  Danner  Dr  •  Aurora,  OH  44202  •  330-562-7070  •  800-742-8324  •  FAX:  330-562-1999 

www.nti1.com  •  E-Mail:  sales@nti1.com 


High  Resolution  Video 

NTI's  KVM  Switches  support 
1600x1200  video  resolution 
with  no  image  degradation  or 
loss  of  signal  to  250  feet  — 
guaranteed. 


True  Matrix  Design 

NTI's  True  Matrix  Switching 
design  allows  up  to  8  users 
independent  or  simultaneous 
non-blocking  access  to  32 
computers  on  a  single  switch. 


Multi-Platform  Support 

Our  KVM  Switch  can  be  used 
as  either  a  single  or  multi¬ 
platform  switch  and  supports 
all  PS/2  style  PCs,  RS6000, 
HP9000,  Mac,  Sun  and  Sun's 
ULTRA  systems. 


Cables  &  Connectors 

Our  KVM  Switches  use 
standard  cables  for  easy, 
no-hassle  "Plug-and-Play"  setup 
and  support  the  new  USB 
format  as  well  as  standard  PC, 
Sun  and  Mac  connectors. 


®  I  l  I  I  I  I  t  I  l  l  l  l  I  I  I  •  i  i 
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Microprocessors 

Dedicated  microprocessors  in 
NTI’s  KVM  Switches  provide 
reliable  control  and  per¬ 
formance,  preventing  CPUs 
from  locking  up  or  freezing. 


On  Screen  Display 

The  optional  OSD  enables  the 
user  to  select  network  servers 
by  name  or  port  number.  The 
display  is  OS  and  software 
independent,  and  is  equipped 
with  password  protection. 


for  Free  Product  Info  •  www.networkworld.com/infoxpress 
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i  esisa 


AT  WORK 


Immediately 

increase 

productivity. 


CHAT  ABOUT  IT! 


HjAc  Kcyfcy 


raOsw 


Monitor,  report  on,  or 
block  all  Internet  access. 


Little  Brother  is  watching  you  use  the  Internet" 

546  Valley  Way  Milpitas,  CA  95035 
Ph:  1.800.200.9881  Fax:  408.263.9883  sales@kansmen.com 


AT  HOME, 
HOW  YOU 
SURF  IS 
YOUR 
BUSINESS. 
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Now  Supporting  STM-1 


THE  SHORTEST  DISTANCE  BETWEEN 
YOU  AND  YOUR  HIGH-SPEED 
COMMUNICATIONS  CIRCUITS 


105  James  Way,  Southampton,  PA  18966  *  800-344-3934  *  Fax:  215-364-0920  *  Web:  www.virinc.com 


You're  in  the  business  of  guaranteeing  virtually  100% 
uptime — we're  in  the  business  of  making  sure  you  can. 
The  new  DS3/DS1  Test  Access  System  is  the 
perfect  technical  control  solution  for  your 
high-speed  circuits.  It  provides  the  test 
access  functions  of  DACS,  at  a  fraction  of 
the  cost  while  eliminating  the  need  to  send 
a  technician  to  remote  locations. 


Circuit  per  Circuit,  the  New 
DS3/DS1  Test  Access  System 
Deuvers  the  Industry’s  best 

PRICE/PERFORMANCE  VALUES 


a  Smallest  footprint 
a  Compatible  with  all  test  equipment 
a  Built-in  network  card 


Come  See  Us 
At  ComNet  - 
Washington 
Booth  #2520 


a  Guaranteed  uninterrupted  data  transmission 
a  Modular  design  to  house  both  DS3  &  DS1  circuits 

Call  us  today  at  800-344-3934  for  your 
comprehensive  planning  guide  to  test 
access  of  high-speed  circuits. 


yid  IIIEII SIUITCI1 
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ALL  TIMEPLEX  EQUIPMENT 

FDDI  CSU  TIME/LAN 

LINK/2+  microLINK  TIME/PATH 

LINK/1  miniLINK  MICROPLEXER 

LINK/100  ROUTERS  OEM 


1 -800-726-LINK  ext.  1777 


For  the  lowest  price  on 
TimePlex  Equipment 


or  Fax:  1-727-531-2102 


All  hardware  is  staged 
and  pre-tested. 
If  it  doesn't  say 


Engl 

Software/Prom  Upgrades 
Year  2000  Upgradable 


then  it's  not! 


#239  @  www.networkworld.com/mfoxpress 


►  Try  it  today  at 


www.networkworld.com/infoxpress 


Netscape: 


d^om/kyfoxprw 


InfoHpress  -  Network  World 


NetworkWorld 


NetworkWorld  InfoXpress  is  reader  service 
at  its  best.  An  online  service  designed  to 
furnish  readers  with  a  quick  and  easy 


way  to  request  information,  NetworkWorld 
InfoXpress  offers  readers: 

•  Easier  access  to  more  relevant  information. 

•  The  ability  to  search  for  information  by  reader  ser¬ 
vice  number,  advertiser  name  or  product  category. 

•  24-hour  service. 

•  Flexibility  in  requesting  information  via  mail,  email, 
telephone,  fax  or  linking  to  the  advertiser  Web  page. 


Network  Ready 
CD-ROM  Servers 

fZ$I,749 

Excel  custom  designs 
powerful,  expandable 
CD-ROM  Solutions  for 
Netware,  Windows  NT  and 
Unix  Systems  ranging  from 
7  to  256  CD-ROM  Drives. 
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Online  Reader  Service 


Vtkmi  to  M tvwk  l^bfeZiRSf,  M tww*  Wbtifto* Hm  pro 
HfTiM.  Um  tl*»  psgts  to  (widely  flat  ad  nfwtst  tot  iafomatio*  o*  * 
page*  of  Mtvvr*  Vbrii.  You  ex*  tsk  vtators  to  coat**  yom  will  m©r* 
to  fiak  tortapf  to  vtutors*  Vtl  sites. 


1  •  First,  select  an  issue:  I 


2.  Searc 


For  Free  Product  Info  < 


r..  t-  Jf.  U  ...  V  EX 

Hub  of  the  Network  Buy 

jffe  Nei  work ■  Buy, 


vw.networkworld.conVinfoxprs&g 


ERE  email  newsletters  from  the  most  trusted  name  in  networking. 

Network  World  has  introduced  a  series  of  free,  email  newsletters  developed  exclusively  for  busy  network  IS 
professionals.  These  newsletters  are  emailed  twice-weekly  and  will  alert  you  to  key 
developments  in  areas  such  as: 

Frame  Relay,  Web  Application  Development, 

Network/ Systems  Management,  High-Speed  LANs,  NetFlash  Daily, 

Windows  NT,  Groupware  and  Messaging,  and  more. 

They  will  provide  advice  and  insights  on  the  key  issues  shaping  these  technologies. 

There’s  also  a  Career  Advisor  newsletter  aimed  at  helping  you  get  the  most  from 
your  job.  The  newsletters  combine  the  expertise  and  knowledge,  along  with  the 
immediacy  of  email  to  help  you  keep  abreast  of  the  changing 
networked  world. 


http://www.nwfu 


purchased  as 
a  result  of 
Marketplace 
ads. 

✓  Hubs 

✓  Routers 

✓  Software 
training 

✓  Memory 
products 

✓  Ethernet 
Cards 

\/  Netware 
products 

✓  Modems 

✓  Testing 
equipment 

✓  Multiplexers 

✓  File  Servers 

✓  etc. 

>1 
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WIDE  AREA  NETWORK  HARDWARE 


MICOM 

ADTRAN 

KENTROX 

FIBERMUX 

MOTOROLA 

MUITITECH 


^  ISDN 
MODEMS 
CSU/DSU 
T1-  CSU/DSU 
MULTIPLEXERS 


WWW .  NATIONALDATMUX .  COM 


C~  1  Accessories,  Cables 
And  Spare  Modules, 
We  Have  It  All  I 


HBffilii! 

(818)  772-1591 


FAX  (818)  772-6854 
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FIBERMUX  •  CABLETRON  •  CISCO 
3COM  •  ASCEND  •  SHIVA 
AT&T  PARADYNE  •  US  ROBOTICS 
MICR0C0M  •  ADTRAN  &  ADC  KENTROX 
BUY  USED  ♦  SELL  REFURBISHED 

CALL  BOB  GLICK 

818-366-1374  •  Fax:  818-366-5274 

®'  fflUECOM 

VISIT  US  ON  THE  WEB:  www.fibercom.net 
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Cabletron  Equipment 

GUARANTEED 


100%  factory  refurbished 
Only  factory-authorized  VAR 
30  day  hot  swap,  1  year  free  repair 
We  also  carry:  Bay  Networks. 
3Com,  Compex,  Cisco  &  more! 


COMMUNICATIONS.  HO 


Vnetek  Communications,  LLC 
sales@vnetek.com  •  www.vnetek.com 

Brand  names  are  registered  trademarks. 


REFURBISHED  NETWORKING  EQUIPMENT 


The  First  Name  in  Second  Source 
Networking  Equipment 

BUY,  SELL,  LEASE/RENT,  TRADE 

Routers  •  Hubs  •  Bridges  •  Servers 


BAY  NETWORKS,  3COM, 
ASCEND,  LIVINGSTON,  XYPLEX 

‘All  trademarks  are  the  property  of  their  respective  owners 

Technical  Support  •  Product  Warranty  •  Aggressive  Pricing 

1-800-832-6539 

FAX:  612-944-3534  Email:  sales@interlinkcom.com 
VOICE:  612-944-3440  http://www.interlinkcom.com 

COMMUNICATIONS 

7131  Shady  Oak  Rd;  Minneapolis,  MN  55344 
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LnTHi 


For  More  Information  About  Marketplace 

1-800-622-1108 


1 


Livingston  US  Robotics 

Ascend  0,  ® AY  Ar*.  Micom 

,G  "  N 

v7  Specialist  in  all 

^  Cisco  products  ■J3 
(/)  including  Memory 

LAN/WAN  Products  ! 

K.  p 

q  New,  Used,  Lease, 

3Com%_  Rent  ^ Codex 
Adtran  ^  ‘NoH^  Xylogics 
Motorola  Wellfleet 

We  carry  all  Manufacturers 


Millennium  Solutions  Group,  lnc.\ 


•Routers,  Bridges  *Frame  Relay 
•DSU/CSU’s  »Hubs,  Modems 

•Switches,  ATM  ‘Voice  over  Data 


We  Buy  and  Sell 

888-801-2001  Fax  (916)  797-9997 
Visit  our  Web  Site  at: 
http://www.millenniumsolutions.net 
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Call  Toll  Free 

we  buy  &  sell 
new  &  used 


''Tr 


[  Bay  Networks 
^=§ynOptics— ' 


OneiYearWqrranty, 


All  products  Tested  &  .Gleaned 


We  Locate.Obscure Parts 


SameDay.Ship1 


Fax:  RiiiiFiiKiFriii 

516-293-5325 

www.4lanwan.com 
E  Mail, sales@4lanwan.com 
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5^5*  Bay  Networks  C3BL0TROQ 


The  Merged  Company  of  SynOptics  and  Wellfleet 


Cisco  Systems 


1 


We  Stock  the  Largest  Inventory  of 
Refurbished  Bay  Networks  in  the  World! 


•  Bay  Networks  ESP  Trained 

•  Bay  Networks  Authorized 

•  Full  Product  Line 

•  New  &  Used,  Buy  &  Sell 


•  Proven  Track  Record 

•  Good  As  New  Warranties 

•  Repair  Services  Available 

•  Technical  Support 


Phone  801-377-0074 
Fax  801 -377-0078 
1403  W.  820  N.  Provo,  UT  84601 

Visit  us  On  the  Web  @  www.nle.com 


National  LAN  Exchange 

888.89 1.4BAY  (4229) 


Fast  cv<x»-‘oTt!  delivery 

C.O.D's  Terms  £ 


#260  @  www.networkworld.com/infoxpress 
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For  Free  Product  Info* 


Contact  these  companies  today  to  help  you  with  your  training  needs! 


UjJJjJij 


*  *■ )  i 

J  J™r 


Lanop  Nat’l  Test  Prep 

(800)  US  NETWORK 
www.lanop.com 
MCSE/CNE  Certification 
Guarantee  to  Pass  All  Tests  1st  time 


Certified  NetAnalyst 

(800)  645-8486 

WWWP1NEM0UNTAINGR0UP.COM 
Protocol  &  Analyzer  Training 
Sniffer,  Fluke,  HP,  Shomiti 


NCR  Customer  Education 

(800)  845-2273 
www.ncr.com/trainus 
Cisco,  MCSE,  NT  &  Networking, 
Training 


H  Dalhousie  University 

"  (902)  494-1114 
www.dal.ca/internetworking 
Master  Degree  in  Internetworking 
A  One  Year  Program 


f  ForeFront  Direct 

I  (800)  475-5831 

1  www.ffg.com 

)  ° 

I  Computer  based  training  for 
1  the  I.T.  industry 


Net  Mgmt  Solutions 

(617)  975-2010 
www.netmgmtsolutions.com 
Learn  Tcl/Tk&  SNMP  for 
network  management 


Hands  On  Tech  Transfer 

(800)  413-0939 
www.traininghott.com 
Hands  On  Java,  Web,  VB,  C++, 

NT,  UNIX  Training 


Transcender  Corporation 

(615)  726-8779 
www.transcender.com 
MCSE,  MCSD,  MCP  Exam 
Simulations 


VISA 


" — N  Save  up  to  80%  on  new/ used: 

NETFAST  >  Routers  >-  Switches  ►  XDSL  ►  T1  CSU/DSUs 
'  ^  >-  ATM  >•  Fast  Ethernet  ►  ISDN  ►  Frame  Relay 


Cisco  Systems 


WE  BUY  USED 


►4'  www.digitalwarehouse.com 

►  DIGITAL  WAREHOUSE 

Your  Information  Superhighway  Discount  Source ® 


Netfast  Communications  Inc.,  56-29  56th  Drive,  Maspeth,  NY  1 1378  USA 
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Buy,  Sell  or  Announce 

Network  Products  and  Services 
with  Network  World's  Marketplace 
Call  800-622-1108  ext.  7507 


Buy/Sell/Trade,  New  &  Used 


IM  ETiWQRKI  NG 


fZ.OLrt-ers  •  Siv/tc/ies  •  h-iub>& 


CISCO,  BAYNETWORKS,  CABLETRON 


ASCEND 


CH1PC0M 


Visit  Our  WEB5ITE@www.bizint.com 

NY  Office/Sales:  Main  Office: 

Tel:  (315)  458-9606  |n\  1\%  Tel:  (978)  667-4926 
Fax:  (315)  458-9493  Fax:  (978)  663-0607 
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NORTEL 

NETWORKS 


ClearVoice* 

is  a  remarkable 
digital  compression  technology 
that  adds  toll-auality  voice  and  fax  to  your 
existing  frame  relay  or  routed  IP  network.  Intra¬ 
company  phone  calls  and  raxes  i 
d  WAN  traffic.  Wh< 


i  ride  free  along  with  other  LAN 

and  WAN  traffic.  What's  more,  ClearVoico  takes  only  a  fraction  of  your 
network's  throughput,  so  there's  no  need  to  add  extra  bandwidth.  Call  or  e-mail 
today  to  receive  Nortel  Networks'  fee  ClearVoke  white  paper  and  get  the  full  story. 

Free  ClearVoice  Over  Frame  Relay  White  Paper  Offerl 


Datacomm  Support  Company  Inc. 
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MARK  OSTOW 


News 


MONDAY,  JAN.  18 

Court  out  of  session  in  honor  of  Martin  Luther  King,  Jr. 


TUESDAY,  JAN.  19 

Government  lawyer  David  Boies  today  tried  to  get  Micro¬ 
soft’s  prime  economic  witness  to  admit  Microsoft’s  efforts  to 
tie  its  Internet  Explorer  browser  to  Windows  has  hindered 
competition.  Boies  asked  Richard  Schmalensee,  the  dean  of 
the  Sloan  School  of  Management  at  the  Massachusetts 
Institute  ofTechnology,  whether  consumers  would  benefit  if 
Microsoft  Word  was  integrated  into  the  operating  system  the 
same  way  as  Internet  Explorer.  Schmalensee  said  there 
would  be  benefits  for  Microsoft  Word  users.  He  conceded 
that  integration  would  harm  users  of  rival  programs. 

Boies  also  tried  to  show  that  Microsoft’s  decision  to  give 
its  browser  away  was  made  after  Netscape  had  cornered 
that  market,  and  therefore,  was  done  for  the  sole  purpose  of 
knocking  Netscape  out  of  the  top  browser  spot.  But 
Schmalensee  testified  the  Microsoft  decision  was  made  in 
1994  or  1995,  when  Navigator  was  not  solidly  established. 


WEDNESDAY,  JAN.  20 

Today  Boies  grilled  Schmalensee  about  whether  Micro¬ 
soft’s  latest  earnings,  up  74%  from  last  year,  demonstrated 
the  company’s  monopoly  status.  Schmalensee  responded, 
“You  can’t  infer  monopoly  power  from  quarterly  profits.” 
Then  Boies  asked  if  profits  of  that  magnitude  over  time 
might  indicate  monopoly  power. 

Schmalensee  responded  only  that  having  “a  valuable  piece 
of  intellectual  property”  like  Win¬ 
dows  can  indeed  yield  a  long  string 
of  profitable  quarters. 

When  asked  what  percentage  of 
Microsoft’s  profits  came  from  operat¬ 
ing  system  sales,  the  economist  said 
that  Microsoft’s  internal  accounting 
system  doesn’t  distinguish  operating 
systems  profits  from  applications 
profits.  He  argued  that  Microsoft’s 
profitability  isn’t  relevant  to  whether 
the  company  is  a  monopoly. 

Schmalensee  said  if  Microsoft  had 
the  monopoly  power  the  govern¬ 
ment  alleges,  the  company  would  be  charging  40  times 
what  it  currently  charges  for  each  copy  of  Windows. 


THURSDAY,  JAN.  21 

The  judge  got  in  on  the  Windows  pricing  game  in  today’s 
court  proceedings. 

“Why  must  you  always  assume  that  the  monopolist  maxi¬ 
mizes  price?”  Judge  Thomas  Penfield  Jackson  asked  the  MIT 
economist. There  could  be  reasons  why  a  monopolist  might 
not  maximize  prices, “in  quest  of  some  greater  glory  at  some 
latter  time,”  he  said. 

Microsoft  may  set  low  Windows  prices  to  avoid  being 
displaced  by  other  operating  system  vendors,  Schmalensee 
said,  bolstering  Microsoft's  assertion  that  Windows  faces 
competition  from  the  Macintosh,  Linux  and  Java  platforms. 

Schmalensee  said  Microsoft  sets  operating  systems  prices 
lower  because  it  can  anticipate  about  $200  in  “incremental 
revenue”  from  the  sale  of  applications  that  run  on  Windows. 


—  Christine  Bums 


3Com  bets  big  on  Win  NT 

Alliance  yields  new  distribution  channel  for  Microsoft. 


BY  CHRISTINE 
BURNS  AND 
JIM  DUFFY 

The  alliance  announced  last 
week  by  3Com  and  Microsoft 
promises  to  give  3Com  switch 
customers  a  platform  on 
which  to  add  network  applica¬ 
tions  and  an  embedded  direc¬ 
tory  service  for  supporting 
policy-based  management. 

The  deal  means  Microsoft 
users  can  buy  net  gear  that  has 
the  command  and  administra¬ 
tion  interfaces  of  Windows. 

It  also  gives  the  software 
maker  a  new  distribution  chan¬ 
nel  for  pushing  its  Windows 
NT  operating  system  into 
enterprise  nets. 

Under  terms  of  the  multi¬ 
faceted  deal,  3Com  will  build  a 
yet-to-be  released  embedded 
version  of  NT  into  its  high-end 
CoreBuilder  9000  LAN  switch 
and  ship  the  offering  by  year- 
end.  3Com  is  also  considering 
whether  to  embed  NT  into 
other  products. 

3Com  has  agreed  to  integrate 
Microsoft’s  Windows  2000- 
based  Active  Directory  service 
with  its  Transcend  Policy 


Manager  network  management 
software. This  effort  is  designed 
to  allow  customers  to  centrally 
manage  hardware  configura¬ 
tion,  quality-of-service  and  secu¬ 
rity  policies  across  nets. 

3Com  will  also  adopt  em¬ 
bedded  NT  as  the  underlying 
operating  system  for  its  Total 
Control  line  of  carrier-class  IP 
telephony,  digital  wireless  data, 
cable  head-end  and  remote 
access  products  and  services. 

To  increase  network  re¬ 
sponse  times,  3Com  is  working 
to  off-load  IP  processing  duties 
from  Windows  2000  onto 
3Com  network  interface  cards. 

All  interoperability  testing  on 
these  products  will  be  conduct¬ 


ed  at  a  facility  3Com  is  building 
near  Microsoft’s  Redmond, 
Wash.,  campus. 

It  would  be  great  to  have 
one  operating  system  across 
all  3Com  products,  says  Will 
Weider,  chief  information  offi¬ 
cer  of  Trinity  Medical  Center  in 
Rock  Island,  Ill. 

“We  have  a  ton  of  3Com 
stuff,  and  every  box  is  a  little  bit 
different  in  the  way  that  you 
manage  it, ’’Weider  says. 

Then  there’s  the  question  of 
NT’s  stability.  “That  has  to  be 
rock-solid,  unlike  some  of  my 
other  Windows  products,”  he 
says.  “The  network  has  to  stay 
up  much  more  reliably  than  my 
Windows  products  do  now.”  3 


Terms  of  the  Microsoft-3Com  deal 

According  to  the  agreement,  3Com  will: 

•  Embed  Windows  2000  in  the  CoreBuilder  9000  switch. 

•  Support  Active  Directory  for  policy-based  network  management. 

•  Ship  network  cards  that  off-load  IP  processing  from  Windows  2000  to  speed 
operating  system  performance. 

•  Modify  all  3Com  carrier-class  products  to  run  on  NT. 

•  Ship  Microsoft  software  with  cable  and  DSL  modems. 

•  Open  a  research  lab  in  Redmond,  Wash. 


Microsoft  cuts  thin-client  costs 

New  licensing  scheme  welcomes  Internet  users. 


BY  JOHN  COX 

REDMOND,  WASH.  — 
Microsoft  last  week  announced 
price  cuts  for  accessing  its  Win¬ 
dows  NT  thin-client  software. 

The  move  should  spark  sales 
of  Windows  NT  Server  4.0, 
Terminal  Server  Edition  (TSE), 
according  to  systems  integra¬ 
tors  and  terminal  vendors. 

Until  now,  customers  access¬ 
ing  TSE  servers  had  to  buy  an 
NT  4.0  Workstation  license  and 
an  NT  client  access  license  for 
each  user.  Now,  Microsoft 
requires  just  the  new  Terminal 
Server  Client  Access  License, 
which  costs  $109  —  about  half 
of  the  workstation  license 
price. 

Also  new  are  packages  that 
bundle  TSE  server  software 
with  five,  10  or  25  of  the  new 


client  licenses,  priced  at 
$1,299,  $1,899  and  $3,999 
respectively.  These  packages 
cost  about  half  as  much  as  it 
used  to  cost  to  buy  server  and 
client  licenses  separately, 
Microsoft  says. 

“The  Microsoft  price  cuts 
will  significantly  increase  sales 
volumes,”  predicts  Michael 
Kantrowitz,  executive  vice 
president  of  Neoware  Systems, 
Inc.,  a  terminal  vendor  in  King 
of  Prussia,  Pa. 

“They  remove  the  last  major 
barrier  for  customers  who 
want  to  use  this  technology,” 
he  says. 

“The  cost  per  user  is 
reduced  significantly  to  final¬ 
ly  make  this  cost  less  than 
that  of  a  PC,”  says  William 
Botti,  president  of  Computer 
Networks,  Inc.,  a  TSE  integra¬ 


tor  in  Pleasanton,  Calif. 

On  the  'Net  side 

Also  last  week,  Microsoft 
introduced  an  Internet  Con¬ 
nector  license  that  lets  up  to 
200  concurrent  and  anony¬ 
mous  users  access  TSE-based 
applications  via  an  Internet 
connection,  without  a  client 
license. 

This  option  has  an  estimated 
retail  price  of  $9,999,  or  about 
$50  per  user. 

But  the  new  Internet  Con¬ 
nector  license  may  not  have 
much  impact  for  now,  ac¬ 
cording  to  one  integrator. 
“It’s  almost  impossible  to 
support  200  simultaneous 
users  on  a  single  server,”  says 
Sid  Herron,  sales  manager 
for  Moose  Logic,  Inc.  in 
Woodinville,  Wash.  “I’d  rather 
see  a  50-user  Internet  Con¬ 
nector  for  $2,500.  The  cost 
per  user  is  the  same,  but  it 
matches  up  with  the  way 
people  actually  want  to 
deploy  this  technology.”  3 
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News 


AT&T, 

continued  from  page  1 

While  AT&T’s  strength  may 
lie  in  carrying  traditional  voice 
and  data,  CEO  C.  Michael 
Armstrong  is  pushing  the  car¬ 
rier  to  deliver  a  broader  set  of 
services  in  sync  with  the  IP 
network  phenomenon. 

Still,  AT&T’s  INC  is  behind 
Sprint  and  MCI  WorldCom 
offerings  from  a  time  and  fea¬ 
tures  perspective. The  compet¬ 
ing  carriers’  services  are 
already  available,  and  both 
Sprint  and  MCI  World¬ 
Com  already  allow  customers’ 
Internet  traffic  to  ride  on  the 
same  access  pipes  traveled  by 
voice  and  LAN-to-LAN  data 
traffic. 

While  INC  is  missing  IP  sup¬ 
port  out  of  the  gate,  it  is  a  hilly 
managed  service  that  should 
let  customers  reduce  the  num¬ 
ber  of  WAN  connections  they 
have  to  manage. 

Managing  fewer  access  lines 
won’t  necessarily  save  cus¬ 
tomers  money,  however,  says 
Christine  Heckart,  vice  presi¬ 


dent  at  TeleChoice,  a  Boston 
consulting  firm.  AT&T’s  INC, 
like  Sprint’s  ION  service, 
requires  that  users  deploy  new 
equipment.  The  cost  of  that 
gear  could  wipe  out  the  sav¬ 
ings  users  reap  from  having 
fewer  T-l  lines,  she  says. 

A  network  professional  at 
an  Ohio  utility  company,  who 
asked  not  to  be  identified,  fig¬ 
ures  his  firm  could  cut  its  tele¬ 
communications  costs  by  25% 
using  INC.  But  he  says  the  big 
payoff  would  come  from  sim¬ 
plifying  overall  management  of 
a  hodgepodge  of  AT&T  offer¬ 
ings,  including  frame  relay, 
ATM  and  Software  Defined 
Network  voice  services. 

AT&T  plans  to  roll  out  INC 
in  phases.  The  first  phase 
requires  that  users  deploy  an 
ATM  multiplexer  at  their  sites 
to  compress  voice  and  data 
traffic,  and  convert  the  traffic 
to  ATM  cells.  The  cells  are 
then  sent  over  a  dedicated  T-l 
line  to  a  digital  cross  connect 
in  a  local  AT&T  switching 
office.  Voice  and  data  traffic  is 
then  split  out  and  sent  over 


AT&T  facilities. 

It  appears  that  AT&T  may 
be  using  ATM  equipment 
from  Cisco,  Nortel  Networks 
and  Lucent,  but  the  carrier 
declined  to  comment  on  this 
or  other  aspects  of  its 
announcement. 

AT&T  is  expected  to  start 
delivering  INC  in  the  second 
quarter,  following  customer 
trials. 

It’s  anticipated  that  INC 
will  initially  be  available  in 
the  more  than  40  cities  where 
AT&T  has  local-loop  facilities. 
AT&T  acquired  its  local-loop 


presence  via  its  buyout  last 
year  of  Teleport  Communi¬ 
cations  Group. 

Determining  how  to  reach 
customers  without  dealing 
with  incumbent  local  ex¬ 
change  carriers  (LEC)  has 
been  especially  troublesome 
for  Sprint  in  rolling  out  ION. 
While  Sprint  owns  an  inde¬ 
pendent  LEC,  the  carrier’s 
presence  in  local  markets  is 
limited.  As  a  result,  Sprint  has 
been  forced  to  wheel  and 
deal  with  LECs  for  access 
lines,  hampering  its  efforts  to 
get  ION  out  to  a  lot  of  cus¬ 


tomers. 

Sprint’s  offering  is  available 
in  seven  cities,  and  MCI 
WorldCom ’s  On-Net  service  is 
available  in  81  metropolitan 
areas. 

Analysts  say  that  AT&T 
should  have  the  second  phase 
of  INC  finished  by  year-end. 
In  addition  to  including  frame 
relay  and  Internet  traffic  on 
consolidated  access  lines,  the 
company  is  also  expected  to 
make  changes  in  the  way  it 
supports  customers’  traffic. 
Further  details  were  unavail¬ 
able  at  press  time.  \A 


Now  there  are  three 

AT&T's  INC  is  the  latest  entry  in  integrated  services  from  major  carriers.  Here's  what  the  services 
look  like  in  a  nutshell: 


Service 

User  connection 

Integrated  services 

Availability 

Access  equipment 

AT&T's  INC 

T-1 

Voice  and  data 

2nd  quarter  '99 

Multivendor:  Nortel  Net¬ 
works,  Lucent,  Cisco 

MCI  WorldCom's 
On-Net 

T-1 ,  frame  relay 

Voice,  data  and  Internet 

Now 

Users'  choice 

Sprint's  ION 

ATM 

Voice,  data  and  Internet 

Claims  seven  cities 
have  service  now 

Nortel  Networks,  Cisco 

Level  3, 

continued  from  page  1 

To  prove  its  network’s  met¬ 
tle,  the  company  next  week 
will  demonstrate  its  voice- 
over-IP  technology  to  Wall 
Street  analysts  in  New  York. 
Level  3  will  show  off  voice 
quality  by  placing  calls  over 
the  network  while  the  ana¬ 
lysts  view  a  diagram  of  how 
calls  travel  through  the  com¬ 
pany’s  net. 

Level  3  would  not  say 
exactly  what  it  will  charge  for 
the  IP  long-distance  service, 
but  many  corporate  customers 
already  negotiate  circuit- 
switched  long-distance  con¬ 
tracts  for  as  little  as  4  to  5 
cents  per  minute.  Twenty  per¬ 
cent  off  that  rate  would  put 
the  price  per  minute  at  3-2  to 


4  cents  per  minute. 

And  the  rate  will  continue 
to  plummet,  according  to 
James  Crowe,  Level  3’s  CEO. 

“Our  goal  is  to  build  a  com¬ 
pany  that  can  drop  the  cost  of 
moving  a  bit ...  at  a  rate  of  tens 
of  percent  per  year.  If  we  do 
that,  were  going  to  see 
demand  go  up  even  faster,” 
Crowe  says. 

“Now  that’s  phenomenal,” 
says  John  Welsh,  communica¬ 
tions  engineer  at  Applied 
Systems,  Inc.  in  University 
Park,  Ill.,  maker  of  software  for 
independent  insurance  agen¬ 
cies.  “I’d  say  send  me  more 
information.” 

He  says  there  are  factors 
to  consider  beyond  just  the 
per-minute  rate,  such  as  the 
cost  of  the  T-l  to  connect 
to  the  Level  3  network. 


The  big  three  long-distance 
carriers  —  AT&T,  MCI 
WorldCom  and  Sprint  —  will 
eat  two-thirds  to  three-quar¬ 
ters  of  the  cost  of  the  local  T-l 
in  order  to  win  long-term  con¬ 
tracts,  Welsh  says.  That  can 
amount  to  $750  or  more  per 
month  per  T-l. 

He  says  he  would  also  want 
to  hear  the  quality  of  Level  3’s 
voice. 

The  trick  behind  the  price 
cut  is  well-known:  IP  gear  is 
less  expensive  than  circuit- 
switched  telephone  gear. 

If  all  goes  well  with  beta 
tests,  starting  later  this  winter, 
the  service  will  be  rolled  out 
by  year-end  to  25  cities. 

Customers  can  expect  the 
prices  to  continue  to  drop 
dramatically  because  Level 
3’s  network  is  based  on 


data  gear.  As  the  price  of 
that  equipment  continues  to 
spiral  downward,  service 
prices  will  follow  ac¬ 
cordingly,  Crowe  says.  As 
prices  drop,  he  expects  cus¬ 
tomers  to  use  the  service 
more. 

The  net  impact  for  corpo¬ 
rate  customers? 

“Voice  service  at  a  big 
discount  to  what  they  are 
currently  paying,  with  quality 
that  is  just  as  good  and  a  cost 
structure  that  promises  to 
improve  not  two  or  three  or 
four  percent  a  year,  but  at 
tens  of  percent  a  year,”  Crowe 
says. 

Corporate  customers  will 
buy  a  dedicated  line  into  a 
Level  3  point  of  presence 
(POP),  much  as  they  do  today 
with  traditional  long-distance 
services.  That  differs  from  the 
model  followed  by  many  IP- 
voice  services,  which  require 
each  caller  to  dial  a  POP  and 
punch  in  a  personal  identifica¬ 
tion  number  before  dialing 
the  desired  number. 

Initially,  Level  3’s  IP-voice 
service  will  be  backed  up  by 
traditional  circuit-switched 
voice  service  that  the  com¬ 
pany  will  buy  in  bulk  from 
other  long-haul  carriers, 
Crowe  says.  The  traditional 
voice  network  will  act  as  a 


spillover  if  the  IP  network 
runs  into  technical  problems. 
As  Level  3  works  the  glitches 
out  of  its  software,  the  need 
for  a  backup  will  fade. 

Indeed,  the  Level  3  CEO 
says  he  will  sell  no  IP  tele¬ 
phony  service  before  its  time. 
“If  this  was  not  new  code  and 
we  were  absolutely  certain 
that  it  was  rock  solid,  we 
would  go  commercial  today. 
But  the  reason  that  we  and 
everybody  else  beta-tests  is 
because  there  is  always  a 
process  of  eliminating  bugs.” 

Local  IP-telephony  service 
is  another  nine  months  or  a 
year  away  from  beta-testing, 
Crowe  says. 

So  far,  Level  3  has  made  its 
money  selling  leased  lines, 
Internet  access  and  managed 
modem  services,  as  well  as 
housing  customer  Web  and 
telephony  gear  in  its  switch¬ 
ing  offices. 

The  IP  voice  is  more  along 
the  lines  of  what  people 
expect  from  Level  3  based  on 
its  all-IP  manifesto.  But  Crowe 
says  setting  up  Level  3’s 
16,000-mile  fiber  backbone 
and  selecting  hardware  to  run 
it  takes  time.  3 
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"Our  goal  is  to  build  a  company 
which  can  drop  the  cost  of 
moving  a  bit ...  at  a  rate  of 
tens  of  percent  per  year.  If  we 
do  that,  we're  going  to  see 
demand  go  up  even  faster. " 

J  im  Crowe,  CEO,  Level  3  Communications 
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Highlights  of  the  Catalyst  6000 

•  Two  models:  the  6000  and  6500 

•  Each  model  has  six-  and  nine-slot  chassis 

•  6000  has  32G  bit/sec  backplane:  256G  bit/sec  on  the  6500 

•  Support  for  up  to  130  Gigabit  Ethernet  ports 

•  Voice-enabled 

•  Ability  to  link  eight  Gigabit  Ethernet  ports  into  a  virtual  8G  bit/sec  trunk 

•  Support  for  an  OC-12  uplink 


Catalyst, 

continued  from  page  1 

aggregation  requirements,  such 
as  concentrating  links  from 
multiple  Catalyst 
5000  workgroup 
switches.  The 
Catalyst  6000  can 
serve  as  the  core 
backbone  switch 
for  Catalyst  5000 
workgroups  or  it  can  provide 
very  high-density  front-end 
aggregation  for  a  Catalyst  8500 
Campus  Switch  Router  in  the 
network  core.  Until  now, 
Cisco’s  offerings  didn’t  have 
the  horsepower  or  price/per¬ 
formance  to  anchor  a  multi¬ 
gigabit  network. 

The  Catalyst  6000  includes 
integrated  voice  support  —  a 
first  for  Cisco’s  LAN  switch  fam¬ 
ily.  Cisco  this  week  is  expected 
to  announce  the  availability  of  a 
new  NetFlow  Feature  Card  for 
the  Catalyst  5000s  that  provides 
classification  and  prioritization 
for  voice  traffic. 

Cisco  declined  to  comment 
on  the  Catalyst  6000. 


At  least  one  user  is  dying  to 
get  his  hands  on  one  of  the 
new  Cisco  boxes. 

“I  can  already  tell  you,  I’m 
going  to  buy  one  of  those,”  says 
Kelly  Carpenter, 
systems  manager 
at  Washington 
University’s  Ge¬ 
nome  Sequencing 
Research  Center 
in  St.  Louis.  “I’ve 
been  waiting  for  Cisco  to  catch 
up  on  the  backpiane  with  port 
density  and  stuff,  so  I’m  really 
stoked  about  it.” 

With  the  unveiling  of  the 
Catalyst  6000,  Cisco  solidly 
positions  the  successful  Cata¬ 
lyst  5000  as  its  10/100  Layer 
2/  Layer  3  switch.  Until  now, 
the  Catalyst  5000  line  served 
as  Cisco’s  gigabit  aggregation 
offering,  but  it  was  limited 
by  a  backplane  speed  of 
3-6G  bit/sec. 

The  Catalyst  6000  will  come 
in  two  versions:  the  6000  and 
the  6500.  They  will  include 
six-  and  nine-slot  chassis  con¬ 
figurations  called  the  6006 
and  6009,  and  6506  and  6509, 


respectively. 

The  6000  will  have  a  32G 
bit/sec  backplane,  and  the 
6500  will  feature  a  256G  bit/ 
sec  backplane.  The  switches 
will  support  up  to  130  Gigabit 
Ethernet  ports  and  384  10/ 
100M  bit/sec  ports. 

Performance  is  expected  to 
be  24M  packet/sec  for  the  6000 
and  192M  packet/sec  for  the 
6500.  For  Layer  3  switching,  the 
Catalyst  6000s  will  support  the 
same  Express  Forwarding  Ap¬ 
plication  Specific  Integrated 
Circuits  that  are  featured  in  the 
Catalyst  8500s.  Express  For¬ 
warding  distributes  packet  for¬ 


warding  to  line  cards,  thereby 
increasing  performance. 

Conversely,  the  Catalyst 
5000s  support  Layer  3  switch¬ 
ing  via  a  Route/Switch  Module 
and  the  NetFlow  Feature 
Card,  which  snaps  on  to  the 
Catalyst  5000’s  central  super¬ 
visor  module. 

Express  Forwarding  will  be 
key  to  the  Catalyst  6000 ’s  abil¬ 
ity  to  support  voice.  It  will 
have  the  high-speed  applica¬ 
tion  recognition  necessary  to 
establish  multiple  levels  of 
queuing  and  prioritization  for 
voice  traffic,  sources  say. 

Meanwhile,  voice  support 


on  the  Catalyst  5000s  will 
come  from  NetFlow  Feature 
Card  II,  which  Cisco  will 
announce  shipment  of  this 
week.  This  card  enables  a 
wiring-closet  Catalyst  5000 
switch  to  be  a  quality-of-service 
edge  device  that  can  identify 
user  applications,  classify  traffic 
and  set  priority  levels. 

The  Catalyst  6000s  also  will 
let  users  bundle  up  to  eight 
physical  Gigabit  Ethernet  links, 
from  any  line  card,  into  an 
8G  bit/sec,  full-duplex  virtual 
Gigabit  EtherChannel  trunk, 
sources  say.  Today,  the  limit  is 
four  links  on  a  single  Catalyst 
5000  line  card. 

Pricing  for  the  Catalyst  6000 
line  is  expected  to  conform 
with  the  industry  norm,  which 
is  $1,300  for  a  Layer  2  Gigabit 
Ethernet  port  and  $2,500  for  a 
Layer  3  Gigabit  Ethernet  port. 
The  switches  are  expected  to 
ship  in  February. 

Cisco:  (408)  5264000 
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Cabletron  playing  ATM  catch-up 

ATM  switch  market  shares,  03 1998 


Bay  Networks 

9.5% - 


Other 

14.8% 


Cisco 

22.3% 


SOURCE:  DELL'ORO  GROUP.  PORTOLA  VALLEY.  CALIF. 
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Total  ports  shipped: 

157,800 


Cabletron, 

continued  from  page  1 

necting  switches  to  one 
another,  and  firmware 
to  enable  ATM  networks  to 
support  legacy 
applications. 

Cabletron’s  ATM 
strategy  is  to  pro¬ 
vide  switches  that 
can  handle  the 
variety  of  high- 
bandwidth  application  re¬ 
quirements  found  in  medical, 
educational  and  governmental 
organizations,  among  others. 

Cabletron’s  new  offerings 


Network  World,  161  Worcester  Road,  Framingham,  Mass. 
01701-9172,  |508)  875-6400 

Periodicals  postage  paid  at  Framingham,  Mass.,  and  addition¬ 
al  mailing  offices.  Posted  under  Canadian  International 
Publication  agreement  #0385662.  Network  Wort/ (ISSN  0887- 
7661)  is  published  weekly,  except  for  a  single  combined  issue 
for  the  last  week  in  December  and  the  first  week  in  January 
by  Network  World,  Inc.,  161  Worcester  Road,  Framingham, 
Mass  01701-91 72. 

To  apply  tor  a  free  subscription,  complete  and  sign  the  qualifi¬ 
cation  card  in  this  issue  or  write  Network  World  at  the 
address  below.  No  subscriptions  accepted  without  complete 
identification  of  subscriber's  name,  job  function,  company  or 
organization  Based  on  the  information  supplied,  the  publish¬ 
er  reserves  the  right  to  refect  non  qualified  requests. 
Subscriptions:  1-508-820-7444 

Nonqualified  subscribers.  $5.00  a  copy;  U.S.  -  $129  a  year 
(except  Washington,  DC.S136  74);  Canada  -  $160.50  (including 
7%  GST.  GST#1 26659952);  Central  &  South  America  -  $150  a 
year  (surface  mail);  Europe  •  $205  a  year  (surface  mail),  all 
other  countries  -  $300  a  year  (airmail  service).  Four  weeks 
notice  is  required  for  change  of  address.  Allow  six  weeks  for 
new  subscription  service  to  begin.  Please  include  mailing 
label  from  front  cover  of  the  publication. 

Network  World  can  be  purchased  on  35mm  microfilm  through 
University  Microfilm  Int,  Periodical  Entry  Dept,  300  Zebb 
Road,  Ann  Arbor.Mich.  48106 

Network  World  is  distributed  free  of  charge  in  the  U.S.  to 
qualified  management  or  professionals  who  meet  ALL  of  the 


include  a  5.4G  bit/sec  ATM 
switching  module  for  the 
SmartSwitch  9500;  2.4G  bit/sec 
OC48  interface  modules  for 
the  SmartSwitch  9500  and 
6500;  an  aggressively  priced 
622M  bit/sec  OC- 
12  uplink  module 
for  the  Smart¬ 
Switch  6000;  and 
Multi-Protocol 
over  ATM  (MPOA) 
Server  firmware. 

Cabletron  has  a  lot  of  ground 
to  make  up  in  the  ATM  market. 
According  to  data  from  the 
Dell’Oro  Group  in  Portola 
Valley,  Calif.,  Cabletron  lagged 


following  criteria: 

1)  Have  site  purchasing  influence. 

2)  Are  involved  in  the  purchase  of  network  products  and  ser¬ 
vices. 

3)  Have  multi-platform  networks  installed  or  planned  (includ¬ 
ing  network  architectures,  LAN  operating  systems  and  LAN 
environments). 
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behind  all  of  its  major  competi¬ 
tors  in  market  share  for  the  third 
quarter  of  1998  (see  graphic). 

Yet  Cabletron  customers  are 
loyal  and  ready  to  give  the  new 
wares  a  go. 

“The  new  OC-12  is  going  to 
give  us  load  balancing,  which  I 
think  will  be  beneficial  both 
from  a  bandwidth  and  traffic 
perspective,”  says  John  Glynn, 
assistant  director  of  IS  at  the 
University  of  Rochester’s  Strong 
Health  Systems,  which  uses 
ATM  for  high-speed  imaging. 

The  5.4G  bit/sec  ATM 
switching  module  for  the  9500 
is  called  the  9A686.  It  occupies 
a  single  slot  in  the  switch  and  is 
hot-swappable.  The  module 
supports  four  of  its  ATM  net¬ 
work  interface  modules,  which 
can  support  any  of  the  follow¬ 
ing  configurations: 

•  Two-port  E-3 

•  Two-port  DS-3 

•  Three-  or  four-port  OC-3 

•  Two-port  OC-12 

•  Single-port  OC48 

The  9A686  replaces  the 
9500’s  4G  bit/sec  9A656  switch¬ 
ing  modules.  It  costs  $19,995 
and  will  ship  in  February. 

The  2.4G  bit/sec  OC-48 
interface  modules  for  the  9500 
and  6500  are  designed  for  very 
high-capacity  trunks  between 
multiple  SmartSwitch  chassis. 
The  modules  support  single¬ 
mode  fiber. 


The  OC48s  will  be  available 
in  the  second  quarter.  Cable¬ 
tron  will  announce  pricing  at 
that  time. 

The  OC-12  uplink  for  the 
SmartSwitch  6000  is  called  the 
VHSIM.  It  is  used  to  connect 
6000s  together  at  622M  bit/sec 
or  to  higher  end  Cabletron 
switches. 

VHSIM  features  two  slots  for 
multimode  fiber  port  interface 
modules,  priced  from  $2,295  to 
$4, 495. The  uplink  costs  $3,995 
and  will  ship  in  February. 

OC-12  is  of  interest  to 
Cabletron  user  Morehead  State 
University  in  Morehead,  Ky. 
“We’re  looking  very  shortly  at 
probably  doing  some  video 


stuff,  and  we’re  concerned 
that  we  may  start  chewing 
into  that  OC-3  bandwidth  pret¬ 
ty  aggressively,”  says  Mike 
Eldridge,  manager  of  telecom¬ 
munications  at  the  school. 

The  MPOA  Server  firmware 
works  with  the  SmartSwitch 
Router  2000  and  the  Smart¬ 
Switch  2040.  It  allows  users  to 
switch  network  traffic  between 
32  emulated  LANs. 

The  MPOA  Server  firmware 
costs  $14,995  and  will  be  avail¬ 
able  in  February. 

Cabletron:  (603)  332-9400 

Get  more  info  online. 
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High-speed 
service  war 
heats  up 

BY  DAVID  ROHDE 

WASHINGTON,  D  C—  A  fissure 
developed  last  week  between  com¬ 
puter  manufacturers  and  ISPs  on  the 
eve  of  a  government  ruling  that  region¬ 
al  Bell  operating  companies  say  could 
slow  the  speed  of  their  DSL  rollouts  to 
customers. 

A  broad  coalition  of  ISPs  led  by  the 
Commercial  Internet  Exchange  (CIX) 
urged  the  Federal  Communications 
Commission  not  to  deregulate  RBOC 
data  services  in  exchange  for  promises 
of  broader  high-speed  digital  subscriber 
line  (DSL)  offerings.  CIX  President 
Barbara  Dooley  asked  the  FCC  to  delay 
an  expected  ruling  this  Thursday  that 
would  allow  RBOCs  to  establish  sepa¬ 
rate  data-services  subsidiaries. 

The  subsidiaries  would  enjoy  looser 
requirements  to  interconnect  with  ISPs 
and  competitive  local  exchange  carri¬ 
ers  (CLEC)  than  the  RBOC  parent  com¬ 
panies.  Several  RBOCs  claim  they  need 
this  provision  because  they  can’t  invest 
as  heavily  as  they  would  like  in  DSL 
lines  if  they’re  forced  to  resell  them  to 
competitors. 

But  Dooley  said  ISPs  may  lose  the 
business  of  users  who  are  demanding 
more  robust  Internet  access  if  they 
can’t  get  access  to  RBOC  DSL  facilities. 
She  called  on  the  FCC  to  force  RBOCs 
to  provide  space  for  ISP  and  CLEC  dig¬ 
ital-line  equipment  in  their  central 
offices. 

“Vigorous  enforcement  is  desperate¬ 
ly  needed,  not  the  establishment  of  a 
new,  tilted  playing  field,”  Dooley  said. 
She  was  joined  by  several  state  ISP  asso¬ 
ciation  officials.  Many  of  them  empha¬ 
sized  the  danger  to  small  ISPs  if  the  FCC 
cuts  off  their  access  to  RBOC  intercon¬ 
nection. 

The  ISPs’  position  is  at  odds  with  a 
recent  proposal  by  Compaq,  Intel, 
Gateway,  Microsoft  and  other  vendors, 
who  say  they  can  sell  more  and  better 
PC  gear  if  DSL  deployment  speeds  up. 
That  group  urged  the  FCC  to  loosen 
restrictions  on  RBOCs  and  GTE  on  the 
basis  that  deregulation  should  spur 
investment  (NW,  Dec.  14, 1998,  page  1). 

Dooley  acknowledged  that  the  two 
groups  are  taking  opposite  sides  —  a 
rarity  in  the  world  of  telecom  regula¬ 
tion,  in  which  traditional  local  and  long¬ 
distance  carriers  often  fight  each  other 
but  data-oriented  vendors  usually  lie 


low.  “Perhaps  it’s  not  as  important  to 
the  computer  companies  which  carrier 
is  providing  the  pipe,”  she  said. 

Regardless  of  what  the  FCC  decides, 
there  is  no  guarantee  that  RBOCs  will 
change  their  broadband  deployment 
schedules.The  FCC  in  August  proposed 
a  data-subsidiary  plan  but  loaded  it  with 


conditions  that  several  RBOCs  deemed 
unacceptable.  The  computer  manufac¬ 
turers’  proposal  went  further  than  the 
FCC’s  by  allowing  RBOC  broadband 
data  subsidiaries  to  carry  traffic  beyond 
local  calling  areas,  even  if  the  FCC  has 
not  granted  their  parent  companies 
general  long-distance  authority. 


Most  of  the  FCC  commissioners  are 
unlikely  to  go  as  far  as  the  computer 
manufacturers  would  like  them  to.  The 
FCC  has  said  the  procedure  outlined 
for  RBOC  long-distance  entry  in  the 
Telecommunications  Act  of  1996  —  a 
14-point  checklist  of  local  competition 
—  is  sacrosanct.  \Jl 


Introducing  LinuxWorld 
Conference:  March  1-4, 1999 
Expo:  March  2-4, 1999 
San  Jose  Convention  Center 
San  Jose,  CA 

Now  Linux  has  a  brand-new  show  of  its 
own.  LinuxWorld  Conference  &  Expo  makes 
its  debut  March  1, 1999.  It's  going  to  be  a 
blockbuster,  because  the  Linux  OS  is  the  most 
talked-about  technology  in  the  IT  industry. 
Attend  LinuxWorld  at  the  San  Jose  Convention 
Center  and  prepare  to  step  into  your  own 
starring  role  in  this  rapidly  emerging  industry! 


Geared  to  developers,  enthusiasts  and 
professional  end-users,  the  Conference 
program  will  feature  issues  and  solutions 
focused  on  Linux  technology.  There  will  be 
fifteen  pre-conference  tutorials  and  over  40 
conference  sessions.  Attendees  will  include 
IS  managers  and  decision-makers  from 
Fortune  1000  companies,  Linux  developers, 
ISVs,  VARs,  OEMs  and  system  administrators. 
The  Expo  will  feature  more  than  100  emerging 
companies  and  organizations  dedicated  to 
Linux  products  and  services. 


Reserve  your  seat  now!  For  more 
information,  complete  and  fax  or  mail 
the  coupon  or  visit: 

www.linuxworldexpo.com 

On  the  Web  site,  you'll  get  the  latest  updates, 
including  conference  session  descriptions, 
show  highlights,  the  exhibitor  list,  and  more. 


ltd!  Tell  me  more  about 
LinuxWorld  Conference  &  Expo  '99 
in  San  Jose.  I'm  interested  in 
□  Attending  Fj  Exhibiting 


Company/Organization. 


Address. 


City/State/Zip. 
Phone _ 


email _ 

Mail  to: 

LinuxWorld  Conference  &  Expo 
P.0.  Box  339 

West  Bridgewater,  MA  02379 
FAX:  508.620.6668 

or  call  800.657,1474 

Owned  and  Managed  by: 
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The  joy  of  reporter's  notebooks 


/:•  am 


MARK 

GIBBS 


ou  have  to  like  reporter’s  note¬ 
books. They’re  light,  easy  to  use, 
and  they  fit  in  your  pocket.  But 
I’d  love  a  computerized  version. 

Now  let  me  ask  you  a  question: 
When  you  write  something  on 
paper,  what  is  more  important,  the 
paper  or  the  ink?  If  you  said 
paper,  you’re  wrong  . . .  that’s  the 
medium.  If  you  said  ink,  you’re 
wrong  again  . . .  that’s  just  more 
media. 

The  answer  is  the  patterns 
made  by  the  ink  on  the  paper. 
Those  patterns  are  the  content. 
And  it  is  that  common  confusion 
between  media  and  content  that 
explains  why  the  convergence  of 
digital  technology  and  traditional 
media  often  doesn’t  work  well. 

The  trouble  is  that  at  first  blush, 
convergence  products  such  as 

WebTV  appear  to  be 
pretty  good.  We  say, 
“that’ll  work  for  me,” 
based  on  our  knowl¬ 
edge  of  one  or  more 
of  the  media  as  we’re 
used  to  them.  But  the 
actual  usability  of 
these  systems  can  be 
poor  (have  you  tried 
WebTV?). 

Just  before 
Christmas,  I  pur¬ 
chased  a  Cross- 
Pad,  an  attempt  at  a 
convergence  product.The  Cross- 
Pad  is  from  the  Cross  Pen  Com¬ 
puting  Group  of  the  A.T.  Cross 
Company  (www.cross-pcg.com). 

The  device  is  a  clipboard  that 
holds  a  legal-  or  memo-size  pad  of 
paper  and  has  a  row  of  depres¬ 
sions  across  the  bottom  that  are, 
in  fact,  buttons.  As  you  write  on 
the  paper  with  a  special  pen, 
your  movements  are  captured  by 
electronics  in  the  pad  and  “digital 
ink”  is  generated.  You  use  the  pen 
to  press  buttons  that  tell  the  pad 
you’re  changing  pages  and  to 
invoke  various  functions. 

With  CrossPad  you  can  print, 
use  cursive  writing,  mark  key¬ 
words  and  make  drawings.  And 
when  you’re  ready,  you  plug  the 
CrossPad  into  your  PC  using  a 
supplied  serial  cable  and  your  ink 
is  uploaded  to  the  IBM  Ink  Man¬ 
ager  software  supplied  with 
CrossPad. 

The  results  are  impressive. The 
Ink  Manager  has  remarkable  ac¬ 


curacy  for  handwriting  recogni¬ 
tion  (which  can  be  improved 
through  a  training  process),  and  it 
keeps  all  the  ink,  so  graphics  can 
be  displayed  and  text  that  Ink 
Manager  can’t  recognize  is  still 
there  for  you  to  decipher.  (Just 
don’t  expect  the  recognition 
process  to  be  quick  without  a 
powerful  computer.) 

That  said,  it  all  seems  great  until 
you  start  really  using  the  CrossPad. 
Then  you’ll  find  the  thing  to  be 
very  clumsy.  When  you  turn  a  real 
page,  you  also  have  to  press  one  of 
the  buttons  to  tell  the  pad  you’ve 
changed  the  page.  And  flipping 
several  real  pages  and  telling  the 
system  what  page  you’re  on 
becomes  tedious  very  quickly.  And 
you  can’t  fold  the  real  pages  over 
the  top  of  the  pad  (it  is  too  bulky 
to  do  so),  so  you’re  forever  throw¬ 
ing  away  pieces  of  paper. 

I  played  with  the  CrossPad  for 
a  few  days,  took  it  on  a  business 
trip,  tried  to  make  it  work,  and 
then  promptly  took  it  back  to 
the  store  to  get  my  money  back. 
It  just  didn’t  work  well  enough 
to  justify  the  $399  price.  Even  at 
a  lower  price,  I  still  wouldn’t 
want  one. 

And  yet  industry  publications 
awarded  the  CrossPad  all  sorts  of 
accolades.  One  magazine  named 
it  to  its  “1998  Best  Products”  list, 
while  another  selected  the  Cross- 
Pad  as  one  of  “25  Innovative 
Technologies  of  the  Year  for 
1998.”  Either  these  people  are 
high  or  I’m  missing  something. 

I  think  the  problem  with  the 
CrossPad  is  that  the  focus  is 
wrong.  The  device  is  all  about 
bringing  paper  into  the  digital 
world,  not  about  bringing  written 
content  into  the  digital  world. To 
put  that  another  way,  it  makes  the 
paper  (the  medium)  as  important 
as  the  writing  (the  content). 

What  I  really  want  is  the 
device  without  the  paper.  I  want 
a  pen-interfaced  computer  that  I 
can  easily  jot  notes  on  and  is 
comfortable  to  use.  If  you  know 
of  anything  that  actually  works 
and  is  reasonably  priced,  let  me 
know.  Until  then,  when  I’m  away 
from  my  computer.  I’ll  stick  to  a 
reporter’s  pad. 

Ink  to  nwcolumn@gibbs.com 
or  on  (800)  622-1108,  Ext.  7504. 


An  unholy  union.  They  are  the  two 
unstoppable  forces  of  cyberspace,  each  sin¬ 
gularly  capable  of  reducing  normally  rational 
people  to  madness  and  incoherence,  capable 
of  turning  responsible  "real-world"  citizens 
into  hollow-eyed  habitues  of  chatrooms. 

They  are  Internet  initial  public  offerings 
(IPO)  and  spam,  and  they  have  joined  forces. 

In  March,  a  company  called  Exit23b.com 
is  scheduled  to  open  a  Web  site  selling  elec¬ 
tronics,  CDs,  videos,  games  and  stuff. 

To  celebrate  its  launch,  visitors  to 
www.exit23b.com  are  told,  the  company  "will 
be  giving  away  100,000  shares  of  our  pre-IPO 
stock,  split  between  10  lucky  winners." 

I  know  this  not  because  a  savvy  public  relations  person  called  me, 
nor  because  I  stumbled  upon  the  site  during  another  of  my  aimless 
strolls  through  the  'Net  —  that  is,  another  of  my  focused  missions  to 
find  pertinent  job-related  information  in  the  shortest  amount  of  time. 

I  know  this  because  I  received  e-mail  from  three  people  telling  me 
"it  might  be  worth  your  time  to  put  in  your  entry." 

And  worth  my  friends'  time,  too,  according  to  Exit23b's  Web  site. 

"There  is  a  referral  incentive,"  the  site  explains.  "You  will  be 
entered  into  the  drawing  once  when  you  first  sign  up,  and  then  again 
for  every  other  person  you  refer." 

Thus  my  e-mail  correspondents  all  urge  that,  "If  you  do  enter,  be 
sure  to  put  [their  e-mail  address]  as  referrer!" 

Bottom  line:  Exit23b.com  gets  its  message  spammed  all  over  the 
Internet,  without  actually  doing  the  spamming. 

Insidiously  brilliant. 

I,  of  course,  refuse  to  play  this  tawdry  game.  Though  if  you  insist  on 
entering  my  e-mail  address  (cnerney@nww.com)  as  your  referrer  — 
that's  cnerney@nww.com  —  I  suppose  I  can't  stop  you. 

Moving  money  and  people.  Rick  Snyder  has  ridden  a  winner 
before. 

As  president  and  chief  operating  officer  of  computer  manufacturer 
Gateway,  Snyder  helped  lead  the  company  through  a  successful  IPO 
in  late  1993.  After  a  slow  start,  Gateway's  stock  price  has  risen 
steadily  to  about  $60  per  share,  roughly  six  times  its  initial  value. 

But  Snyder  left  Gateway  in  1997  to  start  his  own  venture  capital 
firm,  Avalon  Investments.  Now  his  job  is  to  pick  winners,  and  he  thinks 
he's  got  one  with  PeopleMover,  Inc.,  a  start-up  selling  enterprise  soft¬ 
ware  to  the  IT  services  and  staffing  industries.  Avalon  has  been  joined 
by  Dynafund  and  Windward  Ventures  in  a  $5  million  round  of  funding 
for  the  Hermosa  Beach,  Calif.,  start-up. 

Founded  last  March,  PeopleMover  is  a  spinoff  from  Micro  J 
Systems,  a  vendor  of  software  for  executive  search  and  regional 
staffing  companies.  Three  months  ago,  PeopleMover  debuted  the  first 
of  a  planned  series  of  Web-based  enterprise  work  force  management 
software  products  designed  to  help  "free  agent"  workers  and  compa¬ 
nies  looking  for  short-term  contract  employees  get  together. 

This  is  PeopleMover’s  first  official  venture  round,  though  last  year  it 
received  money  from  an  eclectic  group  of  "angel  investors,"  including 
Tom  Fricks,  former  Novell  chief  information  officer,  and  Jim  Caccavo, 
CEO  ofTickets.com,  a  start-up  based  in  Los  Angeles. 


CHRIS 

NERNEY 


Portal  rumors.  Lycos  or  Yahoo,  Yahoo  or  Lycos. 

In  the  wake  of  last  week's  purchase  of  No.  2  search/portal  vendor 
Excite  by  cable  ISP  ©Home  Network,  Lycos  and  Yahoo  are  the  only 
major  portals  that  have  not  been  scooped  up  by  larger  companies. 

Don't  expect  that  situation  to  continue,  especially  considering  Lycos 
has  acknowledged  engaging  in  discussions  with  potential  investors. 

While  Lycos  won't  mention  any  names,  the  word  on  the  street  is 
that  Microsoft  is  interested  in  buying  the  company.  And  the  other  word 
on  the  street  is  that  media  behemoth  Viacom  is  casting  eyes  on  Yahoo. 

OK,  those  are  my  rumors.  Where  are  yours?  Don’t  he  shy.  Contact 
Chris  Nerney  at  (508)  820-7451  or  cnemey@nitnv.com. 


94 


Network  World  January  25,  1  999  www.nwfusion.com 


THE  WORK 
MATTERS. 

THE  PEOPLE 
MATTER. 

THE  TOOLS 
MATTER. 


THE  MANAGEABLE  IBM  PC  300PL 


The  IBM  PC  300PL  matters.  Manageability  features  like  Alert  on  LAN™  technology  remotely  signal  problems  like  tampering  or  system  removal  before 
they  become  crises  -  even  if  your  computer  is  turned  off.  It’s  about  giving  you  better  control  over  your  network  and  better  control  over  your 
e-business.  This  is  important.  See  how  the  IBM  PC  300PLcan  mattertoyourbusiness.Visitwww.ibm.com/ibmpc  or  call  1  800  IBM  7255,  ext.  4759. 


Pentium'  II  processor  (up  to  450  MHz)  with  100  MHz  bus  speed  /  AGP  graphics  /  Integrated  Audio  and  Intel*  10/100  Ethernet 


(C)  e-business  tools 


y 


(@  e-business  tools 


Intel'  Celeron™  processor  333  MHz  /  32MB  memory  /  S3  Trio  3D  AGP  graphics  /  3.2GB  hard  drive  /  From  $899' 


You  can't  afford  not  to  be  an  e-business.  That’s  why  we  designed  the  IBM  PC  300GL.  It  starts  at  a  spartan  cost  of  just  $899.  And  remains  cost-efficient 
over  time,  with  intelligent  new  management  features  built  in.  Plug  one  in,  and  you  can  turn  it  on  and  configure  it  remotely.  And  smart  software  helps  restore 
individual  hard  drives  in  the  event  of  system  irregularities.  You  can't  afford  not  to  learn  more.  Visit  www.ibm.com/ibmpc  or  call  1  800  IBM  7255,  ext.  4924. 


THE  AFFORDABLE  IBM  PC  300GL 


